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TUBULAR 


Carpenters and handymen are attracted by the highly polished 
forged steel heads of ‘‘traditional shape” and the chrome- 
plated steel handles shaped exactly like hickory that reflect 
the quality of Vaughan hammers. 


Once they pick it up, they immediately sense the perfect 
balance . . . the comfortable proportions of a handle that’s 
perfectly contoured to fit the hand. And the grip is made 
of natural rubber . . . absorbs impact shock, 


On the job, they appreciate the built-in ability of Vaughan 
Tubulars to take rugged use. Exclusive inner hickory plug 
— which adds strength and absorbs shock — is compression 
fitted under 3,000 Ibs. pressure — permanently locking head 
and handle together. 


Available in nail and ripping patterns, with plain or milled 
faces, in a variety of weights and handle lengths. Stock all 
7 models . . . because when men reach for a hammer, they 
reach for a Vaughan . . . the hammers made by craftsmen 
for craftsmen for over 89 years. 





And only V & B makes all three 
TUBULAR — ALL STEEL — HICKORY 


Write for further details. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street 
CHICAGO 3, ILLINOIS 








Like your sales 


SELL THIS 














CHICOPEE 


FIBERGLAS | 


SCREENING 


7100-150 UNIT SALES 


are yours when the Do-It-Yourselfer 
screens his own porch, patio or breezeway! 


Big sales... big market! Thousands are building screen porches. 
Additional thousands need porches for added living space and cool, outdoor 
summer comfort. 


Your chance for many sales. Big sales. Your chance to sell up to $150.00 
worth of screening, framing and related items at once! Ask your wholesaler 
how you can participate in the Chicopee-Reynolds patio promotion. 

Get your free point of purchase patio display and free porch-patio plans 

for your customers! 


CHICOPEE Fitersias Screening 


The do-it-yourself screening that’s best for porches and patios because 
it’s the easiest to work with, dent-proof and longer-lasting. 


CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. *T.M.O.C.F. Corp. | 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + MAY 22, 1958 








To sell it faster, show ’em how it works 


A lot of well-meaning dealers pass up their 
biggest chance at a big-ticket sale. 

That chance comes after your advertis- 
ing and display material have brought 
your customer in. You have his interest in 
the item, and he kinda looks underneath 
and says “‘How’s this work?” or “What’s 
this thing for?” 

If you don’t demonstrate the item then 
and there, you pass up your golden sales 
advantage. A man almost ready to buy, 
say, a power mower, likes nothing better 
than to be shown exactly what makes it 
tick. 

And especially with LAWN-BOY, your 
demonstration can be dramatic and power- 
ful. You take the LAWN-BOY out to the 
nearest grass patch—preferably the pros- 
pect’s own lawn, where his old mower is 
standing. You pull the starter once to start 
the LAWN-BOY engine. [f it’s an Automower 
model, you step behind it, roll the handle 
gently forward, and stroll easily behind 
that smooth, level-cutting mower. 

You guide it casually over ruts or holes 
in the lawn, and point out that LAWN-BOY’s 
exclusive pilot wheel keeps the mower cut- 
ting level no matter what the ground un- 





LAWN©BO 





derneath looks like. You point out espe- 
cially the quality of cut this mower de- 
livers in comparison with his old mower. 

But remember—let him take a turn be- 
hind that LAWN-BOY. Let him have that 
first sensation of easy-going power and ef- 
ficiency that only a LAWN-BOY can give 
him. Let him roll the handle forward and 
back to start and stop the gentle forward 
motion of the Automower. Let him guide 
the maneuverable LAWN-BOY up and down 
the hills, around the trees, walls, and 
walks... 

. . . because he’s the guy whose aching 
back you’re curing, whose lawn-care prob- 
lem you’re solving. He’s the guy who’s 
been longing for just the power mower 
you offer in LAWN-BOY. 

He’s your golden opportunity. This is 
the time—on the lawn itself—when you 
can most easily clinch that big-ticket sale. 

Naturally, I can talk only for the suc- 
cess of this method with LAWN-BOY. But 
this same principle holds true in demon- 
strating appliances, farm machinery, pow- 
er tools, and your other bigger-ticket items: 


SHOW ’EM HOW IT WORKS. 


: 
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Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers 0f dohasan and Evinrede Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 






IT MAKES GOOD “CENTS "to stock a full line of 


NIVERSAL 














8-cup Chrome on Copper 
Deluxe Model $2679 











10-cup Chrome on Copper 
$2995 


GETS 1/3 OF SALES 8-cup Chrome on Copper GETS '/3 OF SALES 





Get the BIG Share 


with (Mnaatz, 


America’s No. 1 Coffeemaker 


oe IN PUBLIC ACCEPTANCE 


FE IN FEATURES AND DESIGN 
RE IN ADVERTISING SUPPORT 


BE IN FULL LINE SELECTION 








it PAYS to stock the LEADER 








Standard Model $1995 
GETS '/3 OF SALES 








DON’T LOSE SALES by not carrying the full line of Universal 
Coffeematics. First of all, you double your coffeemaker sales just by adding Coffee- 
matic to any other line. Second, by carrying the fu// line you can satisfy every 
customer. Surveys prove that if you fail to have any of the above models, you’re 
losing approximately one-third of potential sales! Get the most out of your market 
with a full line of America’s Favorite Coffeemaker. 


5-cup chrome 8-cup chrome 8-cup chrome 10-cup chrome 10-cup copper 
or copper 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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ACCO 


for Better 
Values 


You make? 9240 profit 
on this ?9535 chain assortment 


Price also includes Chain Sales-Maker Display 
—a powerful “‘Silent Salesman”’ 
that does most of the work for you! 


e Put new life into chain sales and profits with the CHAIN 

SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal—per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient—handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you. .. first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the Acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 








175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 
Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 






















* Garage doors 
¢ Pipe hanging 
* Porch swings 
¢ Playground equipment 
¢* Lawn borders 


Gymnasium equipment 
Furnace regulating 
Ornamental uses 
Furniture braces 
Fire escapes 




















SPECIAL NOTE: 


When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins .. . they’re all good profit makers that go 
with chain sales. 









American Chain Division 


AMERICAN CHAIN & CABLE 














Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, s S 
*Indicates Warehouse Stocks *Portiand, Ore., *San Francisco Eo SE NR SS Se Se 
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Editorial 


by W. A. Phair 


Whom are you mad at... 


“Whom are you mad at?” 


That’s a question I am tempted to ask some of the salesclerks I see 
in retail stores these days. You know the type I mean. They never 
smile. When they speak, they seem to snarl. Maybe you have a person 
like this in your store? 


I visit quite a few stores of all kinds each year and I am always 
amazed at the number of clerks I see that seem to be annoyed when a 
customer comes into the store. You would never realize, by watching 
these so-called salespeople, that these customers pay their salaries. 


Watch these clerks sometime. Notice how they like to make a cus- 
tomer walk to the back of the store to them. When a customer suc- 
ceeds in finding one of these clerks, the clerk is always frowning as 
though he was in pain. They usually start the conversation with a 
scowling, “yes?” as though they dared the customer to ask for some- 
thing. 


They seem totally disinterested in the customer and appear to be 
interested only in getting back to the cigarette they left on the edge 
of the wrapping counter. 


Now, the strength of a hardware store rests in it’s ability to offer 
friendly, personal service. This is something that the supermarkets 
and chains have tried to develop for many years, but have never quite 
succeeded. 


Here is an area in which the hardware store can excel. But unfortu- 
nately, too many stores just talk about friendly service; they never 
really give it. 


It isn’t hard, and it isn’t expensive to develop a friendly spirit in 
your store. But you have to work at it. It’s up to you, the owner, 
to constantly remind your salespeople of the value of a smile; its up 
to you to remind them of the importance of a friendly approach when 
they talk to a customer. 


Yes, we know that it’s tough to stand on your feet all day. We know 
that some customers are real stinkers. But this is all part of a sales- 
man’s day. If these things bother a salesperson, perhaps he shouldn’t 
be selling in a retail store. Maybe he should be driving a truck. 


While you’re trying to figure out ways to meet some of today’s rough 
competition, don’t overlook this one thing that you can control .. . the 
personality of your clerks. 


If you think I’m exaggerating, get out some day and visit some other 
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Editorial 


continued 


hardware stores. Notice how you are treated; ask yourself if you would 
like the way you were treated, if you were a customer. 


Then go back to your own store and take a good look at your own sales- 
people. Are they pleasant and friendly? Or do they all seem to be mad about 
something? Don’t laugh at this. It could be happening in your store. 


Something to think about . . . 


Everybody is under a lot of pressure these days to keep sales up. This 
goes for manufacturers as well as wholesalers and dealers. Sometimes, 
in an effort to increase sales, some very strange things happen. 


A number of manufacturers seem to be stretching for gimmicks and 
sometimes they come up with ideas that result in a temporary increase 
of sales at the factory, but do great damage to the company in the long run. 





One of these gimmicks that is disturbing the wholesale and retail trade 
is the increase in the use of standard hardware items as premiums with 
the purchase of enother hardware item. Occasionally a coupon and a small 
charge is involved in getting the premium. 


Recently we were shown an instance of where a hardware product was 
being given away as a premium, at a small charge, with a non-hardware 
item. The manufacturer claims, in this instance, that the premium deal 
is a promotion that will “expand the distribution” of the product. 











Yes, it will expand the distribution, but it will also kill the sale of that 
item at the normal retail outlets and at the same time it will create a tre- 
mendous amount of bad feeling among the retailers who normally sell the 
item. 



















Giving away a staple hardware item under these circumstances is really 
no different than when a stamp house gives it away for stamps. The net 
result is the same; sales through normal channels are reduced. 





It takes a long time for a manufacturer to build up a reputation and 
establish acceptance—and display space—at the retail level. But this 
reputation can be ruined overnight by a bad decision on the use of a pro- 
motion gimmick. 






The use of a premium may, under some conditions, stimulate the sale 
of a product. But the premium should be most carefully selected and should 
not be an item normally sold in hardware stores. 






We can see a slow hardening of opinion at retail and wholesale levels 
against manufacturers who use promotion gimmicks that hurt hardware 
store sales, even though they may benefit the manufacturer’s sales. 









This feeling is being reflected in a more careful appraisal of the lines 
being stocked. This could result in the loss of important national distribu- 
tion. And discount houses and premium houses have still not demonstrated 
their ability to support a national brand by themselves. This is something 
to think about. 
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MACKLANBURG DUNCAN CO 


4 Lifetime Finishes 












ALBRAS 
Permanent Anodized 
Brass Color HANGER-GLIDE 
ALBRIGHT Slips easily into 


place. Glides silent- (2. 

ly and smoothly ric 

along rod track. iN 
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= 
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Permanent Anodized 
Chrome Bright 


ALBLACK 


Permanent Anodized 
Black Color 


ALACROME 


Permanent Natural 
Aluminum Finish 









NEVER RUSTS 


luminum : ; 
gauge cium! screws and instructions. 


For 
wood posts 


MAIL 
BOX 
women | HOLDERS < 
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Fits all standard rural mail boxes 
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Sturdy! Rust Proof! Easily installed si e AH | 
Ideal for 4 or 2-panel t 4 
@eeeeeeeeeoeooeoeoeeeeeeeeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee full or half size a H wy 
- e interior doors of any i 
Anodized Aluminum thickness. Gives. full F 





access to closets, yel 


saves floor and wall 
space. Hardwore 
comes in completely 
she 
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MACKLANBURG DUNCAN CO 














packaged sets. 


NEW 


Smart, easy 








to install 
Engraved Smooth to 


> Americas Most Beautiful 
Rural MAIL BOXES iss MC | CLOSET ROD 


Ss << ~ and Nylon Hanger-Glides 


\ 
Every modern closet needs these handsome M-D Closet Rods and 
NEVER TARNISHES Nylon Hanger-Glides. Come in beautiful, anodized finishes. 
Made of extra heavy Each package contains closet rod, hanger-glides, end brackets, 


oA eae NK HARDWARE 


For closets, candela dens, bars, room dividers 








Name Plate operate 


with every 
box 
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5 Exciting o THE MOORES ° 
Finishes ek 


All beautifully anodized — gold 
lid on black box, black lid on 
gold box, black lid on black box, 
gold lid on gold box and ano- 
dized aluminum lid on aluminum 
box. 

















screws and instructions. 


MACKLANBURG-DUNCAN CO. gi” 


P.O.BOX 1197 ® OKLAHOMA CITY 1, 


4 
a 
r 
y 
/ 


available SCHCSSSSSSCSSSSSSSSSSSSSSSSSSSOSSSSSESSSSSSSeSeeeeeeeseeeeeese 


SLIDING DOOR HARDWARE 


Complete packaged set con- 
tains track, hangers, guides, 
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OT-400 
Reversible 


You 
can use 


SAME 
HANGERS 
for BOTH 


¥y," and 
1% doors 
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BY WASHINGTON 


Experts see several factors 
pointing to fall sales rise 


The experts see many indicators that point to a fast 
business recovery, just as soon as consumer confidence 
bounces back to normal. A late summer-early fall sales 
rise is predicted. 

Here are some factors that back up this optimistic 
outlook: 

Spendable farm income in the first three months 
of this year rose to an annual rate of $13 billion. This 
is 11 percent above a year ago. 

Farm income in 1958 will run from 5 to 10 percent 
ahead of last year. 

Consumers generally are in good financial shape. 
Debt has been dropping (down a half-billion dollars 
in March alone). Savings at $70 billion and financial 
assets at $484 billion are both at record high levels. 

Construction of all types is expected to rise. New 
housing starts may climb as high as 1.2 million for 
the year. 


outlook 


Government economists are convinced that you can 
expect a gradual sales increase, starting next fall at 
the latest. Be prepared to meet increasing demand 
from your customers toward the end of summer. 
Aggressive fall promotions will pay off. 


Getting Fair Trade law won't 
be easy without your support 


If you favor a new federal law to strengthen the 
sagging Fair Trade system, prepare for an up-hill 
fight. 

Sponsors of Fair Trade legislation now pending in 
Congress don’t expect any final action this year. Recent 
hearings by the House Commerce Subcommittee were 
just a warm-up for next year. 


Forces backing the proposed new Fair Trade law 
are urging businessmen to use the time between con- 
gressional adjournment (about August 1) and the 
elections next November to put pressure on home state 






10 


BUREAU OF 


HARDWARE AGE 


congressmen and get promises that they will support 
the measure. One-third of the senators and all repre- 
sentatives are up for re-election this year. 

Strong grass roots support will be needed to pass 
the measure. 


outlook 


If you want a new Fair Trade law, write your congress- 
men now. During the election campaigns, get support 
of other businessmen and call on candidates and get 
their views. Let them know your vote depends on how 
they stand. 


You will see highway program 
starting sooner than planned 


You may feel the impact of the new federal highway 
program sooner than first expected. 


Legislation passed recently by Congress will speed 
up federal highway spending in the next 12 months 
by some $800 million, bringing total federal grants 
to $3.6 billion. In the next two years, the figure will 
total $5.5 billion. 


Including state contributions, these totals will be 
more than doubled. The program does not involve new 
projects. 


As a result of the speed-up, traffic and shopping 
patterns will be shifted sooner. 


For some stores, it will mean more business because 
shopping will be easier. For others, it will mean lost 
business as traffic is re-routed and new shopping areas 
spring up (The problems and benefits of superhighway 
construction and re-routing were described in HARD- 
WARE AGE, Dec. 5, 1957, pages 39-43). 


outlook 


Check with your state, county, or city highway depart- 
ment. Officials should now know the locations of new 
roads and have a general construction timetable. Find 
out how your store will be affected. Make plans to 
minimize any possible losses and take advantage of 
any benefits the program will offer. 

(Continued on page 78) 
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MODEL K-280-B 
OSCILLATING SANDER 


So many outstanding features ...so low priced... 


OUTSELLS ALL OTHER POWER SANDERS 2 TO iH 


* Powerful 2 amp. AC /DC universal air-cooled motor! 
* Perfect sanding speed — 3500 oscillations per minute! 
* Extended front for easy “feather edging” and corner sanding! 


* 7%" x 35" oil-grease resistant platen with over 25 square inches 
of sanding surface! 


* Patented non-slip locking knurled rollers hold abrasive sheets tight! 

* Lightweight, easy to handle —weighs only 414 pounds! 

* Finger-indented hand grip and auxiliary knob for precision control! 

* Uses 2 standard sheet of abrasive paper! 

* Complete with 9 abrasive sheets and lamb’s wool polishing bonnet! 
Big space ads in leading con- EVEN THE REGULAR PRICE 


sumer publications like Satur- 


day Evening Post, Popular LOOKS LIKE A SPECIAL... 


Science and Popular Mechanics 


l 
i 
i 
l 
are introducing this exceptional S G5 b i 
new sander to your customers. } 
Get all the profit-making facts 
today! j 
f 
Aonmate 
| 


SUGGESTED 
RETAIL 


PORTABLE ELECTRIC TOOLS, INC. 


320 West 83rd Street @ Chicago 20, Illinois — ee ce Ge Gee ee ee Ge ee Gee ee ee ee ee ee ee ee eee oe 
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Here, at last is a power sander that will really make 
money for you! A compact, well designed sander 
with more selling features . . . for less money! Com- 
pare the new Shopmate — feature for feature — 
with others at even double its price ... and you'll 
see why it’s outselling all others by more than 2-to-1! 
Outstanding features include: power-packed 2 amp. 
115 volt universal AC/DC air-cooled motor, special 
oil-grease resistant sealed-cell platen with 3/16” 
orbital motion, over 25 square inches of sanding sur- 
face, push-button switch, tough silver luster finish. 


mail to GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois, Dept. HA58 


Please send complete information on the new 
Shopmate Oscillating Sander, including prices. 


NAME 
FIRM NAME 


ADDRESS___ 


CITY STATE 


ll 





HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


June 1S gift The approach of June means increased sales of housewares, gift- 

selling month « « « Wares and electric housewares. June is marriage month. More 
weddings take place in June than in any other month. You stock 
the more popular gift items. In addition, newlyweds will be in the 
market for those items they don’t receive as gifts. HA Recom- 
mendation: In your ads feature housewares, giftwares and electric 
housewares as wedding gift suggestions. Check marriage license 
applications in your newspapers for prospects. Invite newlyweds 
to open a credit account in your store. Perhaps offer a free gift 
as a traffic builder. 








toys may set In these days of customer resistance, one line holds promise of 

new record rata matching last year’s sales and possibly topping them. That’s toys. 
Manufacturers predict record sales of $1.5 billion in 1958, regard- 
less of recession talk elsewhere. Reason: People may cut back on 
other purchases, but they don’t cut back when it comes to buying 
for children. HA Recommendation: Study the Toy Merchandising 
Guide starting on p. 51. It’s a fact-packed summary of your market 
and what to do to get more of it. This guide shows you how toys 
can bolster your sales for a successful second half. 





boom coming Look for builders’ hardware sales to pick up in the second half of 

in housing aE this year. Experts predict the biggest housing boom in years. 
Here’s why: New home buying terms call for little or no down pay- 
ment in many cases. There’s lots of new home financing available; 
lenders look for investment opportunities. HA Recommendation: 
Contact builders and bankers in your area for advance word of 
proposed building projects. Get your bid in early to supply the 
necessary hardware. Figure, too, on extra sales to new homeowners 
once they move in. 





farm market The farm market is now the brightest it’s been in five years. 

outlook good oe Farmers are in a better spending position today than they were a 
year ago, the Agriculture Dept. reports. Prices paid to farmers 
are up 10 percent from last year. In fact, farm income in April 
was the highest it’s been since 1953, according to the government. 
HA Recommendation: If you are located in a farm area, go after 
this market now. Feature new products for the farm and home. 
Point out the time-saving and cost-saving features of these prod- 
ucts. Demonstrate them where possible. 





... turn to p. 108 for more news on how’s the hardware business 
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“We cut bulky glue inventories, stepped up turnover 
with the Weldwood Counter Model Adhesive Center’ 


Says Sanford Weber, Weber Hardware Co., 836 Mount Prospect Avenue, Newark, N. J. 
Jobber: Phoenix Hardware Co., 610 Broome Street, Newark, N. J. 


Dealers report they doubled their glue profits customers select the right glue without taking 
in a few months after they installed their new, up your time. Your Weldwood Counter Model 
compact self-merchandiser. Stocks the 4 fast- Adhesive Center is free with your initial order. 
selling glues in the right sizes that cover 95% Floor model also available for larger stores. 

of your market, and saves your valuable shelf Mail this coupon today 
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space. Color-keyed selector chart helps your 

I : PS ) United States Plywood Corporation 
Dept. HA5-22, 55 W. 44th Street, 
New York 36, New York 


Please -ush me my Weldwood Adhesive Center (counter model) 
complete with Weldwood Adhesive assortment in all the best- 
selling sizes at the special price of only $39.88. (Retail 
value—$64.94.) 








Weldwood 
Adhesives 


Presto-Set Glue * Plastic Resin Glue 
Contact Cement * Waterproof Resorcino/ Glue 


“eee eeneeveeneneeneneneneenenewneeeeeeeeeeeeeeeeeeeeeeee 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Rule with touch control 


Lufkin’s MezurMatic tape rule 
features a touch control blade. A 
new automatic rewind brings the 
blade back smoothly and without 
surging. The blade stops immedi- 
ately on release of pressure on the 
button and will not creep. Mezur- 
Matic comes in Chrome Clad or 
White Clad finishes in % and %4 
in. widths in lengths of 6, 8, 10 


and 12 ft. Chrome finish case has a 
non-slip design. Lufkin Rule Co. 


For more data circle No. 1 on postcard, p. 85 


Large-size cellulose sponge 


Here’s a man-size_ cellulose 
sponge, 7 x 5-in., for cleaning large 
surfaces such as_ boats, cars, 
walls, floors and storm windows. 
Wrapped in polyethylene envelope 
to keep it moist indefinitely on 
dealer’s shelf so it is soft when 
customers handle it. It will absorb 


14 


20 times its weight in water. Re- 
tails at 77¢. E. I. Du Pont de 


Nemours & Co. 
For more data circle No. 2 on postcard, p. 85 


Power drill speed reducer 


The Supreme Versamate attached 
to any portable drill, reduces speed 
7 to 1, increases power seven-fold 
and will drive screws of all sizes in 
all material. Series 131 Yankee- 
style bits will fit tool. Attached to 


a ¥%-in. chuck it can be used for 
heavy-duty drilling and cutting. 
Packed in see-all carton. List is 
$9.95 with screw driver bit. Su- 


preme Products Corp. 
For more data circle No. 3 on postcard, p. 85 


Beginners model shotgun 

This 20-gage single-barrel shot- 
gun has 26-in. modified choke bar- 
rel and specially re-designed stock 


with factory fitted recoil pad. 
Model 37 is just right for teenag- 
ers and most women. It weighs 
54% |b, swings fast and is also a 
game gun. Price $31.95. Winches- 
ter-Western Div., Olin Mathieson 
Chemical Corp. 


For more data circle No. 4 on postcard, p. 85 


Aluminum food humidor 


Housewives who want to keep 
food fresh and crisp will want the 


HARDWARE AGE, MAY 22, 1958 








Want more information on these 
products? Then use free post- 


card on page 85. 





THAT CAN HELP 


YOU BUILD BETTER STORE PROFITS 








F-4 


Fresh-O-Lator, a humidor 


food 
which keeps dampness out. It will 
preserve cereals, crackers, coffee, 
etc., for long periods. Vinyl gasket 
on cover forms airtight seal. Made 


of aluminum. Retails at 


Enterprise Aluminum Co. 
For more data circle No. 5 on postcard, p. 85 


$3.29. 


Five copper-color molds 


Each of these copper-colored alu- 


sees COON (plot es 
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minum ornamental, practical molds 
holds 24 oz. Each mold has different 
design—grape cluster, cherries, 
pear, crab, and seahorse. Raised 
edge around top of each mold keeps 
topping in place. Packed in sturdy 
corrugated container, molds are of 
20-gage aluminum. Retail $5.45 for 
set of five. West Bend Aluminum 
Co. 


For more data circle No. 6 on postcard, p. 85 


Wood knobs on door locks 


To dress up Russwin Unilocs they 
are offered with ebony, cocobolo, 





aa 
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rosewood and walnut knobs for 
modern interiors in homes and 
offices. Unilocs feature fast, easy 
installation. Rugged one-piece ex- 
truded brass frame provides supe- 
rior chassis. There are a minimum 
number of springs used to provide 
longer trouble free operation. Rus- 
sell & Erwin. 


For more data circle No. 7 on postcard, p. 85 


Pinchless chain saw 


The Remington GLP 14, Golden 
Logmaster pinchless chain saw is 





for power-plunge bucking, limbing 
and cutting on the ground. It com- 
bines Remington Golden Logmaster 
line with 14-in. pinchless bar. Di- 
rect drive gasoline-powered engine 
is rated 5 hp. Can run 3800 ft per 
minute. Mall Tool Co., Div., Rem- 


ington Arms Co., Inc. 
For more data circle No. 8 on postcard, p. 85 


Decorated school kits 


Here’s one of the new colorful 
school kits in the Satellite number, 
part of the 10-0z capacity vacuum 
bottle kit line tying in with space 
travel, farm scenes and western 
appeals. Polly Red Top insulated 
stopper is designed for easy re- 
moval by children. Plastic. com- 
bination tip protector and cushion 


(Continued on page 82) 
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Want more information on these 
sales aids? Then use free post- 


TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 





Hand cleaner display carton play card will hold an 8-oz can of 
Mione Waterless Hand Cleaner for specially refined oil for all types 
protecting hands against soil, fer- of two-cycle engines. Oil leaves 


minimum of carbon residue, keeps 
exhaust parts clean. Also mixes 
with all types of gasoline. Penn- 
sylvania Refining Co. 

For more data circle No. 10 on postcard, p. 85 





Toilet plunger display card 


The Toilafiex all-angle toilet 
plunger now has a colorful display 
card with two holes so that display 


card can be slipped on handle of _—Derusto Spray decorative colors and 
white are included in this assort- 
ment of 12 cans. The 16.2 oz cans 
retail at $1.98. Master Bronze 
Powder Co., Ine. 


For more data circle No. 12 on postcard, p. 85 









tilizer, ink, paint, grease and grime 
is now packed in a new display 
carton holding 12 plastic squeeze- 
to-use plastic tubes. Mione Mfg. 
Co. 


For more data circle No. 9 on postcard, p. 85 






















Three padiock merchandisers 
Here’s the HM-8 Yale padlock 

merchandiser, one of three offered 

to feature Yale padlocks priced 

















Display card for engine oil 
The Two-Cycle Engine Oil dis- 





plunger. Card tells about double- 
size cup, tapered tail-piece and de- 
sign that permits it to be flexed 
at any angle. Stevens-Burt Co., 
Div. Water Master Co. 


For more data circle No. 11 on postcard, p. 85 



















Rust preventive display 

Derusto Spray, a rust preventive, 
is offered in the No. 12 assortment 
display unit 12x10x20% in. Six (Continued on page 101) 
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Four reasons why SCHOOL LUNCH KITS 







IN 1958 


PRESSURE SEAL 
POLLY RED TOP® STOPPER 


Now on all 10-07. vac- Sb ee 
uum bottles manufac- 





















REVOLUTIONARY NEW 
TIP PROTECTOR AND 
SHOCK ABSORBER 

CONSTRUCTION PROTECTS FILLER sno — 
FEATURES AGAINST BREAKAGE ee a easy for children to 


FILLER remove and replace. 
TIP 








> tHaaliic 
NEW 
DECORATIONS 





A complete new line of deco- 
rated kits and companion bot- 
tles with special appeal to 
youngsters of all ages... and 


nts, as well. | Son 
parents, as ROY ROGERS CHOW WAGON SATELLITE RED BARN HIGHLAND PLAID 





NOW, THE FAMOUS THERMOS® NAME 
BRAND IS PROMINENTLY DISPLAYED ON ALL 
IDENTIFICATION THESE SCHOOL KITS WITH THIS LABEL 











POWER-PACKED 















yy 





NATIONAL ADVERTISING IN FREE NEWSPAPER FREE STORE 
THE SATURDAY EVENING POST MAT SERVICE DISPLAY MATERIALS 





THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


Canadian Thermos Products, Ltd., Toronto « Thermos, Ltd., London 


IT ISN’T A THERMOS PRODUCT WITHOUT THE THERMOS TRADEMARK 
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There's more in use 
than any other brand 


its your best bet... for sales! 


because USS American Fence has... 


* Proper Galvanizing to give your customers USS American Fence is still the all-time 
years of extra service under all weather favorite . . . still the best fence you can offer 
conditions. your customers. Write American Steel & 
Spring-Action Tension Curves of special Wire Division, Rockefeller Bldg., Cleveland 
medium-hard wires that keep it taut in all 
changes of temperature. 
interlocked Hinge Joints that permit the 
fence to flex without bending the wires. 


13, Ohio—or see your local American Fence 
salesman. 


USS, American and Ranger are trademarks 


And, remember, every fence customer is also a prospect for: 


con 
\ 





USS American Fence Posts—All three durable 
styles can be driven quickly and easily for fast 
fence erection. Slit-wing anchors assure firm set- 
ting. Display them alongside a few rolls of fence. 


USS American Ranger Barbed Wire—Here’s 
the low-cost barb with great strength and dura- 
bility. Lighter in weight, but as strong as regular 
1214- gauge barbed wire. Just what you need to 
meet all types of competition. 


How’s your stock of other fast-selling American Farm Prod- 
ucts—Lawn Fence ¢ Baling Wire ¢ Nails ¢ Poultry Netting 








American Steel & Wire 
Division of United States Steel 
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new...metallic... 


TREATED WITH RESIN AND VINYL “Plas ALUMINUM 


Here is a completely new kind of tarpaulin . . . a tarpaulin 
that means extra sales for you! Here's why: The new Eagle 
Tarp treatment actually is two separate treatments. First, the 
canvas is treated with a RESIN bath implanting millions of par- 
ticles throughout the fibers. Then the canvas is baked in a 
gigantic 100 foot oven. This boeking process actually seals the 
Resin into the canvas. Now the canvas gets the second treat- 
ment containing VINYL and ALUMINUM and is re-run through 
the oven a second time. The second baking process fuses the 
j tough Resin finish and the Vinyls throughout and within the can- 
‘ vas to create a treatment never before available. The Alum- 
inum Treatment is also baked into the canvas improving the 
reflective and flexible qualities . . . making the canvas more 
flexible in cold weather and reflecting 90% of sun and heat 
rays. This exclusive Double Treatment means that Eagle Farm 
Tarps and Truck Tarps are metallic tarps . . . and are more 
water and rot resistant plus far superior in ruggedness and 
strength! 






f SHOWING PATENTED. 
2 ROPE-IN-HEM 
CONSTRUCTION 





e ROPE BOUND IN HEM... TAKES STRAIN OFF CANVAS... 


ene ts ee! OT dpe Popar cy egies oh tenho 
© TRIPLE SEWED SEAMS .. . DOUBLE SEWED HEMS ieaimen! of average tore @ finish with more than twice the duro 


paulins on the market today bility of ordinary tarps 


EON TO ee ee ene ee ciim, _FOR GREATER STRENGTH 


cesses see The “balanced construction” 

\Seeaesesssss’ canvas used in Eagle Tarps 

SS has a higher thread count 
than 


Ordinary Tarps Eagle Farm Tarps ordinary tarps. This 
higher thread count enables 


FOR Wid FULL Yy FAR ] AFTER TREATMENT the canvas to take and hold 
. the Double Treatment and 

; hon eliminates “pin holes” found 
| tf | in ordinary canvas. The sim- 


plified drawings at the left 
enze cited Ordinary Tarps Eagle Farm Tarps show the difference. 
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SOLD ONLY. THROUGH WHOLESALERS SEE BACK SIDE FOR FREE DISPLAY RACK AND PRICES 














FULL COLOR SIGN DISPLAY RACK 


ER, BE: WITH THE... 
EAGLE TARP ASSORTMENT 


The Eagle Tarp Assortment with the free display rack 
is a complete tarpaulin department . . . ready to dis- 
play .. . ready for sales! When your customers see 
. the new Double Treated Eagle Tarpaulins they buy! 


STRONGER...LAST LONGE 


— THE EAGLE TARP ASSORTMENT CONSISTS OF: 


Retail 
Selling 
Price Each 


$ 8.00 
13.45 
19.90 
23.10 


TARPAULINS 


. SN ORLA eennnneuaaean 


Dealer 
Cost 
Each 


$ 5.35 
8.95 
13.25 
15.40 


Commercial Designation * 


Tarp— 6x 8 
Tarp— 8x10 
Farm Tarp—10 x 12 
Farm Tarp—10 x 14 
Truck Tarp— 8x 10 11.05 16.55 
Total $54.00 $81.00 
ONE METAL DISPLAY RACK ($10.00 VALUE) FREE 


YOU PAY YOU MAKE 


your regular cost your regular full 
for these tarps margin of profit 


Farm 
Farm 


One Eagle 
One Eagle 
One Eagle 
One Eagle 
One Eagle 


Order your Eagle Tarp Assortment today .. . unit comes 
to you completely assembled, tarps already in place. 


ITEM No. ETA—$54.00 DEALER COST 
SHIPPING WEIGHT 65 LBS. 


EAGLE 
PACKAGED 


Requires Only 
3 Sq. Ft. of 
Floor Space 


~ 


EAGLE FARM TARPS 


For general farm use 


EAGLE TRUCK TARPS 


For heavy duty use 
INDIVIDUALLY PACKAGED IN DISPLAY CARTONS 


Item No. 


EFT68 

EFT7 12 
EFT810 
EFT1012 
EFT1O14 
EFTIO16 
EFT1216 
EFT2020 


* Trade or cut size. All merchandise tagged in accordance with F.T.C. Rules 
4/18/51 as to cut size, finished size, possibility of shrinkage, weight and 


Commercial 

designation* 
Farm Tarp— 6x 8 
Farm Tarp— 7 x 12 
Farm Tarp— 8x 10 
Farm Torp—10 x 12 
Farm Tarp—10 x 14 
Farm Tarp—10 x 16 
Farm Tarp—12 x 16 
Farm Tarp—20 x 20 


Approx. 


Shipping Dealer 


Weight 

6 Ibs. 
10 Ibs. 
10 Ibs. 
16 Ibs. 
18 Ibs. 
20 Ibs. 
22 Ibs. 
46 lbs. 


type of material, and other required information 


H. WENZEL TENT & DUCK COMPANY - ST. LOUIS 17, MISSOURI 


Cost 


$ 5.35 
9.45 
8.95 

13.25 
15.40 
17.60 
21.15 
43.95 


Price to 


Consumers 


$ 8.00 
14.15 
13.45 
19.90 
23.10 
26.40 
31.70 
65.95 


Item No. 


ETT68 
ETT712 
ETT810 
ETT1012 
ETTI0O14 
ETTIO16 
ETT1216 
ETT1218 
ETT1520 
ETT1824 
ETT2020 


Commercial 
designation* 


Truck Tarp— 6x 
Truck Tarp— 7 x 
Truck Tarp— 8 x 
Truck Tarp—10 x 
Truck Tarp—10 x 
Truck Tarp—10 x 
Truck Tarp—12 x 
Truck Tarp—12 x 
Truck Tarp—15 x 
Truck Tarp—18 x 
Truck Tarp—20 x 


8 
12 
10 
12 
4 
16 
16 
18 
20 
24 
20 


Approx. 


Shipping Dealer 


Weight 

8 Ibs. 
12 Ibs. 
12 Ibs. 
17 Ibs. 
19 Ibs. 
21 Ibs. 
24 Ibs. 
27 Ibs. 
41 Ibs. 
57 \bs. 
54 Ibs. 


Cost 


$ 6.70 
11.60 
11.05 
16.55 
19.25 
22.00 
26.30 
29.70 
41.20 
59.30 
54.95 


Price to 


Consumers 


$10.05 
17.40 
16.55 
24.80 
28.85 
33.00 
39.45 
44.55 
61.80 
88.95 
82.45 








Power-Packed with Sales Appeal for Greater Profits! 


Kader-ligh .. BURGESS 


WITH THE EXCLUSIVE eeeeeeeee ee eee eeee eee eeees 


corrosion PROD TEATURE 
rast uovine shed in Lule 


7 Sell Radar-Lite, the in- 
) tf I 4 genious, all-purpose util- 
7 me ity light! The a s 
home and camp. 
* 40,000 candlepower beam visible | mile. 
* Red flashing light visible over half-mile. 














Exclusive separated 
head and battery 
design on all Ra- 
dar-Light products 
eliminates corro- 
sion and rust! Powerful battery gives up to 
four times the service of ordinary lantern 
batteries. Sealed in steel, leakproof, weather- 
proof. 









Vigiiee—_y 


RETAIL: BATTERY $2.45 


| Insist on Genuine Replacement Battery TW1 


@eeenve4eeveeveevneeeeee8eeee2028080808 


@eeeeeeeeneeene0o8ece8e82 ®@ 


* Combination warning beacon or taillight. ee 


i 
‘Radar lite | ® Silver contact switch. 
: > 
| RETAIL: $12.40 WITH BATTERY 
—s 


Get big extra profits 
with America's finest 
focusing lantern. 
Here's top quality 
at a real competi- 
tive price. 
* Long beam or 
flood of light at 
a twist of the 






il J ‘ 
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Radar Lamys 


There's a big demand for this safest of all 
portable lights! Obsoletes flame-type lan- 
terns. Ideal for home, cabin, boat or farm! 





lens ring. 
* Eliminates danger of fire and explosion. * Rugged and com- 
Easy to light—just flick a switch. pact. 


Easy to carry or hang. 


Chrome finish lamp—French Grey bat- 
tery. 


Copper finish lamp—Rust-Tone battery. 
RETAIL: $8.95 WITH BATTERY 


ORROSION PROOF 


Because of Separated Head and Battery Design 


> 
: * Silver contact switch positioned 
. for one-hand operation. 

RETAIL: $6.95 WITH BATTERY 





Because of Separated Head and Battery Design 


NATIONALLY ADVERTISED 


Pre-sold for you! Consumers are TOLD and SOLD 
by continuous advertising in leading magazines, 
metropolitan newspapers and Sunday supplements. 
ad © a > ~ 


2 _ 4 












Here's a Brand New Profit-Maker! 


BURGESS CompPLETE BOAT-LITE KIT 
Easy to Sell—Convenient to Buy 


Includes everything needed to meet Coast Guard Requirements for lights on small 
boats (to 26 ft.). All parts are anodized special aluminum alloy to resist fresh 
and salt water atmosphere. 


RETAIL: $17.95 
COMPLETE 


aman” ay Night oss 


BURGESS MAKES THE COMPLETE LINE 


Batteries For: Flashlights, Lanterns, Toys, Ignition, Tele- 
phone, Radio, Model Ignition, Photo-Flash, Hearing 
Aids, Industrial Electronics. 

Also Flashlight Cases, Penlights and Pocketlights. 


BURGESS BATTERIES 
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NEW (!//2/ SIDI 


BY CHEVROLET 


Here’s the new sweetheart of the Task-Force 
fleet, Chevro/let’s new Fleetside pickup! No 


truck has ever been better to look at... or better 


for your business. 


Long, sweeping lines, graceful body contours .. . new 
truck appearance that’s fleet, dashing and completely 
modern! Yet there’s even more to the new Chevrolet 
Fleetside than the striking beauty that first meets your 
eye. There’s size, for instance: extra room inside to pack 
many additional cubic feet of payload. And with double- 
walled lower side panels, durable hardwood floor, and 
solidly constructed full-width tailgate, the new Fleet- 
side is the toughest of pickup bodies, too! A new adjust- 
able latch keeps graintight tailgate free from rattles. 

Here’s a new high in hard-working utility, matched 
by new styling that makes you stand out on any street. 
See the new Fleetside at your Chevrolet dealer’s now! 

. Chevrolet Division of General Motors, Detroit 2, 
Michigan. 


More load space than any other comparable low-priced 
pickup. In lengths of either 78 inches or 98* inches and 
a full six feet in width, this new body actually provides 
50% more cubic capacity than the conventional 
pickup box! *Optional at extra cost. 


Plenty of work-whipping hustle and muscle. Your choice 
of two great engines—standard 145-h.p. Thriftmaster 
6 or optional at extra cost 160-h.p. Trademaster V8. 
And truck-engineered chassis components will take all 
the abuse your most bruising hauls can give them! 


ie aad CHEVROLET TASK: FORCE TRUCKS 
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Great 
when it 
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America’s fastest selling bonder at $1 is now even hotter 
in the exclusive 49¢ size. It’s bubble-packed in transparent 
plastic . . . comes on a compact, eye-stopping 4-color 
display card—a sure fire impulse seller! And you get free, 
with every carton, a display rack that holds 12 packages and 
a colorful, exciting window streamer that will pull them in. 





FULL 40% DEALER DiSCOUNT: 11,4 oz. tube— 
Packing: 24 to case. Ship. Wt.: 5 Ibs. Dealer 
Cost: $3.53 doz. List Price: 49¢. Also available 
in giant economy 514 oz. tubes and 4 oz., 
10 02., 22 0z., 48 oz. cans. 











Bubble-packed in the new self-selling 1'/2 oz. tube 






FREE 

DISPLAY 

RACK 

with every 
24 tubes! 


MENDS EVERYTHING! 


» 














HERCULES OUTPERFORMS ANY BONDER ON THE MARKET! 


ws We guarantee it to fix anything or money back @ Dries 
tough as steel . . . no mixing or heating required = Real 
metal in putty form # Bonds all metals, wood, tile, ceram- 
ics, plastic, leather, canvas, glass = Ideal for general 
household repairs, car and boat, furniture, plumbing and 
heating, hobbies and crafts, bathroom fixtures, farm re- 
pairs @ Fills holes .. . patches .. . seals . . . calks = Bonds 
even two dissimilar surfaces together . . . impervious to 
water, steam, oil, gasoline. 


HERCULES PLASTIC ALUMINUM Hercules Chemical Co., Inc. 416 B’way, N.Y. 13 
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why more dealers are selling 


CAMPBELL CHAIN 


Get complete information from your Campbell wholesaler or write direct. 


CAMPBELL CHAIN Company ge Vio:14ae 


Factories and Warehouses: York, Pa.; W. Burlington, lowa; E. Cambridge, Mass.; Atlanta, Ga.; Houston, _ M Al Py 
Texas; Chicago, lll.; Portland, Ore.; Seattle, Wash.; Los Angeles, Sacramento, San Francisco, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 
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Nationally Advertised 
To 67 Million Readers 


For more than 18 years Gum Turpentine has been advertised in 
the great national consumer magazines, including The Saturday 
Evening Post, Life, Better Homes & Gardens and Good House- 
keeping with a combined circulation of 19,182,000 and a total of 
67 million readers per issue. Gum Turpentine is preferred by 
professional painters everywhere and by millions of do-it-your- 
selfers. Gum Turpentine is the original paint thinner and the 
world’s best paint thinner for oil base paints and enamels and for 
varnishes. Order a good stock of Gum Turpentine today. The AT- AMERICAN TURPENTINE FARMERS ASSOCIATION 
FA Seal is your assurance of genuine spirits of Gum Turpentine. General Offices: Valdosta, Ga. 
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from a 





Master Mariner’s 


determination to Stop Rust! 


Rust-Oleum was developed by a Master Mariner under the actual rust- 
producing conditions of the sea! It’s not an oil, not a grease, not a paint 
—but a colorful protective coating that STOPS RUST and beautifies as 


it protects ! 


Here is a new merchandising concept that’s sweeping the country— 
city-after-city! We've literally lifted rust prevention “by the bootstraps” 
and created a BIG, PROFITABLE RUST-STOPPING BUSINESS FOR 
YOU! Dramatic television advertising, powerful newspaper promotion, 
billboards, and radio combine to bring Rust-Oleum buying customers into 









Apply Rust-Oleum Damp-Proof Re 
Primer directly over sound rusted 
metal. Follow up with desired 
Rust-Oleum finish colors, on metal 
furniture, fixtures, pipes, railings, im- 
plements, toys, tanks, machinery, etc. 


as WA, Nationally 
Distinctive as vertised in 
your own finger- 
print. Accept no 


Post, Time, 
substitute, 


Newsweek | 
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urday Evening 


your store! They demand the only 
one of its kind—Rust-Oleum, with 
the specially-processed fish oil 
vehicle! 

We're in many cities now, includ- 
ing New York, Chicago, Cleveland, 
Los Angeles, and many others— 
however, if we're not in your area, 
check with your favorite distribu- 
tor! Rust-Oleum will be in all cities 
—VERY SOON! For complete 
information on a profitable 
Rust-Oleum dealership, attach the 
coupon to your letterhead! 


ad- 
Sat- 


and 


APPLY : 
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This “Silent Salesman” moves 
Rust-Oleum at a high volume! 
Colorful, compact, all-metal 
display. 





—-—--ATTACH COUPON TO YOUR LETTERHEAD- ———, 
Rust-Oleum Corporation 
2728 Oakton St., Evanston, Ill. 


Gentlemen: Please send me complete details 
on a profitable Rust-Oleum dealership. My 
distributor's name is 


——_——— —— oe a 
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ONLY 


1 95 


full 10 oz. 











LAST... 


A SEPTIC TANK CLEANER... 






simply 


NS 48 Months sare 







\% 


For human’ 


to satisty of y 





New Free-All — the cleaner for 
the entire septic tank system. 
DY=\V/=1(0)0]=10 ©)’ aro lor-le ll aroar-leieare)aiay 
in the field, it gives faster re- 
sults through total concentra- 
tion of special D-K enzymes and 
100% active bacteria. So easy 
maa TU}) an 0\0]0 mele) are) mer-lam-lalemaleiie 
toilet. Does away with constant 
a 010 10)-) €-) aan) 010) 69 
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About FREE-ALL - 


ee ee ee en SO 
i i i i 


THAT DOES THE COMPLETE JOB! 


hop-000. 
SN OG) 


¢ 100% active ingredients 


e Unconditionally guaranteed to work or money back 
e Harmless to humans, animals, plumbing 


e Priced to fit average homeowner's budget 


Mfr. of Nationally Advertised Chimney Sweep, Oven-Aid Oven Cleaner, De-Moist, Easy-Aid Silver Cleaner, Process 
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. acnt® 
“ enti vot ca* 
* STOPS AUTO Wier 


® REPELS WATER from fabrics 
BODy SQUEAKS 


and binding on 

any metal, Wood, 
leather, Plastic or 
rubber Surfaces—ca, 
windows, doors, trunk 
lids, hoods, etc. 


* PROTECTS rubber insula. 
tion, Weather-stripping, 


© LUBRICATES household 


* PROTECTS FOOTWEA R, 


and 
COvers exposed (O weather. 


© KEEPS LEATHER PLIABLE 


drawers, 


oors, windows, hinges, locks. 


* PROLONGS Lire of al] rubber 
and plastic £00ds,. 


SPOrt goods. 


| me KEEPS LAW 
S, Plastic "UPholstery \ 


| . icycles cle 
Seat COvers. REACH PLACES. 
$1.59 6-o7. Size 


"MAKE 1G ON EVERY 12 Cans: 


ON GLIDDEN 


SILICONE :.,-, SPR 


You sell for $19.08 
You pay only $11.49 


Your 
PROFIT $768 


— 


+ Zarden tools, 
an...eliminates Squeaks. 
Recommended retail * PENETRATES HARD-To. 


Complete Merchandising 
Package 


® 12-can self-display carton requires 
minimum space 

* Colorful 19” x 30” window banner 

© Small Space dealer Newspaper ads 
in mat form 


see eee eee eee as 
-— oo oe oe ee oe oe oe oe 
a 


The Glidden Company acl ss 
Dept. HA-58, 900 Union Commerc p- : 
Cleveland 14, Ohio eee perms 
end cases (12 6-oz. cans each) o 
se s : 
a and merchandising package to: 


* - 





Servers 





Your Nome 





Company Address 








Zone State 
City 


! 
; 
i 
' 
i 
, 
' 
' 
§ Company Name 
' 
i 
’ 
t 
! 
' 
i 


i or more. 
Bill me at $11.40 per case. Freight prepaid on 20 cases (240 cons) 
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NEW Products ...Promotion... PROFITS! 


End-o-Pest and End-o Weed 
Lead the Field 


NEW, Improved End-o Rak! 


Displays and SELLS the full line . . . 
built for high impulse sales and turn- 
over. Gives every item good visibil- 
ity, makes selection easier for your 
customers! 
























New Consumer Folder 
with Dispenser 


| 

| 

| 

| 
Attach to End-o Rak or display | 
separately. Colorful folder shows | 
| 

| 

| 

J 






fo what product will do the 
best job and how to use it. A 
terrific “‘do-it-yourself’’ manual! 




























3 New End-o Store Posters 


Featuring popular cartoon char- 
acters Dot and Danny. Many 
variations in copy to fit your 
needs. Ask your Swift represent- 
ative for them. 














The complete line will be pushed with a 
full-page color ad in the April issue of Better 
Homes & Gardens. Plus—half-page ads in 
Better Homes & Gardens, American Home 
and Sunset will back the line during the 
peak season. 





PLUS—Big-space Local Newspaper 
Ads in Major Markets 











more>” . 
oe 96 





W ! The most Complete and PROFITABLE Line in the Business! 
End-o-Weed, 2,4-D | End-o-Weed End-o-Weed | f&=>  End-o-Pest Garden Dust 
a | » SPOT WEEDER LAWN WEED SPRAY Safe and sure protection 


(Aerosol) 









dust gun applicator, refills 
New! End-o-Weed and 2-lb. canisters. 
now in disposable 


applicator you at- 
tach to garden hose. 
Save ‘em work and 
you make money! 


in cans. A top- | 
seller because it 

dees the job best 
and it’s easy to | 


New! Ready- 
mixed 12-0z. bomb 
with no-stoop ap- 
plicator. Display it 


| p> (Hose Sprayer) 3 eat (and profits, tool) Handy 
cog and watch it sell in | 


End-o-Pest Rose Dust 


Most effective formula ever de- 
veloped. Light, uniform dust- 
ing protection. 10-oz. dust guns, 
refills and 20-oz. canisters. 





use. Stock it and 
profit! 





volume! 


PLUS—these other popular, STOCK and DISPLAY these Vigoro Plant Foods, too! 


fast moving Swift products! Vigoro Complete Rose Food * Special Vigoro for Camellias and Azaleas 
Vigoro plus Chlordane . Vigoro Complete Plant Food 
Instant Vigoro Complete End-o-Pest Tree Spray 
Water Soluble Plant Food End-o-Pest Ant and Golden VIGORO Complete Lawn Food 
End-o-Pest Garden Spray Lawn Insect Control See your local Vigoro Representative or write 
with Malathion (Dust or Liquid) SWIFT & COMPANY 
Vigoro, End-o-Pest and End-o- Weed are trademarks of Swift & Company Agricultural Chemical Division * Chicago, Illinois 
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When 8 Famous Names in Food Say... 


ty 





4 . Pa a ‘ z - ‘ . oer ; 
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They’re Telling 


illions of New Custo 








Eight of America’s biggest food advertisers have sere _— 
joined with Coleman to tell all America “Let’s Eat Betty Crocker Cake 
Outdoors”—with Coleman outdoor eating equipment. Meany Mixes 
chilling 

In May, 6,000,000 copies of a new and colorful 24-page Dixie Cups 
“Let’s Eat Outdoors” booklet will be included ce Camp 

x ect : : aro Syrup 
with every Bisquick package. pale ile 
5,600,000 copies of the June 28 Saturday Evening Post ; 
will contain a copy of the “Let’s Eat Outdoors” 











booklet as part of a full color, two-page ad that tells 
America the fun of picnics, patio parties and other outings. All America will hear 
about outdoor eating on radio, see it on TV, find Coleman Snow-Lite Coolers 
promoted in colorful posters in thousands of stores and supermarkets. 


“Let’s Eat Outdoors” means millions of new customers for you—and for 
Coleman Snow-Lite Coolers, Picnic Stoves, Picnic Lanterns and Pak-Tables. New 
sales and profits for you—when you display and sell Coleman Outdoor Equipment. 

















13,000,000 books like these are showing Tie-in with this national campaign! Window and 
American families how they can eat better counter displays, local advertising, joint promotions 
outdoors with Coleman Outing Products. with neighborhood grocers will pay off in Coleman 
Only Coleman has this endorsement. sales for you. 


=. Coleman’s regular national advertising campaign in American Weekly, 
’ Sports Afield, Outdoor Life, Field & Stream, True, Argosy and Sunset— 
| directed to their millions of devoted readers. 














x | 
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“Let’s Eat Outdoors” 


a Call Your Wholesaler Today! 


For Complete Details write or wire 








The Coleman Company, Inc. Wichita 1, Kansas 
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G-E HEAVY DUTY OUTDOOR 
UTILITY CORD SET — Handy, rugged 
cord set for outdoor or shop use. Bright 
red vinyl jacketing has high visibility, 
helps prevent accidents. 


Semteet 4 
iicraie 


G-E UTILITY LIGHT — Professional- 
size trouble light with durable plastic 
handle, push-through switch, and outlet. 
Metal reflector has snap-open guard for 
easy relamping. 


TRICAL SUPPLIES 


will ring up extra profits 
for Father’s Day 





Day shoppers. . 
the occasion. 

Be sure to feature G-E electrical supplies in your 
June promotion for extra sales. 


Bw 
ee 





G-E electrical supplies are practical gifts to warm the 
heart of any handyman. They “‘sell on sight” to Father's 
. and are attractively priced to suit 


G-E PLUG-IN SERVICE LIGHT — Use- 
ful anywhere in the house . . . makes 
a handy trouble light out of ordinary 
extension cord. 


G-E AUTO SPOT LIGHT — Powerful 
portable spotlight Dad can carry in glove 
compartment of car. Requires no bat- 
teries. Plugs into cigarette lighter socket, 
extends 12 feet. 


ITEMS DAD WILL BUY FOR HIMSELF 





G-E SURFACE EXTENSION WIRING 
— Makes it easy to add new electric ™ 
outlets precisely where they're needed 
in kitchen . . . living room. . . ANY- 
WHERE in the home. Special plug con- 
nects to existing wall outlet; then the 
flat plastic “‘tack-down” cable attaches 
direct to wall or baseboard. Outlets 
lock in anywhere . . . junction box, 
switches, lampholders also available. The 
installation is neat, fast, economical, 
permanent. 





















Your distributor has prepacked assort- 
ments, display aids, and consumer litera- 
ture to help you sell. 


Call him today! 










G-E GROUNDING MATERIALS—Now 
in popular demand for home workshops. 
Grounding cord sets, adapters, outlets, 
plugs, and connectors provide safe wir- 
ing for portable power tools and appli- 
ances. 15A-125V and 15A-250V ratings. 


Profit year-round with the fast-selling G-E line 

A complete display of brightly-packaged General Electric 
merchandise appeals to both men and women... makes 
your electrical counter an idea center for electric living. 
Fill out your assortments now, with ai/ the wiring devices, 
cord sets and specialties your customers want! General 
Electric Company, Wiring Device Dept., Providence 7, R. I. 


Progress /s Our Most Important Product 


GENERAL @) ELECTRIC 
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Rugged new sponge made 
for man-size jobs 


NEW SIZE 


Over 65 cu. inches of rugged cleaning area. The Man-Size is de- 
signed to handle all big jobs—cleaning cars, boats, walls, etc. 











NEW SOFT-PACK 


The Man-Size is packed wet for extra shelf appeal. The soft-pack 
gives the sponge a look and touch that add up to more sales. 





NEW CLEANING POWER 


The extra-big cleaning surface of the Man-Size makes all cleaning 
jobs faster and easier than with ordinary size sponges. 


NEW PROHTS 


Suggested retail price 77¢. You buy one carton—24 sponges—at 
$11.04. Retail value $18.48—your profit is $7.44. Order the Man- 
Size sponge from your Du Pont No. ‘‘7’”’ supplier today. 








REG. U.S. PAT.OFR 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


ANOTHER FAST-MOVING PRODUCT FROM THE DU PONT N°“7” LINE 
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Peal 


that puts srofit in your pocket...... FU PR 


YOU GET A LOT TO SELL 

Fun is the “buy-word” of young folks who 4. A full line—a tire to suit every customer. Light: 
spend billions of dollars every year on candy, weight, Middleweight, balloon or heavy-duty— 
entertainment and sporting goods. This year, U.S. Royal has ’em all! 

U.S. Royal is making fun synonymous with 
Riding on Royals, thru an expanded advertis- 
ing program covering even more publications 
for young people. 





Bee! There's something on his mind 


2. A famous name, known and respected for lead- 
ership... U.S. Royal is accepted by the public 
as a top quality line. 


Se 3. Again this year, you’ll be backed by hard hitting 
Dominating ads tell millions of readers that advertising in BOYS’ LIFE, SPORTS ILLUS- 


Royals are speedy (that’s fun!), Royals are safe TRATED, JUNIOR SCHOLASTIC, NEWS 

(a sales-clincher on Mom and Dad!), Royals are TIME/EXPLORER, YOUNG CATHOLIC 

sturdy (and you know that, too!). MESSENGER, SCHOLASTIC TEACHER and 
MAJOR COMIC BOOKS. 


U.S.ROYAL 
BS Licgcle tires 


TuU.S. ROYAL 2U.S. ROYAL 3 U.S. ROYAL 

















CHAIN MIDDLEWEIGHT LIGHTWEIGHT 
The most popular Designed for extra ma- Fast rolling tires for 
balloon bike tire in neuverability and speed. both American and ; 
America and priced Fits America’s new foreign models...com- 
right! Fits26",24” and Middleweight bike. All bine speed and easy- 
20" x 2.125 rims. Black _— sizes 26”, 24 and 20” x rolling with rugged 
or White sidewalls. 1.75, with choice of Black durability. 
i A 8 or White sidewalls. 
- > Also U.S. Royal Heavy-Duty Bike Tires. 





CYCLE TIRE DEPARTMENT « 549 East Georgia Street « Indianapolis 6, Indiana 
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Small Enough to Fit Your Pocket 
Big Enough to Answer Nearly Every Question 


Mr. DEALER: Now’s the time 

to boost sales and impress 
customers. It’s easy with a copy 
of Pol-mer-ik Painting Pointers 
in your pocket. 

Nobody could possibly remem- 
ber the answers to all the ques- 
tions you are asked from day to 
day. But with Painting Pointers 
you can have all the facts right at 
your fingertips. 

Compiled by ADM—with the 
aid of the Painting and Decorat- 
ing Contractors of America— 
Painting Pointers is a_ pocket- 
sized gold mine of information. 
There are hundreds of tips on sub- 
jects like: short-cuts to better es- 


for this FACT-PACKED POCKET BOOK 


timating; light reflecting factors 
of color; labor and materials costs: 
FHA terms. Dozens of helpfu! 
ideas and tables plus. . . over 300 
definitions in the painting dic- 
tionary. 

Painting Pointers was espe- 
cially prepared for Pol-mer-ik 
dealers and professional painters. 
You can have your copy by just 
mailing us the cap from any can 
of Pol-mer-ik Linseed Oil or the 
word ‘‘Archer’’ from a shipping 
carton, along with the coupon on 
this page. 

If you don’t sell Pol-mer-ik, 
send 25¢ and the coupon for your 


copy of PAIN'T POINTERS. 


A Complete Reference 
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SAVES TIME, SOLVES UNUSUAL PROBLEMS 





FITS IN YOUR POCKET 









farcher- 
aniels- 
Miidiand 


Please send me a copy of PAINT 
POINTERS. | am enclosing a 
cap from the Pol-mer-ik can or 
the word Archer from a Pol-mer- 
ik carton. 

Please send me a copy of PAINT 
POINTERS. I am enclosing 25¢. 





700 Investors Building, 






Minnecpolis, Minn. 












NAME cimmmmnneneipentnsinn — 









ADDRESS halen 















CITY ' | ee 









NEW! 


HEAT-RESISTANT 


PATIO PACK 


Here’s the outdoor-living item your customers have been waiting 
for! It’s Anchor Hocking’s brand new milk white Patio Pack 
that’s packed with sales appeal—that’s ideal for your operation! 

It includes four jumbo-sized steak platters and four tall 12 oz. 
patio cups with real man-sized handles. It has the same 
qualities as nationally-advertised Fire- King Ovenware — 

it won’t discolor, stain or absorb odors. Piping hot foods 

won’t affect it because it’s heat-resistant! And it washes easier 
and cleaner than any other type of ware. 


The new Anchorgiass Patio Pack comes in a full-color, 
eye-catching, sales-catching carton! And it’s priced to appeal 
to everybody — about $3.00 retail! Its high mark-up gives 
you profit aplenty with each sale. It offers you many 
opportunities for tie-in sales, too! 


Ask about the new Anchorglass Patio Pack the next time 
you see your jobber. Discover for yourself why hardware stores all 
over the country are ordering them to boost sales and profits. 


This kind of ware io your kind of merchondise, 


Now...more than ever... 


ANCHORGLASS 


makes you money...makes you friends 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 
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Libbey’s network of 


Franchised Retail Distributors 
gives you these important advantages: 











*Debendable Service + Better Merchanadisi 
-Faster Stock Tarnover : Increased Profits 


Retail Stores whose glassware orders are 
serviced by Libbey Retail Distributors can 
keep lower inventories while maintaining 
adequate and complete stocks at all times. 
Fast-moving items are quickly replenished, 
and stores can stock new items immediately 
to gain maximum benefit from Libbey’s con- 
tinuing national advertising. 

Libbey’s Retail Distributor salesmen 
make frequent, regular calls to help plan 


Libbey Retail Distributors 












Maite 


displays, advise on fast-selling items and 
successful promotions, and provide the lat- 
est Libbey point-of-sale display material. 
Your Store is always alerted to the success- 
ful selling items and ideas .. . for increased 
sales and profits. 

Whatever the location of your store, there 
is an experienced Libbey Retail Distributor 
close by, to work with you in building 
profits from Libbey Safedge Glassware. 


Liteey 


RANTES ge 


ae 


Birmingham ALABAMA Louisville KENTUCKY 
— Hardware Co.....27 South 20th Street Peaslee-Gaulbert Corp.........226 North 15th Street 
opie 
Moore-Handley Hardware Co..401 North Water Street New Orleans LOUISIANA 
Corenswet, Inc...............323 N. Telemachus St. 
Phoenix ARIZONA United China & Glass Co. ......-408 Canal Street 
Zork Hardw a ey ee 234 South 7th Street 
or or ore ° OU r Portland MAINE 
Los Angeles CALIFORNIA Burbank, Douglass & Co.......... 36-42 Pearl Street 
California Hardware Co........ 500 East Ist Street MASSACHUSETTS Akron OHIO 
SB, Benes G BOMB. 2. occensess 1324 Wholesale Street Boston Robinson Clay Product Co. 65 West State Street 
Ss re 232 South Central Avenue Robinson Clay Product Co. ...-22 Pratt Street Cleveland 
Union Hardware & Metal Co... ..5555 Ferguson Drive M MICHIGAN L. S. Kaufman & Sons 3615 Orange Street 
Sen Francisco Ohio China C 7500 N. Tel h Road 
Baker & Hamilton............... ... .700 7th Street 7. eer: - Soragrage “es Oklahoma City OKLAHOMA 
8 ae ae 1404 3rd Street Minneapolis MINNESOTA Peaslee-Gaulbert Corp. 401 East California 
Be rere ..1400 Folsom Street Janney, Semple, Hill & Co. 2nd and Marquette S. Riekes & Sons 215 South Compress 
eemnien COLORADO - —s & Sons................240 10th Avenue, S. Portland OREGON 
. Pav 
ge Pee “se tales fate Se ier iaeek Seohoned Merrill, Chapman Co.... 401 Sibley Street M. Seller Co.... 208 S.W. Fifth Avenue 
K Ci MISSOURI Philadelphia PENNSYLVANIA 
E Hartford CONNECTICUT ansas City T 
ast Hartfor S. Riekes & Sons... Sx 1725 Holmes Street renton Crockery Co. 205 Arch Street 
Robinson Clay Product Co.........170 Tolland Street Select Brands Distributing Co..........626 Broadway Pittsburgh : 
; FLORIDA St. Louis American Hardware Supply Co. 4) Terminal Way 
ownage 1060 E hs Northwestern Bottle Co. 3134-44 North Broadway Eckhardt & Co.... 5089 Centre Avenue 
Ores, IMC... ...-+++ee sree ees 60 E. 30th Street s_ Riekes & Sons 709 North First Street Reading 
Miami Bechtel, Lutz & Jost 940 Penn Street 
I ..33 N.W. 6th Street Omaha NEBRASKA TENNESSEE 
Tampa Omaha Crockery Co........ .....1118 Harney Street Memphis 
Lovis Woh! & Sons.........16th Street & 6th Avenue S. Riekes & Sons. . 1402 Webster Street Orgill Brothers & Co... 36 West Calhoun Avenue 
Atlanta GEORGIA Reno NEVADA Dallas TEXAS 
a oe cweere “e 58 ate nar S.. er Osborne & Dermody, Inc... ies ; 500 Evons Road Sg ogy vl Corp. , . 2700 oe Street 
ittle Fawn Pottery Co., Inc. ourtiond Street, S.E. . Riekes ons : 3314 Meadow 
Peaslee-Gaulbert Corp.... 300 Peters Street, S.W. Albuquerque NEW MEXICO El Paso 
: ILLINOIS S. Riekes & Sons -. sees. +100 Industrial, N.E. Zork Hardware Co... 115 West San Francisco Street 
Chicago Zork Hardware Co. 1414 12th Street N.W. Houston 
Ace Hardware Corp........... 2355 South Blue Island NEW YORK Peaslee-Gaulbert Corp........ 2910 McKinney 
Collins i a a. eet 5 5436 N. Clark Street Albany S. Riekes & Sons........ ..2802 Commerce Street 
S. Riekes & Sons..... ee 8 Robinson Clay Product Co............1357 Broadway San Antonio 
Robinson Clay Product Co........5830 Touhy Avenue Brooklyn Peaslee-Goaulbert Corp.......1324 South Flores Street 
Evanston Nas on - a Co., Inc. .. . 241-49 Morgan Avenue S. Riekes & Sons......... 136 Ellis Bean Street 
Hibbord, Spencer, Bartlett °. uffalo 
2201 W. Howard Street Robinson Clay Product Co.........1146 Seneca Street Salt Lake City UTAH 
Rock Island Jamaica, L. I. Salt Lake Hardware Co...105 North Third Street, West 
S. Riekes & Sons.......... 1223 Fifth Avenue Robinson Clay Product Co........107-10 180th Street 
INDIANA New York City Norfolk VIRGINIA 
Fort Wayne ND The Sendar Co. _...127 Fourth Avenue —_— Norfolk Distributing Co. 
——— ae <a e S 117 West Jefferson Street a Distributing Co. ; 206-12 Canal Street P. O. Box 3217, Customhouse Station 
Indianapolis Rochester 
Robinson Clay Product Co. 1013-15 East 21st Street Robinson Clay Product Co. 609 Buffalo Road Seattle WASHINGTON 
: IOWA Syracuse S. Riekes & Sons...... 1445 Northlake Way 
greg ys an eee oun Robinson Clay Product Co. 534 Spencer Street Tacoma i 
. Riekes & Sons....... ) \W. Fifth Street _W | 
iekes ons i ree Per ee NORTH CAROLINA Frederick C olf & Sons, Inc... 2102-4 Pacific Avenue 
Wichita KANSAS Allison-Erwin Co...... ..209 East 5th Street Milwaukee WISCONSIN 
Sn in. scecweldeen cede 614 N. Main Street Odell Hardware Co...............1010 Scott Avenue John Pritzlaff Hardware Co... 330 North Plankinton 


LIBBEY SAFEDGE GLASSWARE Owens-ILLINoIs 


AN (I) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 
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INCREASE YOUR PROFITS WITH THE 


MOST VERSATILE 


OF ALL BOLT MERCHANDISERS 








S$ al gl 7 CHECK THESE 
ae oe | On ie VY VERSATILE FEATURES: 
a ~ a “4 


vateet 


we 
Pl aif 
. 


INCLUDES 

FIVE ASSORTMENTS 
—Carriage Bolts, Small and 
Large Machine Bolts, Cap 
Screws and Stove Bolts... 
91 types and sizes to satisfy 
the needs of 80% of your 
fastener customers. 





REFILLS PACKAGED IN SMALL 
QUANTITIES to stock only 
one compartment. Eliminates 
half-filled cartons of back- 
up inventory. 





THE LAMSON ~._,. youd BOLT TRAY 


> 










ALL LAMSON SERVE YOURSELF PRODUCTS ARE GIVEN A RICH, 
5 LUSTROUS PLATING OF ZINC AND ADDITIONAL, CLEAR CHROMATE 
* TREATMENT FOR A FINISH THAT LASTS . .. AND SELLS! 
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The LAMSON & SESSIONS Ca: 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO e PLANTS AT CLEVELAND AND KENT, OHIO e CHICAGO « BIRMINGHAM 
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Minneapolis, Minn.: S. P. Richardson of 
Lyndale Hardware reports, “We sold 
out our first order of ShadeScreen in 
two weeks fiat. During the past year, 
we’ve upped our sales 125%.” 


Moline, lll.: Keith Winters of Builder 
Lumber Co. reports, “Sales for 1957 
were up 140%. Once we saw what 
ShadeScreen could do, we planned an 
advertising campaign that pulled in 
sales from 20 miles away.” 





Latest reports from Kaiser Aluminum Shade- 
Screen dealers indicate that 1958 will be one of 
the biggest selling seasons ever. From every part 





> 
m 


* see 


os 





: Se 
ee S ee 
3% 
. Me 


Louisville, Ky.: Paul C. Scobee of Scobee Bros. 
Hardware Co. reports, “We kad trouble keep- 
ing up with demand. ShadeScreen really took 
hold down here. We expect ’58 will be our 
most successful selling year.” 
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Fort Worth, Texas: L. G. Lacy of Leonard’s re- 
ports, “Kaiser Aluminum ShadeScreen is 
mighty big down here in Texas and that 
means Texas-style sales, too. Naturally, for 
the coming season we expect Texas to be lead- 
ing them all in sales.” 


SEE “MAVERICK” « SUNDAY EVENINGS, ABC-TV NETWORK ¢ CONSULT YOUR LOCAL TV LISTING 


BIG DEMAND FOR 


Dealers report phenomenal sales success! 


of the nation, news of spectacular sales and profits 
continues to flood the wires. Here’s what enthu- 
siastic dealers are saying about ShadeScreen: 





Pasadena, Calif.: Jim Davee of Lincoln 
Avenue Lumber & Mill Co. reports, 
“We sold a home ShadeScreen for 16 
windows and a patio. Next, we had or- 
ders from six more homes in the block.” 





Plainfield, N. J.: Dick Loizeaux of J. D. 
Loizeaux Lumber Co. reports, “We ran 
a consistent schedule of newspaper ads 
before last year’s hot spell and all dur- 
ing the hot months. It paid off plenty big 
for us and we’re going bigger this year.” 





| SHADESCREEN 


ShadeScreen dealers can report such remarkable success because ShadeScreen is such a truly 
remarkable product ...it keeps rooms up to 15° cooler! 
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Thus, heat 
can't be 
trapped 
inside. 
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Sun can't reach 
window glass. 








Hot sun rays 
bounce off. 
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_ Kaiser Aluminum ShadeScreen is made 


of thousands of tiny horizontal slats 
(called louvers) permanently slanted 
to shade and cool room interiors. 











From the side, ShadeScreen’s little 
louvers look like this .. . 17 louvers 
to the inch, slanted at a 17° angle to 
block heat rays. 











Hot sun is stopped cold. No harsh glare 
can get through either. Rooms not 
only look cooler, but actually are up 
to 15° cooler! 





® Reduces glare and prevents 
sun-fading 


HOUT ee aiid ® Keeps rooms up to 15° cooler 


: ‘all 
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® Gives daytime privacy 


® Lowers air conditioning costs 


~~ 











_ Yet cooling breezes and daylight pass 


right through. You stay delightfully 
cool and comfortable throughout the 
hot summer days. 


ShadeScreen cools, shades and screens 
as no ordinary screening can. This 
amazing window screen offers you an 
unbeatable exclusive selling story. 


~— ft ® Won't rust—minimum maintenance 


® Easy to install 


® Keeps out flying insects 


Solid Sales Support! 


Kaiser Aluminum backs up its ShadeScreen deal- 
ers with one of the most complete advertising and 
merchandising programs in the business. 

Special hard-hitting newspaper ads in selected 
markets across the country hit ShadeScreen pros- 
pects when summer sizzles and sales are hottest. 

Professionally prepared ad mats, TV and radio 
scripts are furnished free to dealers. With Kaiser 
Aluminum’s co-op advertising program, dealers 
are reimbursed for 50% of all local ShadeScreen 
advertising up to $500 per year. 


Kaiser Aluminum also provides window and 
store displays, product displays, mailers and other 
merchandising aids free of charge. 


Stock, Display, Advertise Now! 


Be ready for the biggest ShadeScreen selling sea- 
son ever. Make sure your stocks are complete, 
that you have all needed display and advertising 
material. Contact your ShadeScreen jobber, or 
write: Kaiser Aluminum & Chemical Sales, Inc., 
Merchant Products Dept., 919 N. Michigan Ave- 
nue, Chicago 11, Illinois. 





SrapESeruen / Kasedh 


* Trademark—a louvered screening product made by Kaiser Aluminum 


ALUMINUM 
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HARDWARE AGE 


BUILDERS HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. H. C. 





























All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 





Detailed descriptions of functions — applications — specifica- 


tions and estimating. 
82° 


A time saving, profit making reference for 














234 pages 
385 illustrations 
81/2” x 11” clothbound 

















Architects * Hardwaremen °* Teachers 





* Students * Contractors 





Skillfully organized and easy to understand, this exclusive hand- 
book provides the information necessary to operate a basic 
builders’ hardware business at a profit. Not since the publi- 
cation of "Taking the Mystery Out of Builders’ Hardware" by 
Mr. Brownell, in 1940, has there been made available in one 
source so much practical, down-to-earth information about the 
builders’ hardware business. 


























Recommended by 





National Builders’ Hardware Association 
and the American Society of 
Architectural Hardware Consultants 




















Mail This Coupon Today 
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Hardware Age, Dept. Al Please send me ...... copies of HARDWARE AGE 

56th & Chestnut Sts BUILDERS' HARDWARE HANDBOOK by Adon H. 

Philadelphia 39, Pa. Brownell, A.H.C. | will send payment upon receipt 
of the invoice in the amount of $8.00 per copy, plus 
45 cents handling and postage. 





























Name 
Address 

















Check here if sending payment with order, saving you the 45 cents 
handling and postage charge. 
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Check this table 
of Contents 


for 9 helpful sections 


Section |—How to use this Handbook 


Suggestions to Students 
Ten Basic Rules of Conduct 


Important Matters Affecting 
Builders’ Hardware 


Section I|—Metals and Finishes 
Section III—The Hinge Side of the Door 
Section |V—The Lock Side of the Door 


Section V—Other Door Hardware 


Door Closers, Silencers, Stops, 
Holders. Cabinet, Sliding Door 
and Lavatory Hardware. 


Section VI—Window Hardware 


Double Hung, Casement, Transom, 
Shutter and Screen. 


Section Vil—Hardware for Specific Types of 
Buildings and Other Hardware 
Matters of Interest. 
Specialty Items that Build Plus 
Sales. 


Lock Security and Keying 
Proprietary Key Systems 


Section Vill—Specifications— 
Sales and Service—Blue Prints. 


Quoting, Selling, Servicing, 
Scheduling. 


Section 1X—Management 
(Sales Potential, Gross Profit, 
Turnover, Costs, Compensation for 
Salesmen, Personnel) 
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Presto Precision-Crafted Hardware for the Home Craftsman 


HARE WARE HARE he 
thes oine 


Win “Do-It-Yourself” sales all year round with this steady 
volume line that sells twelve months in every twelve! Get 
| this special, fast-moving assortment of hard-to-find hard- 
aanD VARE | ware all custom crafted ... or choose any combination of 
. | individual items, each ripe for the profiting. They’re top 
quality—just the sort home craftsmen want to put on their 
tool chests, tackle boxes, hi-fi sets, fine cabinetry, or other 
pet projects. Cash in on Presto’s big profits, hi-volume, quick 
turnover. Order from your jobber today! Or write to Presto 
for full information. 








for the Home Crafleman 









CATCHES SOX HINGES HANDLES UD SUPPORTS LOCKS 























PRESTO PRESTO 

nas WARE HARD HARE Contains: 

e FREE revolving display rack 

¢ Complete line of 20 different quality items in different finishes 

e Only 3 bags of each item. Big assortment, small investment, no 
overloading 

e Pre-priced, self-selling, crystal-clear plastic bags that let custom- 
ers see and feel the gleaming hardware—with no loss or damage 

¢ Complete mounting hardware such as screws, studs, etc. 


PRESTO PRESTO 
HARD MARE HARD WARE 


2EIE STo PRE ret _— £5 RESTO 
HARDWARE ; 


HAROWARE pee Hs aRD AA ERE 
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Special Assortment 


#99 Junior Assortment # 57 Jumbo Assortment 


includes 20 different items includes 21 different items— 
3 bags of each iten 3 bags of each item 


in assorted metal finishes 
Retail Value 


You Pay Only 197 | ere or $67.17 
YOUR PROFIT We Ge cwecdcsuvescn $40.30 
YOUR PROFIT ....... $26.87 


P RESTO hardware 


World's Largest Manufacturer of Box and Luggage Hardware with 42 years of service. Presto Lock Company « Consumer Division e Qutwater Lane, Garfield, NJ. 
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SLIDING DOOR HARDWARE 


Rugged rollers molded of Du Pont 
ZYTEL nylon resin provide smooth, si- 
lent operation of door suspended from 
overhead track. Adjustable floor guide 
of durable ZYTEL resists wear and 
shock. (By Stanley Hardware Division, 
New Britain, Connecticut.) 





SCREEN DOOR HINGE 


Bearings of ZYTEL nylon resin in this 
screen door hinge eliminate the need 
for oiling. Bearings cannot rust, give 
the door smooth, noise-free operation, 
are highly wear resistant. (By Stanley 
Hardware Division, New Britain, Conn.) 





REFRIGERATOR 
ACCESSORIES 


Hinge with bearings of ZYTEL 

provides smooth, lubrication- 

free door operation. Latch and 
strike parts of ZYTEL withstand impact, shock 
and wear. New design permits opening of 
refrigerator from inside. (By Stanley Hard- 
ware Division, New Britain, Connecticut.) 


STANLEY 
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STANLEY hardware with parts of 
Du Pont ZYTEL nylon resin 


he Stanley Works of New Britain, Connecticut, 

is “sold” on the use of ZyTEL. In fact, one of its 
subsidiaries, The Stanley Chemical Company, has 
gone into the business of molding ZYTEL. As you can 
see, a large number of parts made of ZYTEL are used 
in Stanley’s extensive line of door and window hard- 
ware. Their confidence in Du Pont ZyTEL nylon resin 
is founded on the resin’s outstanding properties. 


In ZyYTEL, you have a material that has the tough 

ness, strength and durability required for rugged 

| hardware uses. It takes violent blows and shocks 

HARDWARE : without damage. ZYTEL cannot corrode. Its smooth, 

Sides end callers in nants: hard surface is so frictionless that in most cases the 
izontal windows are molded a hardware part needs little or no lubrication. ZYTEL 
of ZYTEL. These abrasion- a can be molded in beautiful colors and resists heat. 
resistant parts prevent metal-to-metal | Most home solvents, such as oils and paint-brush 


contact for easy sliding, cannot rust, have 2 | cleaners, will not harm it. Du Pont ZyTet nylon 
long life. (By Stanley Building Specialties 
Co., North Miami, Florida.) 














resins are used to make plumbing and mechanical 
parts and electrical hardware. 


We'd like you to know more about the properties 
and uses of this versatile nylon resin. Your selling 
job will be easier with better made hardware of 
Du Pont ZyTEL nylon resin. 


REG. ys. Pat. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


DRAPERY HARDWARE 


Extendable traverse rods are 
equipped with carriers made of 
ZYTEL nylon resin. The parts are 
smooth, durable, very light in 
weight. Drapes pull easily... 
without perceptible noise or friction. (By 
Stanley-Judd, Wallingford, Connecticut.) 


E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Dept.. 
Room 205, Du Pont Building, Wilmington 98, Delaware 


Please send me more information on Du Pont ZyYTEL nylon resins. 


I am interested in evaluating this material for... === EEE 





Name 





Company_—_—___— ; Position 
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City State 











Type of Business 
in Canada: Du Pont Company of Canada (1956) Ltd., P.O. Box 660, Montreal, Quebec. 
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Hardware Dealers A 


poo! 


-Swinglne0 


HIGH COMPRESSION STAPLE GUN 


with built-in staple extractor and exclusive push-button loading 


Already a proved sales success! Don’t 
delay. Swingline offers you immedi- 
ate delivery for immediate profits. 
The new rugged, heavy gauge steel 
Swingline 101 Staple Gun is compact, 
powerful and capable! It delivers as 
much driving power as machines 
twice its size and weight. Takes two 
staple sizes: 4/16” and 5/16”... per- 
forms hundreds of tacking jobs in- 


Profit with 


all 1 Swingline No. 200 
4 Compression Tacker. 


these 


SWINGLINE 
leaders: 


Takes 3 staple sizes 
up to 5/16”. 
Retail price $10.50 


cluding insulating, carpentry and 
upholstering...even has a lock to hold 
it securely closed. Gun positively will 
not jam...Swingline patented open- 
channel allows split-second loading. 
Here’s the hardware item all your 
customers want at this sensationally 
low price. ORDER NOW! IMMEDI- 
ATE DELIVERY ON ALL QUANTI- 
TIES, 3 COLORS. 


~ e ® 
Swingline: me. LONG ISLAND CITY 1, 


Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16”. 
Retail price $12.50 


cross [he Country 





Start Selling with this 4-Unit Display Kit 


See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 


easy-to-set-up display for counters, walls 
or windows. 


4 guns, | doz. $ .59 Boxes of Staples 
Retail Price 


Dealer Cost 
Dealer Profit 


PROFIT NOW 
with the biggest 
selling staple 
gun in the world. 


NEW YORK 


World’s Largest Manufacturer of Staplers for Home and Office 
In Coaneda: Soxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Ontario 
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COMPARE 


THESE ACTUAL DIMENSIONS 
— 





WORLD'S 
THINNEST 





SI oe 


THIN, PARALLEL 
JAWS, LESS 
GRIPPING AREA 


TAPERED JAWS. 
GREATER GRIPPING 
AREA 















LAP JOINT. DOUBLE STRENGTH 
TWISTING STRAIN~_| BOX JOINT, TAKES 
UNDER LOAD THE LOAD SQUARELY 





oa LUSH RIVET, 


_fr) 
PROJECTING NUT ae 
| tape ae ggg NO PROJECTIONS 
° ° LIGHT LOAD-BEARING ™ HEAVY LOAD-BEARING 
gets in and grips SECTION, 9/64" x 1/2" . SECTION, 12/64" x 5/8" 
SABLE mR RNR ihe nom ne 
where no other tool 
ill do the job 
wi o the job! 



























SMOOTH, NARROW gretnemmaaal 
HANDLE. LESS - 
“CRESTOGRIP” PLIER COMFORTABLE GRIP =: oe KNURLING 
No. P210. Retails for 
a If your a apg COMPETITIVE CRESCENT 
ealer can’t supply you, 
order from the factory. LAP JOINT BOX JOINT 
asta . UTILITY PLIER UTILITY PLIER 
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GET YOUR COPY! 


Ideas and guidance for the professional and 
amateur mechanic. Forty pages of help... 
profusely illustrated. Proven ways of doing 
it easier with good hand tools. A new and 
revised edition of a “how-to-do-it booklet” Crescent’s P210 
that mechanics and industrial arts teachers Utility Plier is an amazingly 
by the tens of thousands have endorsed. versatile tool. Its unusual thinness, Bee 

Send 10¢ to cover postage, or GET A extreme strength and exceptional gripping pow- 
FREE COPY with the purchase of 4 er insure “pipe wrench” performance equalled by 
any CRESCENT TOOL. Ask no other 12 ounce tool. The reason is illustrated 
your local hardware dealer. This in he eee steve. 

offer is limited to the conti- 
) nental U.S.A. SEND A DIME 
: TODAY! OR ASK YOUR 
HARDWARE DEALER 

| FOR YOUR FREE COPY 

: as explained above. 



















No. P210 will grip flat, square, hex or round 
objects. Jaws are adjustable to four positions up 
to 1%” capacity. Rust resistant zinc plating. 
Retails for only $3.00 





CRESCENT TOOLS 








Sign Of lhe Cb Mtsatn 
a 
Sy pilodt y ¢ aalldhe 


Crescent is our trade-mark, registered in the United States and obroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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ILBERT science sets 
i = HOTTEST TOYS? 


e hecause SCIENCE is 
AMERICA’S HOTTEST TOPIC 


For boys and girls of all ages, Gilbert toys 





are as exciting and modern as the science - - 
headlines of tomorrow — full of fun, fasci- 
nation and adventure. 

Here is fast-moving, year-round merchan- 


dise, loaded with opportunity for greater 


volume and bigger profits for you. 


ERECTOR SETS — Most famous toy in the 
world, now from $1.98 retail 


ASTRONOMICAL TELESCOPE — Big 40- power FORGIRLS—NEWLABTECHNICIANSET MAGIC STAR FINDER — Locates constellations 
for close-ups of planets, moon, stars Complete laboratory with 60-power mi- and other heavenly wonders — illuminated 





oS 





croscope 


Fy re “Tc POWER 
eT msrnacrame eee 
me «MICROSCOPE & LAB SET 


¥ sags 4 ’ 
h ste , : : z . . 
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FUN WITH ELECTRICITY SETS — Safe, fascinat- CHEMISTRY LABS — All new with hundreds MICROSCOPE & LAB SETS — Elaborate equip- 
ing fun for the young Tom Edison of exciting experiments ment and professional microscope 


’s adventures : 
— ate tomorrow Ss America | A. C. GILBERT CO. 


will cre 


50 


in science write today for free full-color catalog 


ADVERTISING DEPT. 210 


NEW HAVEN 6, CONNECTICUT 
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HARDWARE AGE 


TOY 
MERCHANDISING 
GUIDE 


PS 
- ae IN TOYS 


... WITH THIS SIMPLE TWO-PHASE PROGRAM 





YOU CAN MAKE 


Success in selling toys includes correct 





timing of your promotions. Here is a two-phase 


program that gets your department off to 


: : an early start and on to a peak season 
| 
| In this Guide page 
| Why should you bother with toys ...... 52 
| Phase | How to start your promotion early .... 54 
Layaway: key to early selling ........ 55 
| What makes customers buy ........ 58 
| Phase 2 How to cash in on peak season sales 60 
| To sell more toys, promote more 6| 
| How to control your inventory 63 
| Your future in toy sales .......... 64 


How to sell toys by age groups . . 
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Why bother with toys? 


A good department can put new life and profit into your second-half sales. 


by James M. Dixon, associate editor 


If your sales have been slow this year, hit hard by foul weather and economics, 
there’s still a big opportunity for recovery. 

There is a real chance for improvement in the second half of this year, by doing 
a hard-sell job on toys. 

Mention toys, and many dealers shy away. Why? It’s usually because they 
don’t understand toys, and are therefore afraid of the line. 

What do these dealers lose? They lose the profits toys bring, in dollars and 
better traffic for the store’s other departments. 

Actually, toys are no different than any other key hardware line. 

You make toy sales by keeping basic staples in stock, just as with any other 
line. A comparatively small number of staples gives you the bulk of your toy sales. 

This Toy Merchandising Guide is your primer for merchandising toy staples. 
It’s a plan for more sales and profit with a two-phase, hard-sell program that has 
worked for others. It will work for you. 


Why should you bother with toys? 


® More than one person out of three (35 percent) in your trading area is a 
youngster under 18 years of age. Toys will be bought for some 60 million chil- 
dren this year. The reason? The post-World War II marriage boom. 

® With toys your store has a high family-store appeal. Remember, one-third of 
your family traffic is youngsters. 

® Toys pack 40 percent margins of profit, and more in non-competitive locations. 
® Toys have year ’round sales appeal. Concentrate stocks on the basic staples 
and you will not be stuck after Christmas. Carry-over stock will sell after the 
holidays, so you minimize mark-downs and clearances. 


Are there many obstacles to selling toys? 
Just about the only real obstacle a dealer must overcome in toys is a built-in 


fear of running a new risk. This fear seldom accompanies other new hardware 


lines. It should not enter into toy planning. Toys carry no more, or less, risk 
than other hardware staples. 


Toys are traditional hardware merchandise. Long before the chains were born, 
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hardware stores enjoyed profits with toys. Today, wise dealers know that toys 
are as vital to children as tools are to men. They sell just as well. 

Any risk in toys can be minimized with a two-phase program. 

Too many dealers wait until the end of November to start things rolling. No- 
vember is too late! The cream of sales are gone. All these dealers get is the 
drippings. 


Here is your plan for more sales, profit 


Early planning promotion, and department opening, Phase No. 1, is coupled 
with thoughtful follow-through in peak season, Phase No. 2. 

Phase No. 1 covers planning and opening an ample toy department early in 
September. 

The reason? To jump the gun on all types of competition, to start layaway 
early, and to get customers in the habit of coming to your store before the big 
season really begins. 


These are the steps in Phase No. | 


® Study this Guide for a fund of basic information. 

® Go to your wholesalers’ toy show in May, June, or July. 

© Place orders early so they’ll be filled complete. Schedule a light delivery of 
representative assortments for display early in September. 

® Make a rough floor plan showing where you can set up early. Most dealers 
gradually replace waning outdoor lines with toy displays. One section gradually 
builds up as the other declines in September. 

® Get an announcement ready. A postcard, engraved invitation, bill enclosure, 
or newspaper ad stimulates lots of traffic right after Labor Day. 

® Organize a layaway program for early sales (see page 55.) Cash sales will 
be so-so in September. 

® Get set on seasonal stock control with a system like HARDWARE AGE Seasonal 
Profit Planners (see page 63). Stock control records help next year’s planning, 
too. 

® Open your toy section early in September with as much room and variety in 
assortments as possible. The amount of sales volume you'll experience in Sep- 
tember will amaze you. 

® Use all of September and October to test display ideas and learn what items 
will be your best selling staples. 

Phase No. 2 covers the traditional November-December toy sales period, but 
it calls for extra effort to get extra sales. 

If you’ve put Phase No. 1 to work, November-December sales will automatically 
be better than ever before. Customers will be coming to your store. You'll have 
started many layaway purchases which will be added to. You’ll have cash in 
reserve to pay due bills and make more purchases. 


These are the steps in Phase No. 2 


© Have an ad schedule or direct mail setup keyed to best selling days. In most 
areas, your ads will do best toward the weekends. 

© Have plenty of stock, signs, and displays of advertised items. Tell your staff 
what’s being advertised. Make layaway and credit a vital part of each ad. 

® Use your HARDWARE AGE Seasonal Profit Planners and Pocket Want Cards in 
frequent inventory checks. Know what’s selling. Reorder quickly. 

® Keep trying new sales ideas and display changes to stimulate added traffic. 

® Spend every possible minute you can on the sales floor. You can’t know what’s 
happening back in the office. 

® Don’t worry about stock carryover. Toys that are left will keep selling after 
Christmas. Take markdowns only on real cats and dogs. 
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How, when to start your toy promotion 


Early toy market begins right after Labor Day, lasts through October. 


Here are the steps to plan now to make more money in that market 


Inventory 


® Where to go. 


Most wholesaler toy shows are opened be- 
tween May and July. They usually last from a 
few days to a week. 

Plan to go early and stay late. 


© What to buy. 


Gather sales records from last year: stock 
control, invoices, want cards, successful ads, etc. 
These records help you establish a nucleus of 
good staple items. 

Make a checklist of them. They’re the first 
thing to see and buy this year. 

See list of key items in this Guide as a 
further check of basic staples. 


® New items. 


Be alert to new items, but don’t go over- 
board. There’s a wide range of new toys because 
of TV, recent rocket and electronic develop- 
ments. 

Let your wholesaler guide selections, and buy 
wide and light. 

Put bulk of your dollars into tested staple 
items. 

Ask wholesaler what items will be featured in 
broadsides later in season, so that you can 
allow for them in your orders. 


® Deliveries. 


Schedule delivery of representative assort- 
ments in small quantities for opening toy dis- 
plays. 

These items ought to be in your stock, priced, 
and ready to go on sales floor the first week in 
September. 

You'll want additional delivery on future 
orders placed this spring in late September, 
October, and November. Most dealers who pro- 
mote early, plan on fill-in orders to supplement 
futures, as sales volume grows in September 
and October. 


Promotion 
© Tell ’em. 


Let your customers know about it early. 

Schedule an announcement at least a week in 
advance of opening day. 

Plan this announcement now. 


® The best ways. 


A newspaper ad reaches the most customers, 
but many dealers feel a more personal com- 
munication is necessary. 

An Ohio dealer sends out engraved invitations 
asking mailing list customers to be first to see 
Christmas toy selections. This personal message 
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goes out in late August for post-Labor Day 
opening. 

A Colorado dealer sends his customers a post- 
card mailer. 

A Washington dealer puts an invitation with 
each charge bill enclosure. 

Radio spots have been effective, and classified 
ads often pull in surprisingly heavy traffic. 


© What to promote. 


Cash sales take a back seat in September and 
October. 

If you want big volume, your best selling 
weapons will be layaway and time pay or re- 
volving credit. 

Promotions, as buying, should be geared to 
staples. New items are important, but secondary. 

Early customers will be most interested in 
big-ticket staples like wheel goods, better dolls, 
and trains. 

Many of your September customers will want 
to group perhaps a dozens small toys into one 
big layaway or revolving credit account. 


Displays 
® Making room. 
Finding room for September displays is not 


difficult. 


Many lines begin to taper off in late summer: 
lawn and garden lines, summer furniture, 
insecticides and moth proofers, etc. 

As these displays are thinned and tightened, 
the additional space can be given to toys. 

Get ready now with a floor plan and list of 
seasonal items you can trim. 


© Just a starter. 


A couple of 3x6 ft gondolas, plus a few feet 
of floor space for wheel goods, will give you 


Layaways... 


enough room for initial displays in September. 

Displays should follow the buying-advertising 
pattern. That is, emphasize good quality staples 
in upper price brackets in preference to untried 
new items. 

Be liberal with signs that urge liberal credit 
and layaway terms. Let “buy now, pay later” be 
your sign motto. 


® Display windows. 


Let every passerby know you have a broad 
early toy selection, and credit and layaway as 
the means to buy. 


® Selling staff. 


Have your salesmen give customers constant 
reminders about the new toy department. 

Have staff steer customers to toy section, 
rather than merely give it lip service. 


Follow-through 


e Advertising reminders. 


A lot of customers may miss your first 
announcement about early toy selections. 

Separate toy ads or toy reminders in general 
merchandise ads or direct mail pieces will keep 
new traffic coming to you. 


© Stock levels. 


As sales increase in September and October, 
you have to know what items are moving out, 
as well as those which begin to look like dogs. 

Weekly stock counts should be made, and the 
want book should be used daily. 

Replace fast sellers by phoning orders to 
suppliers. Think about increasing order amounts 
of these items for November and December 
when the rush begins. 

Don’t hesitate to weed out cats and dogs. 


Key to success of early toy promotion 


Layaway is the key to success of Phase No. 1 of your Christmas toy program. 
Layaway triggers early customer buying. Layaway also sets up guides and 
controls in managing toy merchandising, buying and displays. Here are the 
highlights of layaway to help you set up this type of early season selling. 


How layaways aid toy sales and profits. 


Layaways bring in early sales. Customers normally are not putting out cash 
in September for toys. Layaway gets customers to commit themselves well in 
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advance of the big selling season. Layaway gives you the advantage of moving 


into the market, making sales, ahead of non-layaway competition. 


Layaways encourage upgrading. Layaway customers think in terms of how 
much down, not in total price. Consequently they think in terms of better mer- 
chandise, and it is easier to upgrade the sale. 


Layaways encourage add-on sales. The initial layaway sale usua!ly is the begin- 
ing of add-on sales. Customers coming in to make payments are exposed to your 
displays. Customers make added selections and put them on layaway. For good 
credit customers, this means only extending the payment period, no actual outlay 
at the time of the add-on purchases. 


layaways aid toy department management. 


Layaways are a guide to fill in orders. You have a good index to the trend in 
toy sales as soon as your pre-season showing is over. Layaway customers indicate 
what types of toys, and numbers, are likely to be in best demand. Check your 
layaway sales as a guide on what numbers to re-order and in what quantities. 


Layaways bring in cash to meet billing dates. Wholesalers are generous in toy 
billing dates, and layaways bring in early cash. Layaway income goes a long 
ways to meet the cash demands of billing dates. 


Layaways promote store traffic. Traffic is boosted, first, by customers attending 
the pre-season showing; second, by customers coming in the store to make pay- 
ments. Each layaway customer will make at least five payments. For every 100 
layaway sales, you have 500 added customer contacts, 500 added opportunities 
to sell more toys, other merciandise. 


layaways provide credit without risk. 


Layaways eliminate credit checks. A check-up of customers is not necessary since 
your store keeps the merchandise until paid for. Customer is not asked to fill in 
credit information form. You do not have to put name through for check up. 
When customers buy heavy, you and clerks can keep on selling, not worrying if 
customer is going to run out of cash. 


Layaways practically eliminate credit losses. Risk of customers not completing 
contracts is small. A few customers may not complete payments, and ask for 
refund or due bill. You can handle each request on its merits. Common practice 
is to give customer due bill, or switch merchandise. Figure loss at Yeth of 1 per- 
cent, and chances are you will be too high. 


to set up a layaway promotion. 


First, convince yourself and your clerks that layaway is sound, wanted by cus- 
tomers, an accepted form of credit, a real boost to sales. 


Second, advertise that you offer layaway. Mention it in your advertisements, 
in signs in windows and throughout the store. Use the Hardware Age Layaway 
Poster, for example, (form No. 8, HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa., 5 for 50¢). 


Third, organize storage area. When you sell a toy on layaway, put the toy in 
storage immediately. Do not run risk of waiting until layaway payments are 
completed, then take toy from stock and find you are out of that number. Set up 
shelf and floor areas. 


Fourth, set up package identification. Hardware Age Layaway Tags are useful 
for identification. These tags are 7 x 31% in., cost $1.65 per 100. Tag is in three 
parts. One part is taped or tacked to package; one part is given customer for 
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Highlights of a layaway program. 


Start: around mid-September. 


Close: Dec. 15 to 23. 





identification; third part is your file copy. Tags are numbered. For tags, write 
HARDWARE AGE, mention form No. 7. 


Minimum purchase: usually $10. No maximum. 


Down payment: any amount, usually amount of sales tax, if any. 


Instalments: at convenience of customer, make them weekly, if possible. 


Average sale: 2 to 3 items: $15 to $20. 


It's easy to set up a Layaway program 


Oem 


Package delivered 5a am aT: NO. > 





@ | understand thot merchandise will be held for 
me in LAY-AWAY. | agree to pay the balance 


due by 





@ | will poy $ — eoch 





wt La 
@ | understand thot merchandise not poid for and 
called for on or before —______ willl 
be returned to stock unless specio!l orrangements 
ore made. 


Signed 





Dote_ 








Description of item(s): 














—_ <a. i: ell, el, ll, ll, lll, i, i i i i i i a A 



































PAYMENTS 














SHOW THIS STUB WHEN MAKING 



































back 


Here's how to start 


¢ First, let the trade know. Talk up Layaway 
to your customers. 


¢ Second, put up signs, like the one shown, on 
the back of your cash register and in strategic 
departments in your store. 


° Third, order a small supply of Layaway tags. 
See sample opposite. 

All of your bookkeeping for Layaway is done 
on these tags. Fill in needed information on 
each line of tag. Tape or tack top part of tag 
to package when you store it until paid for. 
Keep middle part as your file copy. Give cus- 
tomer the bottom part of tag. It's his receipt 
and payment record. 
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What makes customers buy. . . 


Here are some facts about why and how your customers buy toys. Use these 


facts to make sure your toy promotion is aimed at the heart of the market. 


(The Toy Manufacturers of the U. S. A., Inc., asked many customers a lot 
of questions on where and what toys they bought, what influenced their 
selections and other interesting questions. The following facts are based 
on this survey of the Toy Manufacturers, in terms of the hardware deal- 


er’s market.) 


Fact | When do customers Most of them do after they are in a store. The exact figure is 
make up their minds? 53 percent. 


What this means to you. Store displays and wide assortments 
are so important in helping these customers make up their 
minds, the final step before they say: “I’ll buy it.” Displays 
that feature assortments help upgrade a sale. Displays of 
related merchandise produce impulse sales. 


Fact 2 What kind of toys sell About 35 percent are in the broad categories of dolls, toy 
best? houses and accessories; non-riding vehicular and mechanical 

toys; books. About 26 percent in housekeeping toys, kits; toy 

men and animals; sports, playground equipment; toy guns, 

accessories. About 24 percent in games and puzzles; craft, 

art, education, science toys; miscellaneous pre-school, kinder- 

garten toys. About 15 percent in all other categories. 






What this means to you. Basic staples apply to toys, like they 
do to hardware lines. Your toy stock will be heavy with good, 
saleable merchandise, a minimum of risk that you will not have 
what your customers want. 
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Fact 3 





Fact 4 


Fact 5 


Fact 6 


Fact 7 


Fact 8 





What factors influence 
a sale? 


What is the average sale, 
at retail you can expect 
from different categories? 


What is the market 
potential, by categories, 
for hardware stores? 


What are the best 
categories, in terms of 
dollar volume? 


Who are the best toy 
customers? 


How does the dollar side 
of sales shape up? 
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What does: How much 
Quality, workmanehip ..... ccc cccccccccseccceseceesces 32% 
I in conn cv duebnws ac cearie teas thcccts tee 31% 
Reasonable price, in terms of good value ............... 25% 
Customer’s idea of what child wants ...........00-ee08- 24% 
Baicntional weaned G6 GOW 20 cic wec cde keen wwe Sees vssees 23% 
i. 8. GB eres Pe ey oe Se oe 21% 
Riemet ter for Gd OC GREG «co ccd vccctcewasésbsdodvcaesss 16% 
tee SOROUIOE 5 vies cannc caus Seabee andes Out eesuvonn 13% 
ROGERS . ks 0k cc 00. cotcaces senkbasessnedaeeseueses 10% 


(Many customers gave more than one factor) 


What this means to you. Basic staple toys, the backbone of a 
hardware store toy promotion, meet every requirement of 
factors that influence a sale. Customers look to hardware stores 
for quality toys, toys that are of good workmanship and are 
durable at reasonable prices. 


Category Unit sale: Category Unit sale: 
ee DS. noe eee $15.67 Cae ios xt ksh anor $ 2.57 
a. ot Gin oe ee 8.01 RE Ga cae nee a cs 2.52 
Sports equipment .... 5.28 NS ie sees cei eee 2.15 
OD: é¢ ees sae eae 5.26 Housekeeping kits ... 2.11 
Construction toys .... 3.62 Stuffed toys ......... 2.01 
PU ie ess. 2.94 Pre-school toys ...... 1.37 
Mechanical toys ..... 2.58 cooly BO .84 

a 49 


In sporting goods toys, hardware stores get 12 percent of the 
total; 11 percent in riding toys; 9 percent in farm, construc- 
tion, earth moving toys; 8 percent of trains. 


About 35 percent of total toy dollar volume is in dolls and 
accessories, riding toys and accessories. 


What this means to you. Again, basic staples are the backbone 
of a toy department. Look to regular toy lines for the bulk of 
your sales. Give basic staples the best spots in your advertise- 
ments, store displays. 


Young mothers, parents under 45 years of age, women, to put 
the answer in one sentence. Young mothers figure as prime 
customers for infant’s, pre-school toys. Women (all age brack- 
ets) buy 67 percent of all toys; women and men buy 14 percent; 
women either buy or influence 81 percent of all toy purchases. 


The average toy sale amounts to $3 to $4, retail. A typical 
family buys 8.7 toys during the Christmas season. The aver- 
age family spends $28.14 for toys during the Christmas season. 
The 2 to 6 year age bracket accounts for 36 percent of the total 
child population, uses 50 percent of all toys purchased. Fam- 


ilies in the $4,000 to $6,999 annual income bracket are the best 
spenders for toys. 
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Phase No. 2... 





How to eash in on peak season sales 


Key to end-of-season profits is full displays and inventories, 


plus careful reordering to keep wanted merchandise in stock. 


Phase No. 2 promotion begins in early Novem- 
ber so by Thanksgiving your toy department is 
fully displayed, stocked, ready for peak sales. 
Phase No. 2 ends on Christmas Eve with the 
smallest possible carryover of seasonal toys. 

Here are your guideposts to more profit in 
Phase No. 2 merchandising: 


Toy department readiness 


@ Display area. 


Toy section should be fully laid out at least 
two weeks before Thanksgiving. If you expect 
$10 in toy sales per square foot through Christ- 
mas, you should have 100 sq ft of display for 
every $1000 in sales. 


@ Systems. 


Layaways will reach peak a few weeks before 
Thanksgiving. Watch records to make sure pay- 
ments are coming in. Notify slow-pay customers 
they are behind. 


@ Credit. 


Credit sales pick up as layaway tapers off. Ail 
salesmen must know your system of check writ- 
ing, identification, credit limit per customer, how 
to check customer’s status. 


@ Personnel. 


All full and part-time help should be hired and 
trained before mid-November. School and col- 
lege students, and pensioners are good source of 
part time help for evenings and weekends. 


Inventory 


@ Fill in orders. 


Phase No. 1 has shown what items are hot, 
and what items will be dogs. Increase orders for 
fast sellers early in November while wholesalers 
have stock. Don’t cut prices on dogs unless you 
have big quantities, they may pick up in sales 
without a markdown. 


@ Peak stocks. 


Stock should be heaviest before Thanksgiving 
Eve. Allow lead time in reorders of staples and 
hot items. Count stock weekly from Nov. l, 
using Seasonal Profit Planners. 

Control lows and outs daily with the want book 
or HA Pocket Want Cards. 

Cut-off date for all orders excepting pickups 
should be Dec. 15. 


@ Salesman’s duties. 


Have each salesman refill his shelves daily, 
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noting lows and outs as he goes along. 
A few minutes each morning is time enough 





for refills, housecleaning, and want book usage 


if each man gets the habit. 


Promotions 


@ Timing. 


@ Gauging ads. 


distributed early. You miss a sure thing if you 
don’t use this promotion. 


Each ad or promotion must return 10 times 
its cost in retail sales. If not, you can’t make 


money on it. 


Handbills, postcard mailers, and 


classified ads are successful, low cost media. 


Holiday mood really begins with Thanksgiv- 


ing. Best promotional period is week after. Make 


first ad big. 


Many themes are good, but have a theme: 
Your store as toy headquarters; all-of-one kind 
promotion (dolls or trains, etc.) ; an 88¢ or $1.88 


take-your-pick sale. 


Weekly follow-up ads pay off right through 


Dec. 15. 


@ Wholesaler aids. 


Wholesaler broadsides and catalogs should be 


@ Clearances. 


If cats and dogs are seasonal, take drastic 
markdowns and promote them between Dec. 15- 
22. Customers look for these bargains. 


Slow items that aren’t seasonal may be safely 


carried over for year round displays, in prefer- 


ence to heavy markdowns. 


Any item that isn’t selling well by Dec. 10 


isn’t going to pick up. 


To sell more toys... 


One-price sale. Here is a pro- 
motion you can use to start off 
your November-December push, or 
at any time during the season to 
create traffic. Advertise a group 
of toys at a given price, such as 
88¢, 7T9¢, 98¢. Check all the toys 
in stock at or around that retail 
price. Select a group for the spe- 
cial sale. You can leave the se- 
lected toys in their usual] display 
position and sign them with a 
card such as “Special—88¢,” or 
you can put them on a fixture with 
a sign “Specials, as advertised, 
88¢ each.” 

e¢* © ¢ 


Animal specials. Animals at- 
tract children, and grown-ups, 
too. Some dealers use them to 
pull traffic. One dealer gave awav 
three donkeys during the Christ- 
mas season. One was at pasture 
in the toy department. Another 
dealer gave away turkeys. Be 
careful, however. Some custom- 
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Show more, promote more 


ers are happy when they don’t 
win. But it’s an idea worth work- 
ing over and it may appeal to your 
customers. 

oe ¢ 


Self service set up. You can 
set up your toy department for 
self service, even within a self 
service store. Station the cashier 
at the exit of the department. The 
cashier takes the money, or writes 
up the charge ticket. A special 
color tape is used to fasten toy 
wraps. Packages wrapped with 
this special color tape signal all 
sales people, throughout the store, 
that the package contains a gift, 
properly checked out. Customers 
who go through the check out line 
at the toy cashier can pass right 
through the main check out cash- 
ier, identified by the special color 
tape. 

ee ¢ © 

Broadside distribution. Your toy 

broadside, or catalog, is your fin- 


Make 
full use of it. Here are ways to 


est piece of advertising. 


distribute it. Mail to each cus- 
tomer on your charge account and 
layaway list. Give them out at the 
store. Insert one with each pack- 
age. Give them out at schools. 
Distribute them house-to-house in 
the natural marketing territory of 
your store. Get them out, early, 
and cover every possible cus- 
tomer. 


¢* © @ 


Appeal to gifted children. Some 
children like to paint, play instru- 
ments, or show an inclination to 
build things. You can appeal to 
the parents of such a child with 
displays and ads that ask: “Have 
a young artist (musician, engi- 
neer) in your house?” Beneath 
this headline or sign, show as- 
sortments of art supplies, musical 
toys, and building sets. Most par- 
ents want to encourage gifted 
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children with toys that compli- 
ment their abilities. Your sugges- 
tion will build traffic and sales of 
these specialized lines of toys. 


J 


Something for nothing. Many 
dealers have learned that the best 
way to get parents into their 
stores is through the children. A 
common device to win over the 
kiddies is a giveaway, such as a 
free balloon or lollipop. Keep your 
giveaways under the counter until 
customers pay for purchases, then 
reach out and give child one of 
your novelties. It is traffic magic. 
One child tells another that if 
parents take them to your hard- 
ware store they get a free prize. 
Balloons, lollipops, and _ bubble- 
gum are favorites, but the list of 
low priced giveaways is endless. 


¢* © ¢ 


Help the helpless. Many deal- 
ers have found it builds goodwill 
and traffic to include an old toy 
roundup in their toy ads. It works 
like this: Ads for new toys have 
a featured box asking customers 
to bring in old toys for orphans 
and charities. A window sign 
echoes this. Toys brought in go 
into a big “Old Toy Barrel” on the 
sales floor. When barrel is full, 
salvageable toys are given to one 
of many non-sectarian charities 
for refinishing in time for Christ- 
mas. 

¢ ¢ ¢ 


Sell toys by age. There are just 
a few general age brackets to sep- 
arate one line of toys from an- 
other: infants to two year olds; 
two to six years; six to 10 years; 
and 10 years and older. The list 
on page 66 of this issue shows 
toys for these ages. It’s a good 
idea to group large assortments 
of toys on your sales floor with 
signs specifying the ages they 
suit. This saves perplexed cus- 
tomers’ time in figuring out their 
purchases. 
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Here's a low cost fixture idea that gives you display room to spare. 
Lengths of 1/5 in. steel pipe and fittings, painted flat black, give support 
to sheets of 5f in. plywood to create four selling and stock levels for 
bulk toy items. Finishing touch is white rubber crutch tips on legs. 


West Main Hardware, Gallatin, Tenn. 


These metal shelves fit standard brackets and runners. With them you 
can stagger large toy items and get maximum use of display space, 
without overcrowding toy section. 


M & D Store Fixture, Inc., La Puente, Calif. 


—_ 


HARDWARE AGE, MAY 22, 1958 





A sale for geniuses. Many of 
the important new toys on the 
market this year feature elec- 
tronic components. Others are 
based on new scientific develop- 
ments such as rockets and satel- 
lites. Miniature Geiger counters, 
physics sets, and other advanced 
toys appeal to the child with a 
fine mind. Why not put this think- 
ing into a special ad aimed at the 
brighter than average child? 
Since a majority of parents think 
their children are in this bracket, 
your “Buy a toy for your young 
genius” ad could be a sleeper. 


¢ © ¢ 


Safe toys. Many parents are 
worried about children hurting 
themselves on sharp-edged, cheap- 
ly painted, and other dangerous 








Want to stop lost toy sales? You can, with a 


seasonal stock control system. 


How to avoid lost sales 


toys. Why not pick out a selection 
of better toys such as soft ani- 
mals, rubber and plastic items, 
and harmless games to promote as 
safe toys? Make your ad appeal 
to the protective instinct all par- 
ents have, by merely pointing out 
that these are toys that could not 
possibly injure even a clumsy 
child. 


¢ © @ 


Records make the grade. Last 
year, large numbers of dealers 
found that a leading seller in the 
toy department was records, 3344, 
45, and 78 rpm. Many of these 
records were of the adult variety 
featuring young singers and in- 
strumental groups. Average unit 
sale is 60-90¢, with a very small 
investment in inventory and dis- 


play space. Some hardware whole- 
salers sell records, and record dis- 
tributors will be glad to fill your 
orders if your wholesaler cannot. 
What to buy? Whatever records 
lead the Hit Parade are your best 
bet. 
¢ © 


Games more important. There 
aren’t many new houses being 
built without a family recreation 
room. Big families are back in 
style. Folks are spending a lot 
more time together at home. All 
this means that games, always 
popular as toy staples, have more 
sales appeal than ever. You'll find 
a counter marked “Games for 
family fun” a sales winner. You'll 
also find there is a bigger selec- 
tion of games than ever before at 
your wholesalers this year. 








by stock counter. Toy staples should be counted 


at least every other week. 
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A simple, effective method of controlling lows 
and outs in toy staples is the HARDWARE AGE 
Seasonal Profit Planner. This stock control idea is 
based on the maximum-minimum principle. It was 
introduced by HARDWARE AGE in the Feb. 13 
Lawn and Garden Merchandising Guide. We're 
on our third printing. 

Stock control is vital if you want to sell more 
toys. You can't sell what isn't in stock. You can't 
know what's out of stock without stock control. 

Seasonal Profit Planners are trimmed of excess 
detail. They are simple to start and maintain, and 
low in cost to you. Seasonal Profit Planners are 
8!/>x11 in., fit standard binders. 

Here's how to use Seasonal Profit Planners, as 
shown in the illustration: 


A—Here you list name of item. 

B—"M-M" stands for minimum-maximum quan- 
tities. 

C—Sizes, colors, stock numbers go here. 

D—Supplier's name here. 


E—Selling price here, in same unit (each, dozen) 
as cost price. 


F—Cost price here. 


G—Person counting stock enters amount he 
needs to bring stock on hand up to maximum level 
shown in “M-M" box on left. Figure goes below 
slanted line. Amount may be uneven quantity such 
as 5 or II. Since you wouldn't order odd amounts, 
you'd enter a figure such as 6 or 12 above slanted 
line as order amount. This is why some of slanted 
lines above have figures above and below. 


H—The "O" column means order, and is dated 


How to order your Seasonal Profit Planners: 


Seasonal Profit Planners cost $1 for 50 sheets, 
to control 750 items. 200 sheets (for 3000 items) 
cost /ess $3.50. Instructions come with each order. 
Write: Reader Service Department, HARDWARE 
AGE, Chestnut & 56th Sts., Philadelphia 39, Pa. 
Please specify Form No. 6. 


SEASONAL PROFIT PLANNER 


MAXIMUM 


SUPPLIER 


121 t Bear 


y \4 








64 


HARDWARE AGE 


Toy Merchandising Guide 








Your future in toys 


Our incredible population explosion rolls on, adding potential 


customers to the toy market each year, pointing up the importance 


of hardware dealers using Phase No. 1 to get their share of the market. 


A big part of Phase No. 1 planning is mea- 
suring your potential. In gaging your market, 
there are many things to consider: average 
local income, number of children per family, 
and general economic conditions. 


The average child gets six new toys a year. 
A shade more than 35 percent of the population 
of your town is youngsters under 18 years of 
age, more than one out of three. 

No matter how you slice it, that’s a lot of toy 
potential. 


Today, there are more than 60 million young- 
sters under 18, an all-time high. It’s a record 
that will probably be shattered next year, for 
there is no hint of a decline in our unprece- 
dented birth rate. 


Briefly, there are more than 1500 youngsters 
under 18 for every hardware store in America. 
Good times or slow times, that figure means 
heavy toy potential for you. Of these 1500, 
more than half are in the prime 5-13 years’ age 
bracket for toys. 


What's the future market? 


Youth population has zoomed ahead by 25 
percent since 1950. In another eight years 
there will probably be 75 million children of 
toy age. No other line of merchandise in a 
hardware store carries such growth potential 
as toys. 

Dealers who don’t stock, or who underplay 





toy lines until Dec. 1, are surely missing a 
safe bet for plenty of traffic, sales, and 40 
percent profit margins. 


What's your particular market? 


It’s simple to estimate your potential, and 
predict your future. Toy makers agree that 
an average of about $25 is spent yearly on each 
child. Just about $10 of that $25. is gross 
profit for you. 

To rough out your potential, first, estimate 
how many families shop regularly in your store. 
Don’t over-estimate. Figure only on one child 
per family. 

Multiply the number of families by $25. 
That’s equal to your approximate market po- 
tential in toys. 

For example: if 300 families are on your 
mailing list, 300 x $25 — $7500 potential retail 
toy dollars to be spent in your trading area 
this year. Of course competitive dealers will 
all cut into this potential. But good, early 
selections backed by strong sales promotion 
will bring you a bigger share. 


What's the market in dollars? 


The $7500 toy potential carries about $3000 
in gross profit margins. This kind of profit 
goes a long way to offset a slow first half in 
1958. 

Every child in your market will get $400 
worth of toys by the time he is 16. No matter 
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what your store location, your toy potential 
has never looked better. Every new baby born 
in your community can mean hundreds of dol- 
lars in your till before high school age is 
reached. 


Make the most of your market 


How to get more sales in the biggest toy 
market in history? 

When you follow Phase No. 1 and set up 
your toy section early in September, you have 
only one source of trade. That source is cus- 
tomers who have not been shopping elsewhere 
for toys. 

Here are some proven ways to woo these 
customers to your store, and to keep them 
coming back as repeat customers: 


(1) Expand toys across the board, before 
competition does. That means setting up fairly 
broad selections for early layaway shoppers in 
September. 


(2) Wide assortments count heavily in Phase 
No. 1. Depth of stock in toy staples is not as 
important as variety appeal covering al] child 
ages. 

When you buy stock in depth, you limit se- 
lection. Better to have two each of 100 staples 
than to have five each of just 40 staple toys. 
Let your wholesaler guide your selection. 


(3) Remember to feature toys in September 
and October window displays, sales brochures, 
and all types of promotions. Too many dealers 
forget about toys until after Thanksgiving. By 
then, customers have started shopping else- 
where, and wholesalers’ stock selections are 
full of holes. 


(4) Credit and layaway give you a big ad- 


vantage over cash-and-carry competitors. With 
many toys in the $20-50 class now, credit and 
layaway are the only way for customers to 
buy what they want, when they want it. Cash 
sales take a back seat in September. 


Toys add family-store appeal 


Promoting toys in September gives your 
store a brand new appeal to regular customers, 
while bringing in new traffic. 

Toys are the key to one-stop family shopping. 

If your store is in a shopping center, is open 
evenings, or has off-street parking, you’re 
bound to have parents bringing children along 
when they shop. 

Any store that lures such family shopping 
is missing a sure bet on extra sales by not 
pushing toys as a major line. 

Children always know which stores have toys 
for them. They will constantly needle parents 
to visit that store, in strong preference to a 
store that doesn’t bother with toys. 

Once the family is in a store that sells toys, 
the children will see to it that toy sections get 
traffic and sales. 


Then there's an emotional factor 


There is a tremendous emotional] factor in- 
volved in selling toys. A family may need a 
new gas range or draperies, but it will forego 
these things to satisfy a longing youngster who 
has its heart set on a certain toy. 

Your toy market is as big as you want to 
make it. Put effort behind it, and start it early 
enough, and your sales will shoot up. But 
leave toys gathering dust in cubby-hole dis- 
plays until after Thanksgiving Day, and your 
sales will be nil. 

The market? 

Biggest ever and still growing, in spite of 
dents in the economy. 





birthday. 
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Your toy potential 


* More than |/3 of your local population is youth. 
¢ Each youngster gets 6 toys a year. 


¢ Each youngster gets $25 worth of toys each year. 


* Source: U.S. Census Bureau: Toy Manufacturers of the U.S.A., Inc. 


* Each youngster will receive $400 worth of toys by his | 6th 
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To sell more... 





Suggest toys by age groups 


Here is a list of toys by age groups, based on numerous 


psychological and merchandising studies. Post this list in 


your toy department to guide clerks in making recommendations. 


Infants and toddlers 
(to 2 years) 


Crib attachments 

Bath toys 

Bell and rattle toys 

Blocks and balls, 
wood-plastic 

Washable animals and dolls, 
all sizes 

Miniature riding toys 

Pull-string musical toys 

Music box toys 

Big picture books 


rubber- 


ES 


Nursery and kindergar- 
ten age (2-6 years) 

Musical push-pull toys 

Riding, pedal toys 

Building and alphabet blocks 

Plastic, rubber, fibre dolls 

Play-music toys 

Picture books 

Pounding sets 

Housekeeping sets 

Coloring books 

Windup toys 

Miniature furniture 

Trainer skates 


Crayons and chalk, 
boards 


Finger paints 

Sand toys 

Toy typewriters, telephones 
Dolls and accessories 

Nurse and doctor sets 

Guns and holsters 

Hats and costumes 

Cash registers 

Soldiers and forts 

Train sets 


Model trucks, 
ships 


chalk 


cars, boats, 


Grade school age 
(6-10 years old) 


Group-play toys and games 
Reading and coloring books 


Crayons, pastels, 
colors 


Musical instruments 
Battery, electrical toys 
Building sets 


Handicraft, 
sets 


Typewriters, registers, tele- 
phones 


Large punch toys 

Sporting toys 

Pedal toys 

Swings, wagons, yard toys 

Toy chests 

Costumes 

Roller, ice skates 

Dolls and accessories 

Housekeeping sets, furniture 

Train sets, accessories 

Trucks, tractors, cars, boats 

Electronics, physics, print- 
ing sets 

Chemistry, biology sets 


water 


puzzle, magic 


Grade school age 
(10 years, up) 
Typewriters, telephones, reg- 

isters 


Difficult group games, puz- 
zles 


Reading books 

Wheel goods and skates 

Intricate handicraft 

Painting, pastel sets 

Musical instruments, records, 
players 

Sporting games, wading pools 


Costumes, guns, bows and 
arrows 


Toy chests 
Advanced housekeeping sets 


Sewing machine and ironing 
sets 


Trains and accessories 
Electric phones, toys, kits 


Advanced chemistry, physics, 
biology, electronics sets 


Advanced handicraft 
Stamp collecting kits 
Individual sports items 
Target sets, games 
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NEW “BUY-ME” PACKAGING 


— there's never been anything like this 

exciting, modern train package loaded with 
consumer appeal. Self-displaying — merely 
lift off top and dazzling train presentation 
sells for you. 


— fast-selling, eye-catchi 
double train layouts with 


profit-building for you! 











LONGER DISCOUNTS 
THAN ANY OTHER LINE 


— everybody knows that 


— more profit for you every time you ring between toy trains and m 


up a sale. And no other line is loved by the 


| | 
consumer like American Flyer! for you! 





these exclusive features make 


ye 


\- 


AMERIC: 
FLYER 


the line that 


GUARANTEES YOUR PROFITS! 


NEW Girder, Trestle and Tower Bridge . . . 

NEW Docksider Locomotive . .. NEW Mountains, 
Tunnels and Passes . .. NEW Figure-8 and 
Pretzel-Bend Layouts plus many other exciting 
NEW features add a whole NEW dimension to 
model railroading fun. They'll build additional 
traffic and extra profits for you! 








SEND FOR FREE COLOR CATALOG TODAY! 


NEW “TRAINS WITH BRAINS” 


“brains” that won't let collisions happen. 
It's great — it’s wonderful — it’s 


REAL TWO-RAIL TRACK 


two-rail track. Realism makes money 













PULL-MOR POWER 


— pulls in more sales for you ‘cause it 
pulls many, many more cars than any other 
locomotive, and only American Flyer has it! 








ng, value-packed 
automatic 

















NEW TWO-STAGE 
SATELLITE LAUNCHER 


— sells on sight for you; an 
out-of-this-world action accessory as 
modern as tomorrow’s science headlines! 


the difference 
odel trains is real 








i 


ADVERTISING DEPT. 315 
THE A. C. GILBERT NEW HAVEN 
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Please RUSH new full-color 1958 American Flyer 
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How to put 





Modern management tools 


to work profitably 


Yes, a small dealer in a small town can use the same tools 


big dealers in big cities do to operate his store 


The tools of modern hardware store manage- 
ment are just as useful to the owner of a small 
store as to the owner of a large store. 

How a small dealer can use modern manage- 
ment tools is illustrated by the experience of a 
hardware store owner in a small town north 
and east of Philadelphia. The illustration is 
dramatic: 


(1) This dealer had no hardware store, nor 
other merchandising experience before buying 
the store two years ago. 


(2) This dealer operated the store for one 
year on a conventional basis. The second year 
of operation was with modern management 
tools. 

Gains for the second year of operation were: 
sales up 50 percent, profit up 160 percent. 

Robert M. Davis is the dealer. His store is 
Newtown (Pa.) Hardware House. 

Bob Davis after graduation from Princeton 
University and service in the Army raised 
cattle until business lured him off the farm. 
After considering a farm implement dealership, 
Bob Davis decided that hardware was his field. 

A hardware store was available in Newtown, 
Pa., a small country town near big cities, yet 
retaining its character as a community com- 
bining definite old and new elements. Newtown 
is between Philadelphia and Trenton, with quite 
an historical background. The town and coun- 
tryside is steeped in Revolutionary War history. 


More recently the area was discovered by New 
Yorkers, for this is famed Bucks County coun- 
try. Thus, the retail market is made up of old, 
first families, plus many newcomers. 

Bob Davis operated the store during 1956 as 
it had been operated, to get the feel of the 
hardware business. This was an old-fashioned 
type country hardware store. The lighting was , 
from electric bulbs suspended from the high 
ceiling by the electric cord. Merchandise was 
in cupboards, without any special arrangement, 
and there was the movable ladder to reach the 
cupboards high up under the ceiling. 

Then Bob Davis decided it was time to shift 
operations. He wanted to modernize the store 
to get merchandise out on open display, and to 
modernize the atmosphere of the store. He 
wanted to get control of his inventory. He 
wanted to place ordering on the basis of stock 
needs, rather than on a hit-and-miss estimate of 
what was needed. 

Bob Davis tied in his problems of moderniz- 
ing management with the retail merchandising 
and store management of his supplier, M. S. 
Young & Co., hardware wholesaler in Allen- 
town, Pa. The wholesaler’s program was 
worked out with the consulting services of Paul 
L. Cosgrave, of Cosgrave & Associates. 

The inventory control problem was handled 
by applying the modern tool of a basic stock 
list. This list was set up for two reasons: 

(1) To have the right merchandise in stock, 
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based on customer demands and thus reduce 
the possibilities of lost sales because an item 
was out of stock. 


(2) To control the investment in inventory 
and improve turnover. 

“The job of setting up a basic stock list is 
tough,” Mr. Davis comments. 

“It’s tough the first time around. After the 
list is set up, it is easy to maintain it.” 

The basic stock list also offers a dealer an 
extra bonus, Mr. Davis points out. That is 
faster break-in of new employees. When there 
is no methodical stock handling, as to location 
and quantity, a new employee spends months 
learning stock location. When there is a basic 
list, and physical inventory taken frequently, 
a new employee grasps stock location after taking 
inventory a few times. 

Mr. Davis had one revealing experience in 
setting up the basic list that drove home the 
need to do a thorough job, and actually count 
and write down the quantity of every item in 
stock. 

The experience came while Mr. Davis and a 
wholesale salesman were counting the hammer 
stock. Just as they got to the ball pein hammers 
Mr. Davis left off counting to wait on a cus- 
tomer. Mr. Davis told the salesman he was 
sure there were enough ball pein hammers on 
hand and the salesman could go on to the next 
item. The salesman, however, insisted on an 
actual count and checked the ball pein ham- 
mers. There were enough on hand, but the 





store was out of the three most popular 
numbers. 

After the basic stock list was established, 
ordering was put on the basis of an actual in- 
ventory, recorded on a preprinted order form, 
department by department. 

Mr. Davis has divided the store into six de- 





+  ~.2ee 


.. . builders’ hardware sales jumped when merchandise came 


out on open display as result of modernization part of mer- 
chandising program. 





. ordering of scrapple pans in houswares department (left) is based on physical inventory taken by store owner 
Davis, with preprinted order form. ... order is filled, merchandise received right on housewares department floor 
and Mr. Davis puts scrapple pans on display immediately. 
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Modern management tools 
(Continued ) 


partments for inventory control. They are 
housewares including gadgets and cleaning 
supplies, hand tools, sporting goods, builders’ 
hardware, paints and sundries, and electrical 
and plumbing. 

A complete physical inventory is taken of 
each department at least once a month. 

An order is handled, as a unit, for each de- 
partment. For example, all housewares depart- 
ment merchandise is received right on the floor 
of the housewares department. Merchandise 
is unpacked on the sales floor and put on dis- 
play immediately. 

Mr. Davis points to this feature of using 
modern management tools as an incentive to 
get merchandise right out on the sales floor. 
When he took over the store he found several 
shipments down the basement. Boxes had been 





opened, indicating some item had been wanted 
at once. The rest of the shipment remained 
unpacked. Since the shipments were sent to 
the basement there was no spur to get the goods 
out and upstairs on the sales floor. 

The store modernization actually was the 
building of a new store room adjoining the 
former hardware store. The store room next 
to the hardware store, in the same building, 
had been rented by the former hardware store 
owner for a department store. Mr. Davis took 
over this store room, removed the department 
store floor and wall fixtures, and set up a 
modern hardware store. 

Mr. Davis now has in effect two adjoining 
stores. One is the old store, with the ladder, 
cupboards, electric lights suspended by cords. 
The other is a modern store. They are con- 
nected through a doorway at the rear. Each 
has its own front windows and entrance. 
Whether the old store room is to be modernized 
will be decided later on. 

The walls of the new store room were covered 
with perforated panel board. The wall area 
above the panels is painted. Perforated panel 
board also is used for a seasonal merchandise 
display island by the front entrance. Various 
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laundry goods section. 
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. note slanted glass bin dis- 
plays, at right, in cleaning and 
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that SELL! That's the formula that can built t Oxwall into one of th 
merchandising that splls extra profits. And ow, during our big 20 an 


~ Join Oxwall’s 
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Seven piece nut driver set Ten piece flex-head socket set Six piece interchangeable Barrel of Screwdrivers. 240 
with metal wall rack. with extension bar. screwdriver kit in plastic case. screwdrivers in 6 assorted 
ERAN RO : sizes. 
mK Retail Price $4.29 mom Retail Price $1.89 ee Retail Price $1.00 Total Retail Value $69. 60 
nniversary nniversary nniversary Dealer Price 
Retail Price................... $3.49 Retail Price................... $1.49 Retail Price..................... $.89 Dealer Profit 3 20 


Call Your Distributor for the Illustrated Brochure Showing the Full Line of Anniversary Specials! 
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. hand tools on open display. 


Modern management tools 
(Continued) 


types of display fixtures have been fastened to 
the perforated panel walls, such as glass shelv- 
ing in housewares, hooks in tools, and slanted 
glass bins in cleaning and laundry supplies. 

Builders’ hardware sales have increased ma- 
terially since goods has come out on open dis- 
plays. These displays are open glass bins on 
shelves beneath wall cabinets that have sam- 
ples fastened to the front door. 

The increase has come through selling a big- 
ger bill of goods. For example, under the old 
management set-up a customer might come in 
for a dozen of an item for remodeling some 
kitchen cupboards. After hunting up the stock 
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and showing the customer a few selections the 
number selected might have only two or three 
items in stock. The customer might walk out. 
Now the customer can see samples of the entire 
stock, and after making a selection the store 
is likely to have the dozen or more to clinch the 
sale. Sales of hinges or knobs or similar items 
that formerly amount to one or two units, now 
come up to $20 or $30. 

After a full year of operation with modern 
hardware store management methods Mr. Davis 
points to his sales floor, basic stock list and 
control of purchasing as evidence that a small 
dealer can use these modern tools. 

Newton Hardware House could not have put 
through such an increase in sales without add- 
ing substantially to its overhead without a 
basic stock list and ordering methods to control 
inventory, Mr. Davis points out. 

“Cooperation with M. 8S. Young & Co. has 
been more than gratifying and it has worked 
out to our mutual benefit,” said Mr. Davis. 

© End 
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Robert M. Davis, right, 
talking over a problem with 
Richard E. Young, of M. S. 








MAKE KING-SIZE 
PROFITS WITH... 






inc O’ Lawn 


. me. . 

The brand everybody wants as soon as they see it. POWER MOWERS 

, _ All models have 4-cycle Briggs & Stratton A SIZE FOR 
Experience has taught us this—once a prospect engines. Choice of Rope or Recoil EVERY NEED 

’ , Starters. All maneuver light as a feather. & 
sees KING O’ LAWN—there’s no sales problem. Ail cut as close as %” to trees or walls. 1) 18 Home anes Model 
’ = : , All bail ings. All- i iit 

You’ll realize this is true when you see it. It’s | in. etee ae ecto © 21” Home Owner Mode! 

, ; ic tive-type, life-time grease-packed 2- 1.75 hp. engine 
the kind of equipment the dealer buys for his Sant Gat aie GU a ee ae eee 
own home. drive. immediate-response, hi-speed, 


eaten eheten Siie, 4 fom 2.25 h.p. BES engine 
; , ; F automotive clutch. Wide, lawn-protecting, 4) o¢~ out , 
Compare King O’ Lawn with any other brand. semi-pneumatic tires. Crucible steel, ‘26 Meawy Outy Mode 


_ heat-treated and normalized 6” reel. Bed 2.75 h.p. BAS engine 
It has more exclusive features—more sales hatte Ranet Gide: ai tadiennd anesthe ehiban teal Stews 
handles. 


; . : stands terrific shock. 16 gauge tubular, electric weided control 
appeal — more quality and workmanship — and 


means more satisfied customers—and more. 
profits to you. 


Suggested retail prices * — POWER EDGERS 


range from $149.50 for a > a All models have 4-cycle Briggs & Stratton 
the 18” Home Owner * % ) engines. Choice of Rope or Recoii A MODEL FOR 
: nit & € j Starters. All have the same life-time, pre- EVERY CUSTOMER 
Model (right) through cision construction that is built into the 1) junior Model 
$284.50 for the 26” King O° Lawn power mower. Trims curves, 1.75 h.p. B&S engine 
les or straight edges. Quick. Neat. : we 
Heavy Duty Model (small -_ 2) Gardener Model 
; Edges walks and curbs at 5 feet per ‘¢) Sarcener Mo 
illustration). ; second. Mows 9” wide path when 1.75 h.p. B&S engine 
adjusted horizontally. Forget your scis- (3) Special Model 
sors, shovels and backaches. Makes 2.25 h.p. B&S engine 
a ; those tedious, neglected jobs a pleasure. = (4) Senior Model 
Rays ae ata Gives your yard that tailored, profes- 2.75 h.p. B&S engine 
sy a sional look. 











Suggested retail prices 
range from $79.50 for 
the Junior Model Edger 
(right) through $107.50 
for the Senior Mode! 
(small illustration). 








You mutch as you mow 


Find out about our 

special introductory offer. 
It will mean 

king-size profits for you. 


A few choice dealer 
territories available. 


' 


CAS ie) ead 


ae hes 
Sprinkler Head Bo. an B Triming Blade — 
Cleaner trims fmos an 4%) 3 i Heavy Duty 
and cleans rus “@ Mows tall weeds 
ios Scalps lawn 
around trees, 
along wails 


Grass Catcher — Sulky — fits all 
Front-Throw : mowers. Same 

22 ga. galvanized high quality 
Three times _ Quick-lock hitch 
normal capacity 4 - -& Comfy, air- 
‘ y ) fluted seat 


South Gate, California 
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PRE-PACKAGED IN POLYETHYLENE 
Big 6-foot x 30-inch rolls 


P euavetaet by % 
_ Housekeeping 


FAST-MOVING, ALL-PURPOSE 


Household Mat 


PROTECTS AS IT BEAUTIFIES! 


Versatility is your key word for TIDY-MAT Household 
Mat. Suggestion-sell it for floor runners, carpet protectors, 
closet floors, door mats and hundreds of other uses. Miracle 
polyethylene trims to any size with scissors. Cleans with 
whisk of damp cloth ... and it’s odorless. Order TIDY- 
MAT today! 


In Transparent and 5 NEW DECORATOR COLORS 
RUST « BEIGE * GREY * GREEN * BLACK 


ee 2 CHOICE OF TAKE-HOME PACK- 
™ (AGE OR ROLL GOODS + FORCE- 


FUL NATIONAL ADVERTISING « 
FREE SALES AIDS 


PRE-PACKAGED 
In 12 and 24 pack display cartons 









for roll goods! 
CONTACT YOUR JOBBER NOW! 


GERING 


Tidy-Mat 


GERING PRODUCTS, INC., Kenilworth, N. J. 
Garaen Hose «Sprinkler Hose « Soaker Hose «Garden Trellise TIDY-MAT Line*SUPER MAT 
Pa ey ee aceasta tagpnaiageensteatcieauaaiambep as 
Gering Products, Inc., Kenilworth, N. J. H-522 


























| Please send me complete information and samples of I 
l TIDY-MAT Household Mat TIDY-MAT Shelf Liner I 
a 
me 
i I 
| Adress j 
j City Zone State | 
| l 


My jobber is 


ee ee | 














Right props sell dinnerware 





Any kind of dinnerware—plastic, earthen, 
or fine china—sells better when dressed up to 
appeal to women shoppers. 


Women buy most of the dinnerware that is 
sold. They naturally prefer to handle samples 
against a background that is similar to home 
decor. 


This display is near the front of Greens’ 
Hardware, Huntington Park, Calif. It draws 
women passersby from the street for a closer 
look. The display is changed every week to 
build repeat traffic. 


Props to make merchandise displays prettier 
also aid tie-in sales. In this display of dinner- 
ware, more place settings will be sold and 
stemware and stainless steel tableware will 
sell as companion items. 


Effective mailing lists bring 
heavy traffic to your sales 


If you don’t have a mailing list that is up 
to date and realistic in the area it covers, you 
are missing traffic and sales each time you use 
direct mail advertising. 

An effective mailing list can be made up, or 
brought up to date in many ways: 


° After you’ve set the boundaries on the 
area you want to saturate, buy your list from 
one of the many companies that specialize in 
up-to-date mailing lists. 


* Check your local telephone company. Many 
telephone companies have special books com- 
piled by streets, in house number sequence. 


* Go through the telephone book yourself. 
Check off names and addresses in your trading 
area. 


* Start a mailing list by having each cash 
customer sign his name and address on a form 
attached to the cash register. Your charge ac- 
count mailing list is ready-made. 
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* Check local and county lists of taxpayers 
and property owners. 


* Most cities and towns have city directories 
that are fairly well up to date. These are good 
for listing specific neighborhoods. 


* Many utility companies make their lists 
available to reputable businessmen. 

To get a quantity figure for mailings to rural 
routes, star routes, and post office box holders, 
consult your postmaster. 

If you’d rather not mail ads yourself, try 
using Boy Scouts and club groups, newspaper 
carriers, or circulation companies. 

What’s a good direct mail response? 

About 3 to 5 percent is average in most areas. 
More than 5 percent is usually considered ex- 
ceptional. You ought to get about 100 sales 
from every 2000 direct mail pieces you send out. 


Signpost speeds traffic on busy days 


A lot of hardware stores have Main Line 
Hardware’s problem. This Cynwyd, Pa., store 
is cut up into several sections. It’s the result 
of expansion over the years. 


A store with many wings and alcoves can 
slow down traffic and service on busy days 
because some one is always asking, “Where can 
I find floor wax, or paint brushes, or BX cable?” 

Main Line’s assistant manager, James Mc- 
Clean, installed highway directional signs to 
solve his problem. This simple device will work 
for you, if directing traffic is a headache. 


Here’s how to make the sign: Install a length 
of 2x4 pine from ceiling to floor. Cut up several 
sections of 44 or ™% in. plywood into 2x12 in. 
rectangles. Paint these flat white, let dry, then 
paint black arrow points and tails, as in photo- 
graph. 

Paint names of key departments on white 
background. Nail pointers to post with wire 
brads. Don’t fasten them too tightly, for you 
may want to change directions when you move 
displays. 
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PRE-PACKAGED, PRE-PRICED 
Big 9-foot x 11%-inch rolls 


SALES-POPULAR MIRACLE POLYETHYLENE 


Shelf Liner 


IN THE 5 MOST-WANTED COLORS! 


Pep up sales with TIDY-MAT Shelf Liner by Gering! 
Comes in turquoise, pink, yellow, white and red. It’s also 
great for place mats, wall protectors, and many other uses. 
Handy 11%” width; trims to any shape with scissors; 
cleans with a damp cloth; and it’s odorless! Display and 
watch it move! 


CHOICE OF TAKE-HOME PACK- 
AGE OR ROLL GOODS « ATTRAC- | 
TIVE WASHABLE FINISH WON'T | 
FADE OR STAIN * NATIONALLY 
ADVERTISED 


SPACE-SAVER | 
Display carton 
contains 24 
assorted rolls 


GERING 


GERING PRODUCTS, INC., Kenilworth, N. J. 
Garden Hosee Sprinkler Hose» Soaker Hose* Garden Trellises TIDY-MAT Line*SUPER MAT 
onal 
Ce ae ee a rr er ee ee ree 
Gering Products, Inc., Kenilworth, N. J. H-522 





Please send me complete information and samples of 

















—— TIDY-MAT Household Mat ——_— TIDY-MAT Shelf Liner | 
| Name ) 
| Adress | 
City SD ence | 
LM ber is a 
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SMART 
ONE PIE 
| DIECAST 


CUP HOOKS 


7 different colors, 
6 sizes. 






. | ones 
| EZ 





Nickel and Brass 
5-to-a-card or in 


borer of 10 pad 
jertnu HOOKS 


Handy self-screw all purpose 
hook in bright plated finishes 
2-to-a-card or 
in boxes of 50 
















/e3" COAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright lridite 
Finish in boxes of 25 with 
2 flat head 
per hook. 
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Bright rustproof finish . 

4 popular sizes... boxed 
in an attractive counter 
display. Also available in 
bulk or packaged 100-to- 


steel screws 


range of 
sizes. 


plete 
thread 


Attractively finished and packed 
in a self-selling counter display 
assortment in 4 popular 
sizes. Also available in bulk 
>, in bores of 100 in al! 
thread sizes. 





Jobbers: Write now for 
catolog sheets on GRC's full line of money-making 
hardwore items, including DRAPERY RINGS, SCREEN 
& WINDOW HARDWARE, DRAIN COCK KEYS. 


prices and 


Dealers: See your jobber salesman for immediate 


delivery on these and other 
GRC hardware items. alt 
GRIES REPRODUCER 


World's foremost CER CORP or smon die Castinys 


- 161 Beechwood Ave., New Rochelle, N. Y. 
NEw Rochelle 3-8600 











L otter 


from Hardware Age readers 








Resale prices 


Dear Editor: 
The discussion of “What is an 
Outlook for Fair Trade” and 
“Wholesaler Urges a Removal of 
List Prices” in your April 10 issue, 
page 95, prompts me to send you a 
copy of a form letter we have been 
forced to employ. I thought you 
might find it pertinent to the dis- 
cussion. 
Very truly yours, 
Jim Boyt 

The Boyt Co. 

Des Moines, lowa 





Editor's note: Here is the letter Mr. 
Boyt refers to. 


Dear 

This letter is in reply to yours 
of — in which you request a 
retail price schedule for our mer- 
chandise. 

Some years ago we discontinued 
setting or using retail prices. The 
industry was so infested with arti- 
ficial retail prices and unrealistic 
discounts from them that the most 
honest and least confusing policy 
was to quote our dealers net whole- 
sale costs. This policy has freed us 
from the senseless competition of 
selling discounts and helped our 
dealers keep informed on the value 
they are getting and giving per 
dollar expended. 

Most of our dealers sell our mer- 
chandise at 66-2/3 on the prices you 
have. Some add a higher percentage 
when their experience indicates it 
will prove more effective in their 
trade territory. Many of them add 
100 percent to the better leather 
numbers. 

If you will follow this policy you 
should be able to make a nice profit 
and still not give your customers 
the impression your prices are high. 

Thank you very much for giving 
us a chance to make this explana- 
tion. 








Very truly yours, 
The Boyt Co. 











SyOQ-FLy 
FAN 


~ Creates a delightful breeze . . 
no harsh drafts .. . 

no intermittent blasts .. . 
shoos annoying pests... 
spreads comfort indoors .. . 
ideal for shop and office .. . 
heightens outdoor fun 

in the patio 

and at the poolside. . 
guards baby against 

germ laden flies... 

slowly rotating blades 

are pliable and safe... 








DISTRIBUTORS 
and DEALERS 
WANTED 





HEHR MFG. CO, 
3353 CASITAS AVENUE 
LOS ANGELES 39, CALIFORNIA 












PURITAN 


CT GECULE 


a decorators’ colors 
See your jobber! 


Co ertary PRODUCTS, 


Canty PO 
CLEVELAND 2, OHIO 
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How to display handles 
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A handle display stand with a 
revolving head was built at Rauh 
Hardware Store, 1235 Pass Road, 
Gulfport, Miss. It gets the nick- 
name of Sputnik from the antenna- 
like chrome plated 10-in. bolts sus- 
pending the handles. 

The square head revolves on a 
circle of chair leg ball bearings. 

These are set on the top of a 
square of wood and bear against a 
tin plate on the head. The tin hasn’t 
worn too well and will be replaced 
by sheet metal. 








HARDWARE HUMOR 


& im Xe yy 
wes 





“This glass, stupid!"’ 
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i JUMBO 
ACE B All steel, large ca- 
Low-priced favor- §& pacity (4 cu. ft.). 
ite. Lightweight. g Edge of press- 
Handles sup art t rein- 
full length of ' forced with steel 
capaci hm 

Baked automotive @ tray, legs. Baked 
finish, self-lubri- | automotive finish. 
cating bearings, g Pneumatic, semi- 
puncture-proof tire. . pneumatic or steel 

. wheel. 





? QUALITY PRODUCTS 
by 
















LAWN SPRAYER SPREADERS 


Best controlled applica- 7 models. Many patented 
CER RME OLDEST and LARGEST. Sea 
sinters Tank “holds o. 9 an handle. “Slots-in-Hop- 
gals. Produces approx. SMU TAa aye MUG men, lon beatings 
sive pump. Baked auto- z IN AMERICA = Baked automotive finish. 


motive finish. at 
= , 
naa Write tor FREE Liter: 


‘JACKSON MFG. CO. ’ 
“ Harrisburg, Pa 
™ 
] yee 
é " 
, ‘ 
a | 
« LAWN ROLLERS A 
' 5 sizes. Axles | 
=. a | 
| 
| 



















2-in-1 SPREADER-CART 


Combination _~ A afd 4 
& cu. ft. cart. Features strong 
" legs, wood hendie, 13 adjust- 
ments, baked automotive 
finish, nylon bearings, “‘Slots- 
4S in-Hopper” for spreading 
4 peat moss. 


AT HARDWARE STORES & GARDEN SUPPLY DEALERS 


LAWN and GARDEN CARTS 7 {40h high orade 


2 ruggedly-built models. Low- 4 Rounded edges 
priced Handi-Cart, shown, and @ prevent cutting 
Jackson Deluxe hold 4 cu. ft., F sod. Adjustable 
feature popular flat bottom, scrapers. 

baked automotive finish. , 



























the original 


PLASTIC ALUMINUM 
and PLASTIC RUBBER 


Two great fix-it hits. ..DURO PLASTIC ALUMINUM, 
the original metal in putty form in the big 5'/, oz 









YAS LIFER 
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| z tube... DURO PLASTIC RUBBER, amazing latex rub- 
| . & ik ber in putty form, black or white, in 4 az. tube. 
| oi JE Make hundreds of money saving repairs in home, 
= @ . iE auto, boat and shop. Each tube retails for $1.00. 
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JOIN the TEAM! ONLY DURO offers all these exclusive profit features! 
* Individually packaged in the award-winning Sho-Pak Display Card. 
¢ Pre-sold by consistent national and local consumer advertising. 
° Free sales aids direct to dealers. * Guaranteed shelf-life. 
¢ Available in many sizes. 

Order from your jobber or write 


PLASTIC 








WOODHILL CHEMICAL CO. 


“Originators and World's Largest Mfrs. of Plastic Aluminum" 
1390 East 34th Street Cleveland 14, Ohio 


oo —__—_-—---- - 























SER VE-SELF 
‘DISPLAY 
REDUCES 

YOUR COSTS 


*#ivese, 










































































ALL WOOD SCREWS 
ARE “SPEED-IZED" (PRE- 
LUBRICATED) FOR EASY 
DRIVING IN HARD WOODS 



































Every month, from September 
through April, good-sized adver- 
tisements on “STOCK your 

HOP” screws appear in these 
leading publications — - 
LAR ME NICS MAGA- 
ZINE, POPULAR SCIENCE 
MONTHLY, and THE SAT- 
URDAY EVENING POST. We 
are trying, with over 8,000,000 
impressions every month, to 
direct buyers to your store. Be 
ready for them! 
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NEW BRILLIANT 
PACKAGING 


You HAVE to sell screws — so why 
not use this high-profit, low-selling- 
cost method? Self-service merchan- 
diser makes it easy for the customers 
to buy. Generous quantities in one- 
price clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 
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SCREWS BOLTS NUTS 





. 


Vf + mh pg 


¥ 
; 
; 
~~. 
? i 
a 


~ 


‘het Bil naa 


i Ie 


DraweRacks 
WITHOUT BOXES 


59¢ EACH 








ADVERTISED NATIONALLY! 






AcK YOUR 
JOBBE R/ 


Most leading hardware whole- 
salers will have “STOCK your 
SHOP” screws ready for prompt 
delivery. Put “STOCK your SHOP” 
on your Want Lists. 


ELCO ino SCREW CORP., ROCKFORD, ILL. 
























(Continued from page 10) 


Census Bureau survey shows 
large home repair market 


There’s a big home repair market 
waiting to be sold, the government 
reports. 

The latest quarterly survey by 
the Census Bureau shows there are 
about 314 million vacant homes in 
the nation. Nearly all of them need 
repair work or painting before they 
can be rented or sold. 

For hardware dealers it means a 
tremendous market for clean - up, 
fix-up, paint-up materials. 

Hardware dealers can contact 
owners of vacant properties in 
their communities and point out 
the income advantages of fixing up 
an old home to make it available for 
sale or for rent. 


Canvas fishing creels are 
subject to tax, IRS rules 


Canvas bags sold to fishermen for 
use as fishing creels are subject to 
the manufacturer’s excise tax on 
sporting goods. 

That’s what the Internal Reve- 
nue Service rules. 

IRS says that it is the use for 
which a container is designed, and 
not the material of which it is 
made, that makes it subject to the 
tax. 

Many canvas bags, IRS contends, 
are designed for use as fishing 
creels and thus subject to the tax. 


Small businessmen borrow 
record amount from SBA 


Small businessmen, including 
hardware dealers, made record use 
of the Small Business Administra- 
tion in March. 

SBA approved 366 business loans 
totaling a record $18.7 million dur- 
ing the month. Six of these loans 
totaling $327,000 were to hardware 
dealers. 

Through March, SBA had made 
9,542 business loans totaling $446 
million. 

(Resume reading on page 11) 
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Customers like the high pickup of today’s 





brushes with TYNEX°* tapered bristles 


Well-made brushes with tipped and “‘flagged’”’ TYNEX tapered nylon bristles of vary- 
ing lengths pick up lots of paint. Customers save time because they get more 
coverage per dip. And flow is smooth and even on any painting surface. 














Remember that good brushes bristled with improved TYNEX nylon 
bristles can be used with any finish, from floor varnish to gloss 
enamel. They can be cleaned easily, dry fast, are quickly 
ready for the next job. 





Good reasons why more and more customers 
are asking for quality brushes with TYNEX 
tapered bristles. Good reasons, too, 

why it will pay you to stock the 


complete line... today! 
TYNEX is the registered trademark for 
Du Pont nylon bristles 


REG. yu. 5s. Pat. OFF 


nylon bristies 


BETTER THINGS FOR BETTER LIVING 
» « THROUGH CHEMISTRY 
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Convention Calendar 


shows 





| conventions conferences 





Convention Check List 
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ELECTRIC 
GENERATING 


PLANTS 





GASOLINE 
ENGINES 





ELECTRIC 


PORTABLE 





MOWERS 


sare LI o) Ae Lo), | a eed 4 ee eee), Biotec] ide]. 7 wale), 


BErkshire 7-4100 


20-3 ohaleosal= 


Lilltalel tae ee 
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5841 West Dickens Ave.., 





complete details about the conventions and shows listed below, see the 


alphabetical listing starting on 
complete listing will 


May 
26-28 Triple Industrial Supply Conven- 


tion, New York 


June 

2-12 Cotter & Co. Toy, Gift, Fall 
Goods Show, Chicago 

8-10 Ace Hardware Corp. Summer 
Convention & Toy Show, Chi- 
cago 

12-14 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Galveston 

21-26 Associated Pot & Kettle Clubs 
of America Annual Convention, 
Arrowhead Springs, Calif. 


July 
7-11 National Housewares 
Atlantic City 
21-23 Our Own Hardware Co., Sum- 
mer Convention & Stockholders 
Meeting, Minneapolis 


Exhibit, 


For complete details about conventions and shows listed above 
issue of Hardware Age 


page 88, May 8 issue. The next 
be in the June 5 issue. 


27-30 Associated [ishing Tackle Mfrs. 
Trade Show, Chicago 

27-31 National Retail Hardware Assn. 
Congress, Chicago 


August 


3-6 West Coast Housewares Show, 
San Francisco 


September 

1-5 Gift Show, Boston 

7-10 Mid-West Hardware & House- 
wares Show, Chicago 

8-9 Walter H. Allen Co., Inc., An- 
nual Stockholders’ Meeting & 
Merchandise Show, Dallas 

28-Oct. | Builders’ Hardware Show, 
Chicago 

28-Oct. 3 Independent Hardware Ex 
hibit, New York 

29-Oct. 3 National Hardware Show 
New York 


October 


5-8 National Hardware Convention, 
Atlantic City 


see the May 8 
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Ww 
tremendous sales success last year, 

these “standard line’”’ items promise to 

be repeat performers not only during 
National Hardware Week, but throughout 
1958. Packed with every wanted feature, 
these sales leaders meet the demand for high 
quality, popularly priced steel goods— 
resulting in faster turnover and quick, 
generous profits for you. 


Super Stee/ MECHANIC’S TOOL CHEST 


UTILITY 


The all-purpose, 


cabinets for home and industry fea- 
ture KLEER-VUE Plastic Drawers and 
the exclusive LOK-TAB which permits 
easy stacking in multiple tiers of 
12, 18 or 24 drawer units. Each unit 
shipped with ‘‘attached-to-product”’ 
display. New Model U-18 illustrated. 


we eee 
—_ 
Ld 


The 6119 is a big, rugged box... .a full 19” long, 
built of the best quality cold rolled steel for 
durability and long life. It’s the box most in demand 
by most mechanics! 


+ \, 


CABINETS 


small parts storage 





ON STEEL CHEST CORP. 


S| 6 ic¢kh e. Po e 
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KEYS MADE 


QUALITY KEY BLANKS 













TWH 







KEYS MADE 


THIS KEY SIGN 


WITH CHAINS OR BRACKET 
BUY A R42 x PKA-3 KEY MACHINE 
WITH BLANKS (consisting of a key duplicating machine, motor, rotary 
key board and 1020 popular key blanks), AND YOU WILL RECEIVE 
— FREE —THIS GIANT KEIL TWO-SIDED CAST ALUMINUM KEY SIGN. 


This offer is good for a limited time only, so — 
CONTACT YOUR JOBBER IMMEDIATELY OR WRITE US 





ANWNMOLS 


f 











Keil Lock Company, Inc. 


Charlestown, New Hampshire 











G 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 


available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 
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WHAT'S NEW 











(Continued from page 15) 





shock absorber reduces breakage. 
American Thermos Products Co. 


For more data circle No. 13 on postcard, p. 85 


Suburban lighting fixture 


The G.E. Farmstead lighting fix- 
ture is a 200-watt open suburban 
unit to illuminate farm work areas, 
outbuildings, storage areas and 
driveways. This 4000-lumen incan- 
descent unit has integral photo- 
electric control device for auto- 
matic dusk-to-dawn lighting. Fix- 
ture is complete in itself. Die-cast 
aluminum hood has integrally-cast 























General Electric 


side mounting. 
Co. 


For more data circle No. 14 on postcard, p. 85 


Magnesium extension ladder 


The Superlight magnesium ex- 
tension ladder in 40-ft length is 
light enough for easy handling by 
one man. Features include rungs 
punched through and resting right 
on the I-beam side rails. Rubber 
safety feet available. Sizes to 50 ft 





retail $3 to $4.40 per foot. Line 


includes three-section ladders to 72 





ft. White Metal Rolling & Stamping 
Corp. 


For more data circle No. 15 on postcard, p. 85 


Rubber mat with bristles 


The Round-A-Bout is a 2l-in. 
diameter mat with thousands of 





















































jumbo-size rubber bristles to auto- 
matically sweep away dirt and 
moisture from shoes. Offered in 
black, gray, red and green. Lists at 
$1.98. Superior Rubber Products 
Co. 


For more data circle No. 16 on postcard, p. 85 


Improved machinists’ vises 


New type, hardened tool steel, 
jaw inserts eliminate screw holes 
and screw heads in the jaw surface 
and increase gripping area. Jaws 
are firmly pinned on and can easily 
be replaced when worn. Corrugated 
head, forged steel bolt meshes into 
V-shaped grooves in base to give 
positive locking of swivel base 









models in any position. Desmond- 
Stephan Mfg. Co. 


For more data circle No. 17 on postcard, p. 85 


Gym-swing ball bearings 
Families 
gym-swings 


whose children have 
will want these re- 








placement ball bearings. They have 
positive action that makes Gym- 
swings safer and easier for chil- 
dren. Zinc-plated to resist weather 
they are mounted in pairs on an 
attractive two-color Compak card, 
slotted for conventional display 
racks. Wessel Hardware Corp. 


For more data circle No. 18 on postcard, p. 85 





Electric hand saw table 


This 
hand saw table which converts the 
Sunbeam electric hand saw into a 


sturdy, all-steel electric 
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Gug-Display- Sell 
PLUMB TOOLS uz 
NON-BREAKABLE 


FIBER-GLASS HANDLES 
Ctronger than Ltoel 


-with the Hickory fool 


“They Suing Earsy—Ait Hard 


FIBER-GLASS HANDLES 


® light in weight Neoprene-Covered Grip keeps 


® won't collapse, bend or break hand from slipping — resists 
grease, oil and sweat. 


® will not rust, rot or corrode 


® guaranteed non-breakable PERMABOND ASSEMBLY 
in normal use Keeps Handles Tight 


32 ITEMS TO CHOOSE FROM! 


FAYETTE R. PLUMB. INC., PHILADELPHIA 37, 
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WHAT'S NEW 








bench electric saw is offered for a 
limited time only in combination 
with Sunbeam electric hand saw at 
a $10 saving. Table provides heavy 
steel work top table with self- 
aligning rip fence adjustable right 
or left of blade. Saw and table may 
be sold by dealer for $49.95. Sun- 


beam Corp. 
For more data circle No. 19 on postcard, p. 85 


Decorative escutcheons 


Four new Russwin front door 
escutcheons to freshen the front of 
homes add luxury styling to doors 
at an economical price. Adjusta is 
offered in one to four individual 
plates for installation in variety of 





ways around knob. Russell & 
Erwin. 


For more data circle No. 20 on postcard, p. 85 


Convertible water system 


One of the new self-priming, con- 
vertible jet water systems in the 
Barnes line is this unit with posi- 









tive self-priming and easy converti- 
bility. Econovert II is offered in % 
and 1/3 hp sizes with capacities to 
720 gph as deep well system and 
620 gph in shallow well settings. 
Barnes Mfg. Co. 


For more data circle No. 21 on postcard, p. 85 


Thin-head adjustable wrench 


The Clik-Stop adjustable wrench 
is to get in hard-to-get-at places. It 





holds firm at any adjustment. Drop- 
forged from finest alloy steel, high- 
ly polished and chrome plated. A 
5 x 17-in. merchandiser will hold 
two wrenches in each of five sizes. 
Retail $2.35 to $5.19. P &C Tool Co. 


For more data circle No. 22 on postcard, p. 85 


Ball-joint sander unit 


Here’s an accessory for power 
drill users who want to finish-sand 



























surfaces without leaving swirls or 
gouges on wood, composition board, 
Swirlaway fits 
larger electric drill 
chucks. Disk always lies flat on 


plaster or metal. 
Y,-in. and 


work to evenly distribute pressure. 
H-145 kit with three sanding discs 
and lamb’s wool polishing bonnet is 
$4.95, retail. Stanley Tools Dvwv., 
Stanley Works. 


For more data circle No. 23 on postcard, p. 85 


10-in. power lawn trimmer 


Model 31 Trim-O is a light- 
weight, 10-in. lawn trimmer. Easi- 





ly handled, it can be used for trim- 
ming on either side. Deeply re- 
cessed wheels allow undercutting 
walls, fences, other hard-to-reach 
areas. Suction lift cutter and trim 
guides assure clean, even cutting. 
Retails at $95. Jacobsen Mfg. Co. 


For more data circle No. 24 on postcard, p. 85 


Air conditioner timer 
With the AC1-0 Ti-mite air con- 
ditioner timer a window air condi- 


















= 
ae 


a i 


tioner is set like a clock to work on 
a 24-hour schedule. Air conditioner 
can be set to pre-cool a room in ad- 
vance and turn off after normal 
occupancy hours, or it may be man- 
ually operated. Timer has special 5- 
ft, three-wire air conditioner cord 
with three-wire grounded plug. 
Available only for 120 volt. Paragon 
Electric Co. 


For more data circle No. 25 on postcard, p. 85 


(Continued on page 88) 
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use this FREE 














CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 















































FIRST CLASS 
PERMIT NO. 3% 





New York. N. Y. 




































































jgusimass REPLY CARD — 

| Ne postage necessary if mailed in the United States —— 

, POSTAGE WILL BE PAID BY pean anscinay 

Be sure to write name : HARDWARE AGE awe 
and address on post card. : Pest Ofice Box 60 — 
Please use this P. O. , Village Station — 
Box Address for Quick , NEW YORK 14, N. Y. = 
eee Sas Gy Pt a 
Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 5/22/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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What it is... How it works 


plays, etc., in the “What's New" columns. 
HARDWARE AGE than in any other magazine. 


under the individual item description. 


Drop the post card in the mail box. 


will be sent you on each item. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 5/22/58 <' 
Please send me further information on the WHAT'S NEW items, code numbers 
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FIRST CLASS 
PERMIT NO. 3% 


New York, N. Y. 








BUSINESS REPLY CARD 


No postage necesscry if mailed in the United States 














Here is Your Quick Check Card 


Each issue brings you dozens of descriptions of new products, new dis- 
You get more of these in 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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big help for busy deal- 
Use this card for free 


information on new prod- 
Weatel-tidalel-teml ma ltmiti ee 


















































POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y 


‘Please 
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use’ this P. O. 
Box Address for Quick 
Check Cards Only 
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SLIDING DOOR HARDWARE 


The interior sliding door is a space saving innovation 
that has won popular approval from architects, 
builders and home owners. 


With this type of door there is no sacrifice of 
valuable floor space—as would be required for the 
conventional swinging door. More pleasing 
arrangement of room furnishing is also possible 
with free, unobstructed wall areas. 


Sliding doors are ideal for clothes closets, supply 
and storage cabinets or as room dividers in 
the home, office or factory. 


Made in two styles—a single wheel and a 

two wheel hanger type, each with 

distinctive features—they fit any thickness of door. 
Hangers have large 1% inch diameter 

wheels of Nylon—They never need lubrication and 


operate with smooth, quiet precision. 
/ 


| | A specially designed rail made in 44, 56, 60, 68 and 
i | I fy 92 inch lengths, provides a rigid track. 
Slotted screw holes permit rail adjustment without 


removing doors or hangers—a new feature. 









| '; Ne. 185 Two 
Wheel Hanger 


~ie 


No. 182 2 Single 
Wheel Hanger 








Vln, ~=NANUFACTURING Company ‘etlin 
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TAILOR-MADE 


DISPLAY 





be SSICK Caster ss 


2 GiLstDot & 





boosts caster turnover 


Take a look at the display board above. 
It’s a big traffic-stopper and sales-starter 
in one large Eastern hardware store. 

What’s more, it’s proved that casters— 
properly displayed—can ring up impulse 
sales, But there’s one big thing about this 
caster display—this up-to-the-minute hard- 
ware dealer developed it to suit his own 
needs. It’s tailor-made for his own space 
requirements. It shows just the casters he 
knows will move fastest in his town. 

Why not try the same thing in your 
store? You're the only one who knows 
exactly what you need. 

And Bassick helps you, too, with ready- 
made displays like the HD-10 below. Get 
it from your Bassick jobber. See him, too, 








for all the casters you need to cash in on 
this fast-moving item. THE BASSICK COM- 
PANY, Bridgeport 5, Conn. In Canada: 
Belleville, Ont. 8.13 


SYMBOL OF EXCELLENCE 





MAKING MORE KINDS OF CASTERS. MAKING CASTERS DO MORE 














WHAT’S NEW 





(Continued from page 84) 


Pest chasing electric fan 

Shoo-fly Breezette creates a 
breeze and shoos annoying pests 
indoors or out. It is offered in sev- 
eral models. DD-1 can be suspended 
from hook or slide on horizontal 


wire. DD-3 is for permanent instal- 





lation on standard ceiling outlet. 
DD-2 has 42-in. stand for table use. 
Lazy-Susan base is available for 
stand model. Hehr Mfgq. Co. 


For more data circle No. 26 on postcard, p. 85 


Seamless thumb work gloves 


Improved safety, greater comfort 
and longer glove life are features 
of the Nu-Wing seamless thumb 
work glove. Gloves with the new 
thumb are offered in two heavy- 





duty leather-palm types with choice 
of safety cuff or gauntlet in each. 
Boss Mfg. Co. 


For more data circle No. 27 on postcard, p. 85 


Modern v-shape back plate 


Designed to accent the beauty of 
V-shape pulls, this attractive back- 
plate may be used on right or left- 





hand cabinet doors and on drawers. 
Offered in all wanted finishes. 
Shown with Futura V-shaped pull. 
Backplate measures 41% in. over- 
all. with holes on 3-in. centers. 
Penn-Akron Corp., Hardware Div. 


For more data circle No. 28 on postcard, p. 85 


Metal frame mason's level 
The Tough-Boy mason’s level is 
for masons who want a wood level 





with the precision and durability of 
a metal frame. Features include ex- 
tra large hand holes so that it can 
be used when wearing work gloves. 
I section metal frame is laminated 
with selected wood locked in frame. 
Empire Level Mfg. Co. 


For more data circle No. 29 on postcard, p. 85 


Decorative table planters 


Housewives will want the Half 
Moon and Wishing Well model table 
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planters for their own homes or 
for gift purposes. They are made 
of heavy-duty Lustre-Brite brass 
plated wire. Half Moon lists at 
$2.29, Wishing Well at $2.79. Both 
types have brass finish hanging pot 
and chain. Artistic Wire Products 
Co. 


For more data circle No. 30 on postcard, p. 85 


Hooded fireplace screen 


This Flexscreen fireplace safety 
curtain of hooded design will ap- 





























peal to customers who want a low- 
cost model. New side pulls operate 
quietly to open or close screen and 
complete center overlap. Pre-as- 
sembled in three stock sizes to fit 
90 percent of home fireplaces. 
Packaged in cartons 7 in. x hood 
length. Custom sizes for openings 
over 42 in. or unusual sizes. Ben- 
nett-Ireland, Inc. 


For more data circle No. 31 on postcard, p. 85 


Electric cooking sets 


Here is one of the Magic Maid 
immersible automatic electric cook- 





ing sets. Homemaker No. 831/9 
starter set includes one No. 9 auto- 
matic cook control, one No. 838 
three-quart sauce pan with vented 
cover and one No. 810-10, a 10%-in. 
skillet with cover. One control op- 
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STANLEY 


New SWIRLAWAY sander 
fast seller... only *4% 








New Stanley SWIRLAWAY is a flexible, ball-joint sander that fits 
any power drill. It never scars or mars the finish because the sanding 
disc is always flat and never runs off the working surface. 

This composite photograph shows how Stanley SWIRLAWAY’s 
ball-joint keeps the sanding disc flat from any angle. 


Stanley SWIRLAWAY 
(No. H145K) comes 
complete with 3 sanding 
discs and polishing bon- 
net in handsome display 
carton shown. List price 
— only $4.95. Your 
wholesaler has them 
now. Order yours. 
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STANLEY TOOLS 
Division of The Stanley Works 
New Britain, Conn. 


dé 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools - builders, industrial and drapery hardware + door controls - aluminum windows + stampings « springs 
+ coatings « strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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Mr. Dealer: 


GET IN THE 
WINNERS’ CIRCLE 





"58 FORDS 
(RANCHEROS) 


YARDLEY 


There’s an entry blank in 
every coil of Yardley pipe 


with 





Fill out... mail in... 
nothing else to do! 













See opposite page for 
complete list of prizes 
and contest details 


MAIL COUPON TODAY FOR 
THE NAME OF YOUR YARDLEY 
PIPE DISTRIBUTOR 


Yardley Plastics Co. 
142 Parsons Ave., Columbus 15, Ohio 


Send me further information on the Plastic Pipe Contests and the name of my 
Yardley pipe distributor. 





Company 











City State 








. 

é 

i 

: ; 

Address | I 
i 
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90 














WHAT'S NEW 


erates both appliances. Electric 
griddle is also offered by the same 
maker. Son-Chief Electrics. 

For more data circle No. 32 on postcard, p. 85 





Bridle leather gun carrier 
This bridle leather gun carrier is 
for hunters, trap and skeet shooters 





to save their muscles. It keeps muz- 
zle pointed up and gun in position 
for use. It has non-slip cup, finished 
edges and all brass hardware. Boyt 
Co. 


For more data circle No. 33 on postcard, p. 85 


Juvenile coaster brake 


Here’s a new juvenile coaster 
brake engineered by Musselman as 
used on all Murray Park Cycles. It 
assures positive brake action and 
operates even if the chain breaks. 





The line’s top park cycle is the 16- 
in. red and white P-506 with two 
tone vinyl saddle, front carrier and 
removable double-tube cross bar. 
Murray Ohio Mfg. Co. 


For more data circle No. 34 on postcard, p. 85 


Level head garden rake 


This level head rake, LR-14, in- 
troduced under the Good Earth 
brand has 14 curved teeth on a 
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“It’s easy! 
Just 
NAME 
ME!” 


“NAME ME... and you may 
win a 1958 Ford Ranchero pick- 
up truck! Or any of the exciting 
prizes shown below!”’’ 


FOUR 1958 FORD RANCHEROS 


100 ADDITIONAL HIGH-QUALITY PRIZES 





WHO'S ELIGIBLE: 

Anyone in the United States who buys pipe 
of ALATHON® 25 polyethylene resin from job- 
bers or distributors and sells to users. This 
includes retailers, plumbers, well drillers, etc. 


HERE’S ALL YOU DO: 


1. Detach official entry blank on your current 
shipment of pipe made of ALATHON 25 manu- 
factured by Anesite Company, Crescent Plas- 
tics, Inc., Franklin Plastics, Inc., Plastic Pipe 
& Tube Div., Plastic Process Company, Re- 
public Steel Corporation and Yardley Plastics 
Company. (If you are not stocking pipe of 
Du Pont ALATHON 25, ask your jobber or con- 
tact any of the manufacturers mentioned to 
learn how to get in on these exciting contests!) 


2. Choose a name for the pipe character. 


3. Fill out and mail the self-addressed entry 
ecard. Entries must be postmarked by mid- 
night of closing date of each contest. (Starting 
and closing dates of each contest are listed 
under prizes.) 


Here are prizes 
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>) WESTINGHOUSE 
CALENDAR 
CLOCK-RADIOS 
Contest No. 1 starts March 1, 
ends midnight, March 31 


2 WARING 
BLENDORS 
Contest No. 2 starts April 1, 
ends midnight, April 20 





There is a difference 
in flexible plastic pipe . oo 
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HOW THE CONTEST WORKS: 


Enter as often as you wish. Submit one 
name only on each official entry card. 


All entries must be submitted in your 
own name, but that doesn’t mean you 
can’t get some help in thinking of the 
names. Why not make this a family 
game? Ask the wife and kids to join you 
in suggesting names. You'll be surprised 
at how many names you can think of in 
only a few minutes. You don’t have to 
limit the name to one word, either; use 
two or even three. 


Prizes will be awarded for the best 
names received from each region shown 
below on map. Judging will be by an in- 
dependent organization, on the basis of 
originality and aptness of thought. If 
more than one person submits the win- 
ning name, duplicate prizes will be 
awarded. Decision of the judges will be 
final. No entries will be returned. Al! 
entries and ideas therein become the 





KODAK MOTION 
PICTURE CAMERAS 


20 2 


Contest No. 3 starts Aprii 21, 
ends midnight, May 11 
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Peco eceoe eee ee eeeeeeee® 





Contest No. 4 starts May 12, 
ends midnight, June 15 























property of E. 1. du Pont de Nemours 
& Co. (Inc.), to be used as it sees fit. 


WINNERS WILL be notified by mail as soon 
as possible after each contest closes. A 
list of winners will be sent to any con- 
testant requesting same and enclosing a 
stamped, self-addressed envelope. 


Each region will have five winners in 
each of the five contests. (Prizes and 
closing dates shown below.) After the 
fifth contest, all winning entries (25 from 
each region) will be judged for grand 
prizes, and a Ford Ranch- 
ero will be awarded for 
the best entry in each 
of the four regions. 






Contests are sub- 
ject to federal, 
state and local 
regulations. 


20 “ ZENITH 
TRANSISTOR 
POCKET RADIOS 
Contest No. 5 starts June 16, 
ends midnight, July 31 


LEEDS NESTED 
LUGGAGE SETS 





ONE FORD RANCHERO WILL BE AWARDED 
IN EACH REGION SHOWN ON MAP 
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Better Things for Better Living . . . through Chemistry 


.. Nationally advertised 








They’re NEW! 
.high dollar-margin 





NEW G-E LIGHTED ICE « D3O 


Fits candelabra (C7%) sockets; the most 
beautiful lamps in the world. A sellout 
last Christmas and now only 29¢. 





92 





(suggested retail ) 


G-E ads will push these new 
lamps ...tell 2 out of 3 families 
to “look for G-E on the bulb’’ 


paraded This y 


teas, 





F Qm; 


ly 


This year, added to 3 new 
G-E lamps, is the selling impact 
of Sunday newspaper magazines 
in more than 250 cities. Get 
your share of full-profit sales. 
Remember you have to sell lots 
more imported bulbs to equal your 
profit on G-E lamps. So, order 
these new lamps... as well as 
plenty of fast-moving 5 bulb packs 
of standard G-E Christmas lamps. 
And be sure your string sets are 
equipped with bulbs marked G-E. 


| 





New G-E OUTDOOR LAMPS 
with brilliant Transparent Colors 
DI5 ... STEADY BURNING 
D27 ... TWINKLE « Both fit 
intermediate (C92) sockets. 


3 NEW G-E CHRISTMAS LAMPS in a 
PROFIT-MAKING ASSORTMENT 
with LIGHTED DISPLAY 


You'll like this G-E “starter” deal #226, to add to your Christmas 
profits. Because it contains only the new G-E Christmas lamps your 
customers will be asking for. (Yet it will help sell all types . . . string 
sets, too!) Here’s what you'll get in a single complete package... 226 
lamps in 42 unit packs (96-D30, 80-D15, 50-D27 . . . suggested list 
value $55.54) plus a FREE eye-catching lighted display with special 
14-socket string set and counter price card .. . for only $37.22 (sug- 
gested dealer price). Your profit ... at suggested list . . . $18.32. 
Friendly tip: Since this stock will probably care for less than 42 cus- 
tomers, you'll undoubtedly want to order additional lamps when you 
order the deal. Mzn- 
tature Lamp Depart- 
ment of General 
Electric, Nela Park, 
Cleveland 12, Ohio. 
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HARDWARE AGE, MAY 22, 


1958 








Beautiful shimmering 
light; cool-burning; 
indoor-outdoor use. 
Multiple type; 6 
gem-like colors. ideal 
for decoration all 
year. 


G-E 
Lamp 
Number 


New General Electric Christmas lamps necessitated new ordering 
numbers. To put all decorative bulbs in one related system, make 


each easier for you to designate, new numbers have also been 
given them. So, to help you plan your order this Christmas, and be 
sure of your selections, we present this guide. Keep it handy and 
you Il have the answers. 


Socket 
(Actual Size) 


Bulb 
Size 


Unit Pack 


Approx. 
Watts 


Suggested 
Retail Price 
Per Lamp 





D30 





Si 


Candelabra 


G14 





Flashes on and off 
with bright twinkling 
light. Indoor-outdoor 
use; multiple type; 
5 transparent colors 
and clear; needs no 
transformer. 


D26 


S 


Candelabra 


CT'/2 





Standard translucent; 
indoor-outdoor use; 
multiple type; dif- 
fused light in 6 colors 

. red, blue, green, 
yellow, pink, white. 





C7"/2 


S 


Candelabra 


C7'/2 





Twinkling light adds 
lively animation to 
lawn and shrubbery 
decorations; multiple 
type; 5 transparent 
colors and clear; 
needs no transformer. 





OUTDOOR TWINKLE 


D27 


C9'/2 


5 in pack 








Brightest of G-E out- 
door lamps! Makes 
decorations really 
sparkle. Multiple 
type; 5 transparent 
colors and clear. Fit 
C9 sockets. 





OUTDOOR TRANSPARENT 


DIS 


C9"/2 


5 in pack 





10 





Standard translucent 
with new smooth 
bulb; gives more light 
than former fluted 
C9'A2 lamp. Multiple 
type. Standard col- 
ors: Red, blue, green, 
white and new lemon 
yellow. 





OUTDOOR TRANSLUCENT 








Intermediate 


C9"/2 


Sin pack 





10 


1S 








Series-burning trans- 
lucent lamp; indoor 
use only; in 6 colors 

.. red, blue, green, 
yellow, pink, white. 





SERIES BURNING 


Be sure to order the lamps your customers 
want, 7 out of 10 say they prefer U. S. made 
lamps—and G-E is the best known brand. 
Get ‘em in string sets, too! And don't miss 
this deal... It’s a profitmaker! 








C6 








Miniature 





C6 








5 in pack 
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STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


STARS 3 


FAST SELLING 


\mericana 


= 
= 


a 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 


#519 

Flush Type 
2516 
Semi-Concealed 


H Me %”", Yo". 





boa 
Offset Type in %" 


OVAL HINGE 

. #522 

Fiush Type 

+520 
Semi-Concealed 
Type in %", '/.", 
*''. %" 

521 

Offset Type in %" 


V-PULLS (with concave center) 


3595 

3" Centers 
(not avail- 
able in Nickel) 


KNOBS & BASES 


#597—I'/."" Knob 
#597—2" Knob 
#510-B—2'/,"" Base 
#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 





ALWAY MAGNET 

CATCH 

#232 

Only catch in its 
rice class that can 
e used on lipped, 

flush or overlay 

doors (Aluminum 




















Ask for complete 
catalog & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
11Y/2"*x15/2"* x V2" 
to display 
mounted samples 
available upon 
request. 


META 
STAR" 


380 Butler 


PRODUCTS ©° 


_Y. 
prookly" wim 


94 


Sold through wholesalers only 





| Neck Saw Mfrs., Inc. 


WHAT’S NEW 








| age. 





14-in. wide head. One piece head 
is finished in rich blue and locked 
securely into 514-ft natural hard- 
wood handle by rivet and heavy- 
duty nickel plated ferrule. Great 


For more data circle No. 35 on postcard, p. 85 


Long-handle can opener 


Priced to sell at 29¢, 35¢ if on 





FISHING EQUIPMENT 
and reel in more profits! 


Old Pal Fishing Equipment, long the 
favorite of fishermen, is now more pop- 
ular than ever. 

Old Pal’s new, two-color design adds 
new sales appeal that’s sure to attract 
more customers sure to mean 
greater profits for you. 

Old Pal equipment is engineered for 
convenient use and years of service. 





display card, this model No. 166 | 


Androck can opener has _ long, 
rugged handles for plenty of lever- 





Hardened steel cutter is set 
at right angle for easy puncturing 
and fast cutting. It has bottle 
opener attachment on front end 
and screw cap turner. Washburn 
Co. 


For more data circle No. 36 on postcard, p. 85 


Aluminum meat tenderizer 


Here’s a light-weight, low-priced 
meat tenderizer listing at $1.29. 
Beveled teeth break down tough 
meat fibres without piercing meat 
or letting juices escape. No pound- 
ing or chemicals are required. Ten- 
derizer will make economy meat 
cuts more tender. Packed in hang- 


Old Pal’s new items create new inter- 
est. You'll capture an even greater 
share of the fishing equipment market 
with the all-new a exciting items 
now added to the Old Pal line. 


New ! 
Wade-R-Floater 
No. 1464. Designed to give 


fishermen a wider range of 
than heretofore pos- 
sible. Floating (plastic ring). 
Galvanized; one-piece; 
round. 66” adjustable shoul- 
der strap. 4-qt. 


Luses 


capacity. 





New ! 
Elevator Bucket 


No. 20GI0OEL. Special ele- 
vator device permits lifting 
minnows or any hard-to- 
handle live bait to top of . 
bucket without getting hands § 
wet. One-piece; removable & 
lid. 10-qt. capacity. Alsofloat- © 
ing model (No. 24G10EL). & 









New ! 
of Plastic Spin Kit 
No. 370. Exclusive design 


permits fast, easy selection 
of lures. Two clear plastic hinged lids open from 
either side. Piano type hinges prevent breakage. 
Colored plastic body has 16 compartments. 
Firmly anchored belt loop. 944” x 4” x 2” 


New! Motor Guard Chains 3 
Swivel snaps and oversize rings 
at both ends permit easy fas- 
tening. Vinyl coated to prevent 
marring, or cadmium plated 
to resist rust. 





New ! Fish Stringers 


Center swive! 


Strong, 
cadmium plated chain resists rust. 9 or 12 spring 
steel safety hooks. 


permits rotary action. 


For profitable business, sell the complete line of 
OLD PAL Metal and Air Feeder Minnow 
Buckets, Bait Boxes, Worm Cans, Minnow Trap, 
Plastic Lure Boxes. 

rite for free, illustrated catalog. 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America 





Lititz, Pa. « Pascagoula, Miss. * Niagara Falls, Canada 
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ing cartons with color illustrations. 
Magic Hostess Corp., Specialty Div. 


For more data circle No. 37 on postcard, p. 85 


1958 line of baseballs 


The D&M line of baseballs in- 
cludes a ball to meet specifications 
of any league in organized base- 
Included are: 


ball. Official Little, 





Official Little Boys, Ted Kluszew- 
ski, Official Babe Ruth, Official, 
Big, Official Pony and Regulation 
League. All balls are of high qual- 
ity, durable materials. Draper- 
Maynard Co. 


For more data circle No. 38 on postcard, p. 85 


Junior size picnic set 


The 
new 


small fry will like 


Junior Picnic 
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Equip your store with attractive 
Bonderized Steel Revolvo Rotating 
Bins for nails, rivets, fittings and 
other similar items. 


HERE’S WHAT HAPPENS! 


You store, display and sell, in 
only a few square feet of floor 
space (without having to touch your 
stock). Your customers serve them- 
selves from the easily accessible 
bins that display every binable 
item in your inventory. 


Write today or ask your Hardware 
Wholesaler for FREE Folder 320-A 
WITH REVOLVO.” Shows §— 
full range of sizes and models. The §—_ 
Frick-Gallagher Mfg. Co., 102 S. Mich- | 
igan Avenue, Welliston, Ohio. 


“MODERNIZE 

















YOU PROFIT FOUR WAYS! 


1. Floor space is made more pro- 
ductive a..a more profitable. Less 
floor space is required. 

Time required to handle stock 
and serve customers is reduced. 


~ 


3. Your sales increase because your 
customers see and help them- 
selves to more items. 

4. Better display in less space — 
better fixtures mean a better 
selling job. 














BONDERIZED 


REVOLVO 


COUNTER PARTS CASES 


REVOLVO 
NAIL BINS 





NAIL BIN 
COUNTERS 


DISPLAY 
COUNTERS 






















96 


~ } Rope 
‘COLUMBIAN 
| COLD | 


~ An Outstanding 


Columbian Product 
for every cordage = 


purpose 


Columbian’s Pick - Me - Up Self- 
Service Merchandiser makes its 
own sales. Displays 50 ft. and 
100 ft. Columbian Manila Rope 
Coils, ready - measured, ready- 
cut, ready to go. All you have to 
do is ring up the sale! Measuring 
22” x 22” x 542”, the Pick-Me- 
Up occupies less than 4 sq. ft. of 
floor space. 


< >» x. } 
GR WT.26 
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COLPACK 
CARTONS 


MANILA ROPE 


SE 


... are clean, convenient, space-saving. The rope 
is dispensed through a hole in the top of the 
carton, with the unused portion remaining coiled. 
You'll sell more Columbian Pure Manila Rope in 
these 2° Ib., 50 Ib., 75 Ib. and 100 Ib. Colpack 
Cartons. 


Polyethylene 
WATER-SKI ROPE 


. with its yellow color for high visibility, floots 
on the surface of the water, will not get entangled 
with propellers. In 75 ft. lengths, Ya” diameter; 
breaking strength 900 Ibs. 





JUTE TWINE 


. is soft and easy on the honds, holds knots 
well. Everybody with a garden is a customer for 
this fast-moving Columbian specialty. Attractively 
pockaged in display boxes, 12 balls to the box; 
or in tough, tear-resistant polyethylene bags, 6 
balls to the bag. 


i” 


i TWINES 2 
. \y as 
¥ N < 
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Columbian #5 
MERCHANDISER 


. is equipped with o simple, accurate cutting 
and measuring device that makes sales a matter 
of seconds. Made of heavy gauge steel finished 
in light grey enamel. Dimensions: 5442” length; 
23%" depth; 44%” high. Columbion sign is 
12%” high. 





“STABILIZED” NYLON 


. is the quality all-round twine for general 
household use. For drapery cord, pull cord, pic- 
ture cord, garden line, fishing line—everybody 
is in the market for this strong, white, good- 
looking twine that gives you another quick turn- 
over item. Twelve 100 ft. tubes in colorful display 
box; 12 boxes in master shipping carton. 


COLUMBIAN Rope Company 
Auburn, “The Cordage City,” New York 
The Man Who Knows The Ropes Says, ‘‘Columbian!”’ 
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WHAT’S NEW 








weather-resistant enamel in white 
and green, white and turquoise and 
white and tangerine. It retails at 
about $10. Features include nurs- 
ery rhyme decals, non-skid, non- 
mar rubber feet, rust resistant 
hardware. Easily taken apart for 
storage. It weighs 22 lb and has 
35 x 10-in. top. Goshen Mfg. Co. 
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Cabinet knob and pull 


Here are a 1-in. diameter cabinet 
knob and 3-in. (center-to-center) 





iD 





‘abinet pull part of the Weslock 600 
series. Finishes are: polished brass, 
dull brass, dull bronze, polished 
chrome, dull chrome, black, polished 
copper and antique copper. Western 
Lock Mfg. Co. 
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Disappearing clothesline 


Ekco’s Continental model has 
new aluminum spreader bar with 
easy-grip handle and new wall 
bracket for mounting on wall or 
post. Handle allows housewife to 
reel white plastic lines in or out 
with ease. Four-line model with 100 
ft of line, list $27.95; five-line mod- 
el with 150 ft of line, list $29.95. 
Continental. 
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Improved design revolver 


The Trailsman 66 revolver has 
two improvements. Metallic chrome 
bore lining resists corrosion and 
wear, insuring barrel accuracy and 
true bullet travel. Flash control 
cylinder rim deflects blast and hot 
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pectic O™ : arene nce Me en f Ef 


ag ha ances Ho nay Nie ane, ists / ; 


They all WANT and NEED 


| the NEW No. 1902 
BOLT CUTTER — 
gases forward and downward away 
from shooter and bystanders. List & CRIMPING TOOL : 
$39.95. A 3-shot pattern made by | . 
revolver is shown on dealer counter 
sheet. Iver Johnson’s Arms & Cycle 
Works. 
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Dripless plastic server 
Customers who want a dripless 
plastic server that will take hard 
usage will want the Maynard server 
offered in 8-, 12- and 16-o0z sizes in 


individually Boxed in 
Special Hang-Up Display 
Carton ... 


Dealers’ Net, each, $2.63 





No. 1902 
Crimping Tool 
Shears 5 sizes of machine screws and 
or bolts e Cuts and strips wire Bolt Cutter 





e Crimps solderless terminals! in 2-color carton 





rellow, pi * white. Choice of six i i 

yom ae 7 -” CRSEOS OF Sez Cash in = the demand for this meee Everything you need. . . beautifully 

color handles. Chromed tops and bolt-cutting crimping tool with packaged, perfectly displayed and 

smooth shear-action drip cutter are , : oes _  pre-priced . . . to help you profit 

seaisiniie, Maahiind: wha’ <i VACO'S exclusive merchandising Pro- from the ‘ever-growing solderiess 
ee re gram for the retail hardware dealer. terminal market. 
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Large beam cycle headlight 


Roadmaster bicycle headlight has V LINE SELF-SERVICE TERMINAL DIS- 


PLAY — Steps Up Companion Sales for 
Solderless Terminals! Contains fifty 69¢ 
Paks of the 10 most popular terminal 
numbers plus 3 No. 1902 tools. Only 
$30.90 complete. No charge for display. 


JOBBER INQUIRIES INVITED! 
Write NOW for complete details to: 





| VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11,111. 
| In Canada: Vaco Lynn Products Ltd., Montreal 1, Que. : 
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KLEINS 














Quality Pliers ws 
Customers Ask For 


When customers who know good 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are 
judged . . . backed by almost a 
century of experience. 

Kleins are available in a wide 
range of sizes and styles to meet 
every need. Be sure you have a rep- 
resentative stock of the most popu- 
lar items. 

A recently developed selling dis- 
play board on your counter will 
help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 
Write for FREE 
Pocket Tool Guide 


100 years of service 
to linemen, electri- 
cians and industry 
is back of this 
Pocket Tool Guide 
No. 100. A copy 
will be sent you on 
request without 
obligation. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp. 
New York 


coo MLEIN= 
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WHAT’S NEW 





modern automotive type headlight 
visor, red and green jewels, one on 
each side. Positive on and off toggle 


switch is protected from weather 


by under shell location. Unbreak- 
able plastic lens gives large beam. 
Offered in bright finish $3.45 with- 
out batteries, $3.15 in white baked 
enamel with bright plate retainer 
ring. Delta Electric Co. 


For more data circle No. 44 on postcard, p. 85 


6-in. size vernier caliper 


The Starrett No. 123. satin 
chrome vernier caliper in 6-in. size 
has all features of the 12 and 24-in. 








) # Pee, | ne ee 
ri Py 7" ie o $ i a oe oe i ; ee } 
eS ae aie 
' 
models. Long 50-division vernier 


scales have widely spaced, easy-to- 
read graduations for simplified set- 
tings, readings without magnifying 
glass. It has two vernier scales on 
one side of gage for inside and out- 
side measurements allowing reading 
without turning. L. S. Starrett Co. 
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Weatherproof outlets 
Do-it-yourselfers and electricians 

will want Bell outdoor weatherproof 

Switch and receptacle combinations. 
































es. ote a s 
oa Relecr 1 tele): 
WIRE STRAINER 


EIGHT SIZES. 
many leading pump 
manufacturers use Strataflo 
as original equipment. 


Cond Stick Doé‘Leak 


Strataflo Foot and Check Valves 
end leakage troubles, save wear and 
tear on pumps and save their cost 
in service calls. They are ideal for 
jet-type pumps. Write for Bulletin 
301 and prices today. 

Order from your jobber. 







STRATAFLO PRODUCTS, 


FORT WAYNE, INDIANA 


Lie 








PRODUCTS ARE PACKAGED 
TO CATCH EYES 
AND CREATE SALES 


Clotheslines Sash Cords Mason Line 
Starter Cords Jump Ropes Water Ski Ropes 





HANKS: Venetian Blind, Traverse, Shade 
Cords, Anchor Rope, Tow Lines, etc. 
Enjoy added volume and extra profit with 


NOVA Products . 
parts of the country. 


| NOVA | 


xy DiviSiIOn OF 


. our Sales Offices in all 


West Georgia Mills 








Whitesburg Georgia 
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IT FEELS RIGHT... 
IS STEEL*LITE! 


(THE MAGIC SHOVEL) 










With exclusive AMES DOUBLE-TAPER 
FORGED BLADE—shock band construction 
BLADE UNCONDITIONALLY GUARANTEED 


O. AMES CO. Wesrvincinia 
World’s Largest Shovel Manufacturer 





Want more LUBRICANT SALES? 


STOCK NEW 


m lula; ral 


; mn All-Purpose, Graphitoid 
~ ef, M, DRY LUBRICANT 










Now, in new, 
larger, plastic 
puffer guns! Long, 
tapered nozzle. Big, 
handy closure cap. 
~\ 


STAINLESS © GREASELESS * ODORLESS 


Perfect for METAL ® WOOD 
LEATHER ® RUBBER @ PLASTICS 
Wherever there’s a squeak ... 
whenever something sticks .. . 
you've got a prospect for LUB- 














New 1-900 Display 
Holds 12 plastic puffer 


guns in new, larger : . . . 
size. Colorful, attractive, | A-SPRAY! And that’s just about 
fast-selling. everywhere! Home — Office — 


Auto — Shop, they all need 
Lus-A-Spray. It’s cleaner .. . 
handicr ... better in every way. 
A Bic Prorit IMPULSE ITEM! 
Order LuB-A-SPRAY today. 

Ask your jobber about these BETTER- 
SELLING lubricants, too! 

LUB-A-GRAPH © PANEF OIL 

LUB-A-KIT © LUB-A-CABLE 








New L-400 Display 
Holds 6—3 Oz. re 
fillable plastic dispens- 
ers. Brilliant 4-color dis- 
play. Big profit-maker! 


PANEF MANUFACTURING COMPANY 


102 E. WALNUT STREET © MILWAUKEE 1, WISCONSIN 
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Customers 
like this 
self-feeding 


eo | 


Capacity 
y,”’ to y 
















that reams 
extra Fast 
and Ciean 


This RIEIbW Spiral 
Reamer is fun to use, the 
smooth-as-butter way it 
turns into the metal—pipe, 
conduit box outlets .. . 
making holes in sheet 
metal. Using is believing 

. customers know they 
got most for the money. 
Order RIGID Spiral 
Reamers from your Whole- 
saler today. 


. or that other whiz for 
both hand and power 
reaming, RIEEA(D Lon- 
Grip, with five straight 
flutes that assure clean 
work, extra easy control. 










@.RED HEAD 


OR. SEASON-LONG 
SALES AND PROFITS /; 


\ 
4 
4 





































"““SWIM-N-SKI"" 
WATER SAFETY BELT 





Choice of professional water SAFE IN USE! 
skiers! Exclusive design permits 
instant size adjustment for per- SAFE IN PROFITS! 


fect fit and complete freedom of 
action. Small, medium and large. For over a hundred years Red 


To retail about.......... $4.95 Head has been recognized by 
sportsmen everywhere for top 

U. S. COAST GUARD quality—designed with the 
APPROVED sportsman in mind! Now the 

same selling power that makes 
Red Head hunting clothing 
ring up profits for you every 
Fall will also bring you profits 
all during the boating season. 
With the big increase now 
taking place in the marine 
field, count on Red Head U. S. 
Extra poles come easy with the CoastGuard Approved Marine 
sraned colonel Red Hic fy Safety Equipment for extra 


! 
vests. New, self- sell display pack. Sales and profits! 
Three sizes, r retail a 





Tops in flash, color, style and 
 $ales appeal! Red Head life- 
m, preserver boat cushions in 
new vinyl display-pak. Lefe, 
popular NPC plastic promo- 
tional boat cushion, to sell 
about $4.50. No. PVC deluxe 
printed cushion, about $5.75. 





Creates Traffic 
and Sales for You! 


The Red Head Duck, symbol of 
Red Head advertising, has meant 
plus sales for thousands of Red 
Head dealers for over a century. 
This year, ads in Sports Illustrated, 
Outdoor Life, Outboard and 
Popular Boating help pre-sell Red 
Head marine products for you 


Write FOR FREE 
ILLUSTRATED CATALOG 


RED HEAD 


BRAND COMPANY 
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They ARE Wanted 


—and they will be wanted frequently because 
thousands of shooters know and use them. 
Ask your jobber about Hoppe's No. 9 Sol- 
vent, Patches, Oil, Gun Grease, Gun Clean- 
ing Rods, Gun Cleaning Packs and Gun 
Cleaning Outfits. 


FRANK A. HOPPE, INC. 
2314A North 8th St., Philadelphia 33, Pa. 























4311 W. Belmont Ave., Dept. HA5 e Chicago 41, Ill. 











MORE FISHING FUN=MORE PROFITS! 
CREATE MORE SALES WITH JUSTRITE’S 


FISHERMAN’S LANTERN 


Designed for fishing fun. Adds hours to 
a day. Fits in any tackle box. Easy to 
carry. Square case can’t roll away. 





© Spot Beam @ High-Powered 
@ Rustproofed @ Guaranteed 
@ Uses 6-Volt Lantern Battery 





SALES CLOSING 
FREE OFFER! © 











\ e _-»  Fisherman’s waterproof case boxed with 
\ i — 4 each lantern purchased before Dec. 31, 
4 1958—just the thing for licenses, 
Es: , matches, currency. It floats, it’s FREE! 
Lamrente ’ 
oe moas HouRS oF SHE * 
\ Shh tg NATIONAL ¢ 95 
a ome ADVERTISING: 4 
SPORTS AFIELD 
(Suggested 
FIELD & STREAM retail, less 
OUTDOOR LIFE battery) 


nem, 





the brightest name in lights 
JUSTRITE MFG. CO. CHICAGO 14, ILL. DEPT. AD58 
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WHAT’S NEW 






































Single - pole switch controls lights 
on system, while receptacle operates 
plug-in appliances. Switch and re- 
ceptacle are independent of each 
other. Model 241 Saf-T-Lok snap 
cover shuts out rain, dirt. Bell Elec- 
tric Co. 
For more data circle No. 46 on postcard, p. 85 
(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 16) 
from 50¢ up. It is free with pur- 
chase of four locks shown on it. 
HM-9 displays eight different pad- 
locks and is offered free with stock 
of 24 padlocks. HM-10 holds 12 
models of padlocks and is offered 
free with dealer purchase of 24 
locks. The Yale & Towne Mfg. Co. 
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Fluorescent tube display 


A lightweight wire rack to fea- 
ture the new G. E. Home-line 
fluorescent tubes helps customers 
select the right type for home light- 
ing. Rack holds 54 straight and 


———~ay 





Circline flourescent tubes. Retail 
value is about $73.20. The F-48 
Home-line Merchandiser is free 
with Home-line assortment. General 
Electric Large Lamp Department. 
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Bird call gift package 


Designed for Father’s Day, this 
gift package consists of a choice 


of an Olt Duck Call, a Crow Call or 






































You too, can 


GET THESE 10 MOUNTED NUMBERS 


FREE 


WITH #600 OR #700 ASSORTMENTS 


Never ending construction, and constant replacements by 


“‘do-it-yourselfers” assures year 


house numbers. To encourage you to display them, we’ll give 


you FREE the 10-number 2-color 
display pictured, with your order 
for either our #600 or #700 assort- 
ment. Order from your jobber 
to-day. 

WESSEL numbers are unex- 
celled for legibility; they’re rust 
proof and will not run. All num- 
bers individually packaged with 
rust proof pins in WESSEL 
POLY-PAKS. 


pins and washers 


pins. 


WESSEL HARDWARE CORP. 
919-931 North 5th Street 
Philadelphia 23, Pa. 


In Canada: Geo. S$. Hall Co. 
25 Grenville St., Toronto 1 


Export: Hall & Reis, Inc. 
165 Broadway, New York 6 


Soe 5 
Sea 
Se 









ca “8 


Sas 





Rust proof, beautifully desig 2d and proportioned in 
authentic hammered Colonial effect. Made for heavy | 
duty utility. Overall length 634”. Lag screws, cotter ~~ 


Also available with drive 











#600 assortment contains 200 as- 
sorted #301 numbers, brass finish; 
#700 assortment contains 200 #318 
numbers in your choice of ebony 
or half polished iron finish. 





"round demand for WESSEL 


From open stock, you can obtain 
WESSEL #301 numbers, authen- 
tic ROMAN style, 3” high in 
brass finish; WESSEL #318 num- 
bers are authentic COLONIAL 
style, 3” high in hammered sur- 
face effect in ebony or half pol- 
ished iron finish. Both items 
individually packed, with pins, in 
heat sealed mylar bags. 


included. 
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SHE LIKES THINGS 
WITH 


SHE’S 
BUYING 

































and terrific 
FLUN'T 
2000" 


In open stock assort- 
ments and beautifully 
gift-boxed sets. 


FLINT “2000” 
KITCHEN TOOLS 


Ly 








the greatest name in housewares 


Ekco Products Company 
Chicago 39, Illinois 


Ekco Products Company, (Canada) Ltd., 
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a Fox-Coyote Call, and a 7-in. 45 
rpm RCA recording of instructions 
on how to use that call. Two-piece 
kit retails for $4.75. Father’s Day 
display strip is removable and can 





NE Ss s 
** j 
. - 
OO a Ses 
. « 


i Sach Pa rh. 
ORO Recs - GAME AND a 
7. BRD CAL OY 
S ASTRECTION KIT \ 


HELPS ¥OU To BECOME 
an 





























be replaced with other special gift 
day notations. Philip S. Olt Co. 
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Colorful screwdriver display 


The first of a series of Oxwall 
20th year anniversary specials is 
this red, white, and black barrel 
display filled with 240 fast selling 
screwdrivers. Included are. six 
sizes in mechanic, electrician, cabi- 
net and Phillips type. Display mea- 
sures 12%4 x 11% in. Features 29¢ 





to 79¢ numbers. Retails value 
$69.90. Oxwall Tool Co., Ltd. 
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Lawn, garden item display 


Display unit shipped in carton 
forms base 17x17 in. when set up. 
It is free with orders for 36 trigger 


grip nozzles, 24 turbine sprinklers, 





















Crcenlfers 


“SPECIAL Ss 





0 


and 12 jumbo-size nozzles having 
total retail value of $88.92. Prod- 
ucts are prepriced and carded for 
quick display. A. W. Francis Co. 


For more data circle No. 51 on postcard, p. 85 


Wood finish assortment 


The introductory assortment 


package of Deft Wood Finish in- 





cludes without charge the Deft 
sales display kit. Assortment in- 
cludes two gallons, four quarts, six 
pints and six half-pint cans. Kit 
includes two-color counter display, 
birch demonstration panel, cartoon 
folder, consumer folders, window 
decal, architect spec sheet, price 


list. Desmond Bros. 
For more data circle No. 52 on postcard, p. 85 


Industrial knife handbook 


This 52-page, pocket size hand- 
book shows 1000 industrial hand 
and machine knives, craftsmen 
knives, fix-up and paint-up tools. 
It illustrates knives used to cut 
rubber, plastic, paper, foil, food, 
leather and many other soft and 
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semi-soft materials. Handbook 
free to those requesting it on com- 
pany letterhead. Hyde Mfg. Co. 


For more data circle No. 53 on postcard, p. 85 


Four-color mailer on pumps 


This new folder on Myers pumps 
says to customers, “Let us blueprint 
and install your water supply sys- 
tem.”’ It reminds customer that the 
dealer is a factory-trained expert, 
qualified to plan, install and service 
a water supply system. F’. E. Myers 
& Bro. Co. 


For more data circle No. 54 on postcard, p. 85 


Borderless rug promotion 


“Conquering Space” is the title 
of a new folder highlighting Arm- 





strong Quaker borderless rugs. This 
folder tells how a stock of pre-cut, 
pre-packaged, borderless rugs help 
the dealer not handling roll goods 
to sell more felt-base per square 
foot of display space. The folder 
tells how dealers can show the en- 
tire pattern range with just a 5-ft 
wall display. Armstrong Cork Co. 


For more data circle No. 55 on postcard, p. 85 


Humidifier counter display 


This three-color counter display 
17% x 14 in. shows how the Gen- 
eral 800 Automatic Furnace Hu- 
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midifier operates. It has single 
wing easel for support and fits over 
an actual humidifier with evaporat- 
ing plates installed. Literature 
pocket holds 40 envelope stuffers. 
Stand is red, blue and buff. General 


Filters, Inc. 
For more data circle No. 56 on postcard, p. 85 


Spring cabinet and display 

The Admiral Select-A-Spring 
cabinet and display is free with an 
assortment costing $49.98. Eye- 
catching, space-saving steel display 





board shows 70 springs mounted 
and numbered for easy selection. 
Assortment includes 640 springs. 
Admiral Spring & Mfg. Co. 
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New pack for screen patches 


Purse-size Snap-Patch screen 
patch in a 3 x 3%-in. package of 
five has been supplemented with a 
354 x 714-in. packet printed in blue 
and black. The new size is to re- 
duce risk of pilfering since it is 
too large for pocket or purse. 
Screen Patch Co. 
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Signaling device display 
Here’s one of two functional dis- 














Makes 
anything 
that’s hard 
to cut... easy 
to cut! 


Now included 

in famous FLINT 
Holdster® sets 

as well as in 

open stock 

to give your 
customers the 
right blade 

for every 

cutting job. 
Feature FLINT 
Holdster® Sets 
with Waverly 
Knives for 
difficult cutting 

‘ ... Hollow 
Ground Knives 
for uniform 
textures. 


FLINT 
q Cutlery 


by 
EKCO 


the greatest name in housewares 











Ekco Products Company, Chicago 39, Illinois 
Ekco Products Company, (Canada) Ltd., Toronto 
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there are 
BETTER profits 
in MAGNESIUM 
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ae Here's real safety . . . in 
ee a light-weight extension 
ladder. Strong, rigid 

and durable, these lad- 
ders are unbelievably 
handy. Fluted, non-skid 
rungs are punched thru 
and rest right on the 
1-Beam side rails, secured 
by continuous outside 
welds. Sections interlock 
for maximum sliding 
ease. Equipped with 

rope, pulley and spe- 
cially-designed locks. 



























aU 


~ World’s most complete 
metal ladder line 


MAGNESIUM 
LADDERS 


Outiast . . . outperform other ladders. 


* So light a 40-ft. ladder can be easily 
handied by one man 
¢ Stronger than any other metal ladder, 
pound for pound 
4 * Precision engineered 
; ¢ Fireproof, rustproof, corrosion and shock 
j resistant 
: * Non-magnetic, non-smudging, non- 
sparking 
Write for full information, catalog and 
3 prices on the world's most complete meta/ 
i ladder line . . . other household products. 
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Vis HITE METAL ROLLING 
| s STAMPING CORP. 
t 443 FOURTH AVENUE, NEW YORK 16, N. Y. 


Plonts: Warsow, Ind., & Brooklyn, N. Y. 








Beans st JS rod ucer =| ; 





TO HELP YOU SELL 


plays of signaling devices and tie-in 
items in the Edwards line. The 
D-390 display shows 25 of Edwards 
Signaling devices including full 
selection of bells, buzzers, trans- 
formers, push buttons and other 
residential devices. Can be used as 
easel or hung on wall. Display is 
18x30 in., made of aluminum rein- 
forced hardboard. Edwards Co., Inc. 
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Package for corner clamps 


Here’s a new colorful package 
for the Cadet Corner Clamp No. 





B214 now held in place on a flag 
red card covered with clear plastic 
blister. The 5% x 514-in. package 
is to promote impulse sales. Back 
of card shows how to use clamps. 
Retail price, $1.25 per clamp. Gun- 
ver Mfg. Co. 
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Window hardware display 

The Ives No. 4 Cam-Tite sash 
lock and No. 29 sash lift demonstra- 
tor shows both items. Sash lock has 
positive, direct pull, locking sash 


without side thrust. Wrought brass 


Watching 
SASH LIFT 






















NEW 


branding 


STAINLESS 
STEEL 


Everyone gets his 
steak cooked to order. 
Rare, Medium or Well done. 


Write for catalog 258 


ANDROCK 


OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL. 





(I like STAR key b lanks/) 


NEW 
FEATURES-— 
@ MICRO-GROOVED 
@ SEALED BOXES. \\\\ 
@ TARNISH-PROOF \\\' 

WRAPPED 
@ JEWEL FINISH 


STAR KEY & oo 
IMANUFACTURING CO. 


51 SOUTH FIRST STREET 
BROOKLYN, N. Y. 





































GIBSON 
GRIPPER 
CLIPS 





KEEP 
THINGS 
IN PLACE 
BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Mest Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 














The Quality Standard for Over 45 im 


rouge: =a NS TAMTANEOUS 


METAL POLISH 


Cleans copper, brass, chrome, 
stainiess steel and aluminum. 
Every sale a sure “repeat” 
customer. 

Write for Catalog Pages and Prices 


BOYER CHEMICAL CO. 
1611 Church St., Evanston, til. 
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and steel in standard finishes. No. 
29 sash lift has slight incline to 
permit sure comfortable grip in 
same finishes as No. 4. H. B. Ives 
Co. 
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White enamel display stand 
Here’s a point-of-sale display of 
Emalji, non-yellowing Swedish 





white enamel. Black wrought iron 
display, 5 ft high, 28 in wide, is 
furnished free with initial order. 
Top panel shows bucket half black, 
the other half finished with one coat 
of full gloss Swedish Emalji. John 
W. Masury & Son, Inc. 
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Wall poster on camp tents 
Printed in two colors with an 

overall outdoor scene in the back- 

ground, this 36 x 24-in. wall poster 











has catalog type copy on tents. Tent 
accessories such as poles, stakes, 
etc., are shown on this poster. H. 
Wenzel Tent & Duck Co. 


For more data circle No. 63 on postcard, p. 85 


Color unit night lights 


Slumber-Glo night lights are now 
offered in pink and blue as well as 
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Mr. Wholesaler 


What happens to your profit on 
41000 sales of Industrial Hardware? 


If you buy piecemeal 
from 10 sources 





Invoices, typing, 
bookkeeping, 
telephoning, 
telegraphing 
deliveries, 
etc., etc., etc. 


If you make money 
after all that 
you re a genius. 





If you buy from the 
1 source that offers 
a complete line 


1 salesmen to see 


om 


1 invoice 
1/10 the typing, 
bookkeeping, 
telephoning, 
etc., etc., etc. 
1/10 the trouble. 


You can make 
money by just 
being practical. 


We would like to show you how concentrating on 


Anchor Brand Hardware will pay off in several ways. 





























NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 





105 



































we . 
WS 
‘ i 4 


a\ 
a 


Y 


\Y 


USING 






\\: 
Ye 


an MEAN 
WV 
2' e XN 





* 
* 
7 


\: 









‘ 


/ 


Vj + 
Ag Vi ¥g 
. (J 


@ ACTS AS A RUST INHIBITOR. When applied over 
slightly rusted surfaces or where loose rust has been 
removed it stops progressive action of rust. 


@ IMPARTS FLEXIBILITY TO FINISH COATS. Resists 
damage to finish due to weather changes. Helps to 
resist dulling, chipping, peeling, flaking. 
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it is not “just another primer’ . . 


Assortment and Sales Helps. 


For BONDING 
and SEALING 


. . « there's nothing just like 
X-l-M FLASH BOND to make 
paint adhere firmly and longer to 
almost any type of surface. 

FOS os 





FIRST 


MAKES PAINT LAST 


eNO SANDING REQUIRED. It saves 


G 4 sanding and tacking off time between 
te @G the primer coat and finish coat. 
, O 
a aH 





rtment Package 


OF f 


YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 





. it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘‘stick,"’ will stop peeling, popping, blistering . . . confi- 
dentiy recommend X-!-M FLASH BOND. Ask about our Special Dealer 


LAKESIDE AVE 


H. FORSBERG COMPANY ciivecano 14. onio 








TO HELP YOU SELL 














Penne Revolutionary NEW Insect Repellent ~~ 
<i canes! PIC, the worst thing that ever h d 3 
es: » the wors g r happened to ; oo 

\s mosquito mosquitoes, is also the best thing that ever = « 

Repe happened to your customers. Not a spray, not Se 


{¢ a powder, not a lotion, PIC utilizes the 
¢\ sales‘ aroma of nature's own insecticide to provide 
artracts pleasantly effective, lasting and economical , 
protection against mosquitoes, indoors and out. 2° 
G5 1 PIC is Harmless, Non-Toxic and sold on 4 
Ss: bs SS 

Ee grantees profit a Money Back Guarantee. ¥ 

uv 













” sales-building 
display material 





SIZES 
14 hour supply 25c retail 
70 hour supply 98c retail 





Make friends and money 


with PIC. Start right now “ Some 









by ordering PIC from your jobber. Choice 
~ — Territories 
PIC is netionally advertised in magszines, “S85 — 6 Bsr de 


newspapers, drive-in theatres, radio and televisior 






te Representatives 
Jersey 








in the standard ivory and brown 
finishes. Dealers can get a two-color 
counter stand to hold an assortment 
of 12 Slumber-Glo’s. Stand mea- 
sures 12 in. across, has a 4 in. deep 
easel back and stands 11% in. high. 
Rodale Mfg. Co., Inc. 


For more data circle No. 64 on postcard, p. 85 


Plumbing item cartons 


Eye-catcher cartons are used for 
Mansfield plumbing supply items. 
Ballcock master carton of 24 pack- 
ages shows the new Brass Division 
registered trademark. Back shows 





brass line items in addition to ball- 
cocks, including temperature and 
pressure relief valves, liquid level 
control valves. Can be used for re- 
shipment. Brass Div., Mansfield 


Sanitary, Inc. 
For more data circle No. 65 on postcard, p. 85 


Glue and glue gun display 


Here’s a new time and work-sav- 
ing combination for home handy- 
men, LePage’s glue and Jet glue 
gun. Gun’s needle-like barrel easily 
injects glue into fine cracks or 
hard-to-reach small spaces. Use of 
this gun makes it unnecessary to 
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| \epace’s 


origina GLUE 
and. 
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~ eer - 


SWICK WITH |EPAGEs 4 


take chair or furniture apart for 
gluing rungs, legs, or other joints. 
Permacel-LePage’s Inc. 

For more data circle No. 66 on postcard, p. 85 








NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Lawnmower sharpener machine 


The Simplex model 400 sharpener 
will grind any bed knife and any 
reel or rotary-type blade 4 to 38 in. 
long by either flat or hollow-grind 
methods. It can be used for fast 
servicing of reel, rotary, hand and 
power type mowers. It will com- 
plete a precision grinding job in 10 
to 15 minutes. Fate-Root-Heath Co. 
For more data circle No. 67 on postcard, p. 85 


Form flow register 


Model 8000 provides positive 
forms control and alignment from 
start to finish of a recording oper- 
ation. Offered in three most pop- 





ular form sizes, each in choice of 
five colors; gray, blue, green, beige 
and bronze. Unit is made of steel 
and aluminum. Features pinfeed 
control and full-length form ejec- 
tion. Standard Register Co. 


For more data circle No. 68 on postcard, p. 85 
(Resume reading on page 17) 
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S-K/LECTROLITE 





EverRYBODY 


=“K, Lectrolite Wrenches 
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farmers, home handymen and ever housewives 


Every type of customer who enters your hardware store is a good prospect 
for socket and flat wrenches. The NRHA Approved S-K/Lectrolite No. 100 
Wrench Merchandising Program gives you the sales tools you need to turn 
this big potential into actual profits. 


Designed to meet hardware space and selling requirements, the No. 100 
Program includes a complete stock of the fastest selling wrenches and sets 
that are used in more than 90% of all wrench applications. S-K/Lectrolite 
wrenches combine superb quality with attractive pricing to offer the wrench 
industry’s most outstanding values. Finally, the No. 100 Program provides 
the most practical and effective wrench displays available. 

Hardware stores all over the country are getting 3 to 4-time turnover from 
their complete S-K/Lectrolite line, with a major share of the volume in 
big-profit wrench sets. Why not add this profit insurance to your hand tool 
department? Ask your wholesaler’s salesman for details of the No. 100 
Program ... or write, wire or ‘phone S-K/Lectrolite Tools collect! 


LAfayette 3-1300 or DEfiance 3-2065 


APPROVED MERCHANDISING PROGRAM 





LE? 


TOOLS 





3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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How's the Hardware Business ? 





Salt Lake Hardware Survey Shows Typical Order 
Of Hardware Dealer Tapers Off on Upward Climb 


The price trend on merchandise 
hardware dealers buy for their 
stores was up during the past win- 
ter, but the upward movement was 
not as marked as it was during the 
winter of 1956-1957, so the Salt 
Lake Hardware Survey shows. 

This is the survey that The Salt 
Lake Hardware Co., wholesaler at 
Salt Lake City, Utah, has con- 
ducted since 1942. The survey is 
the pricing of 420 items considered 
by Salt Lake Hardware as typical 
of an order covering 15 different 
categories of merchandise. The 
Same items are included in the 
pricing, done twice a year, begin- 
ning with March 1, 1942. 

The latest pricing was done as 
of April 14, and the figures have 
just been announced. The value of 
this order, of 420 items, on April 
14 was $5,612.38. That compares 
with a value of $5,522.05, on Sept. 
16, 1957, an increase of 1.64 per- 
cent. On April 15, 1957, however, 
the value of the order was 3.2 per- 
cent above the value of Sept. 10, 
1956. 

The full report of the survey is 

(Continued on page 110) 





Comparative Costs 


of Test Order 


Date of 
Test Order 


March |, 1942 
Sept. |, 1945 

Nov. |, 1946 
Nov. |, 1947 
Jan. 15, 1948 
June 6, 1948 

Nov. 5, 1948 

April 4, 1949 
Aug. 29, 1949 
April 25, 1950 
Sept. 22, 1950 
Jan. 2, 195! 

April 30, 1951 
Oct. |, 1951 

April 1, 1952 
Sept. 22, 1952 
April 27, 1953 
Sept. 22, 1953 
April 12, 1954 
Sept. 27, 1954 
April 11, 1955 
Sept. 26, 1955 
April 16, 1956 
Sept. 10, 1956 
April 15, 1957 
Sept. 16, 1957 
April 14, 1958 


Value 


of Order 


$2872.89 
3039.60 
3417.87 
3692.83 
3753.60 
3913.99 
4110.36 
4154.07 
4075.67 
4112.91 
4308.40 
4705.09 
4755.45 
4703.04 
4690.6! 
4697.46 
4746.16 
4787.85 
4788.82 
4815.42 
4909.84 
5060.14 
5229.34 
5307.38 
5477.18 
5522.05 
5612.38 


Percentage 

of Change 

from Previ- 
ous Test 


4+ 5.8 
412.44 
+ 8.04 
1.64 
4.27 
5.0! 
1.06 
1.88 
9 
4.75 
9.20 
1.07 
1.10 
26 
146 
1.03 
88 
02 
56 
1.96 
3.06 
3.34 
1.49 
3.20 
819 
1.64 


+4+$t4+4+++4+44 1 1444414444 


Percentage of increase 
March |, 1942 compared to April 14, 
1958, +-95.36 percent. 











New sales, service plan 
introduced by Clinton 


Clinton Engines Corp., Clinton, 
Mich., announces a new 6-point 
“service insurance” plan to help 
dealers who sell its gasoline pow- 
ered equipment. 

The plan relieves dealers of the 
worries of assembling and servic- 
ing customer purchases. 

Under the plan when a dealer 
sells a customer Clinton gasoline 
powered equipment, he sends the 
customer to a Clinton Service Cen- 
ter. There, for a nominal charge, 
the new unit is assembled and ser- 
viced in six ways. The buyer is also 
instructed on the use and care of 
the equipment and is given normal 
engine starting and operating in- 
structions. 


April building outlays 
are equal to 1957 rate 

New construction put into place 
in April was valued at $3.7 billion, 
the Commerce and Labor Depts. 
report. That’s the same amount 
spent for new buildings in April, 
1957. 

For the first four months of this 
year, the value of new construction 
put into place was $13.4 billion, 
up slightly from the $13.2 billion 
for the same period of 1957. 

Most of the increased construc- 
tion spending is reflected in higher 
outlays for public housing and 
highways. 
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HARDWARE PRICE TRENDS 


Value of Dealer Test Order 
Source-The Salt Lake Hardware Co. 
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NEW! Pre-mixed Foolproof 
Hose-Sprays...to get rid of 

Weeds and 
Soil Insects 
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| Soncana*™ 


= 


MORE AROUND-THE-HOUSE HELPS! 









. > : +<¢* 
Attacnes directly to garden ho 









No expensive sprayer to buy— no ee 
ixing, or muss! Ready-to-use concentrates, 
cach with own “spray cap”! 
€ + 
} Ant Traps. Masy to use. Wipes out whole 
Antro! An . Mas} 


Let 
> . > . > > . Ur ; weeds ang. . . 
“hei i pet-proof. Effective indoors . Now it oo ewe ae 7 
i colonies. Child- and pet-f ce et ale 
Saree t. 3 for 69% a | 


Birt . 2 ? 
— , Sh ee Shae 98, den ine e 
ye as ete: Sa ‘ pa bg ar re : 


‘Be ready to sell ANTROL HOSE SPRAY 
to your customers who are reading ads like this 


in AMERICAN HOME 





Roe “a 


- ee 
Ce Pang EO EY El 


BETTER HOMES & GARDENS 





FLOWER GROWER 


(ANTROL | PA 
POPULAR GARDENING 





and garden sections of 
leading newspapers 


SONCENTRATE - 








ANTROL® 
HOSE SPRAY 
...@ fine high-profit 









Product from 





LOS ANGELES, CALIF. « BROOKLYN, N.Y. * CHICAGO, ILL. 


* CANTON, OHIO « CHAMBLEE. GA. « CRANFORD, N.J.* SEATTLE, WASH. + DALLAS, TEXAS 
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"Snap up" unit sales with the "Can't Miss", 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for fifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
'pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGIL 









METAL PRODUCTS 
COMPANY 
ILLINOIS 


MARENGO ° 








Salt Lake Survey Shows 
Trend in Dealer Prices 


(Continued from page 108) 


given in the chart and boxes ac- 
companying this article. 

The Salt Lake Hardware Co. 
began the survey “so that we might 
determine as nearly as possible the 
effect increased prices have had 
upon our total volume of business.” 

The company prepared “a stock 
of staple items which are carried 
by the average hardware store and 
which group of items is represen- 
tative of volume producing items 
in each of the principal depart- 
ments of our business.” 

The classifications are small 
tools, contractor’s supplies and 
agricultural implements, steel and 
heavy hardware, plumbing items 
not including enamelware, electri- 
cal wiring supplies, machinery 
items, automotive accessories and 


supplies, paints, oil and _ glass, 
builders’ hardware, housewares, 
cutlery excluding pocket knives, 
guns, ammunition and accessories, 
athletic equipment, bicycles and 
supplies, and fishing tackle. 

“Quantities of the individual 
(420) items specified, on this typi- 
cal dealer’s order, are as nearly 
average as we could accurately de- 
termine and each quantity is in 
relation to our experienced sales 
volume,” Salt Lake Hardware 
points out. 

The same quantity of the various 
items has been used in each pric- 
ing survey. 

The general trend in the value of 
the order has been up. 

The first down movement came 
in Aug. 29, 1949, when the value 
was down 1.88 percent over that of 
April 4, 1949. The upward trend 
then continued, with a 9 percent 
move up in late 1950, until there 





Percentage of Price Changes by Lines 


TOTAL TEST ORDER 
(420 items) 


DEPT. A 


Small tools, 107 items 


Percentage of change 


Contractors’ supplies and agricultural implements, 48 items 


Stee! and heavy hardware, 16 items 


DEPT. B ars > 
Builders’ hardware, 39 items 
DEPT. C 


Housewores, 75 items 


DEPT. D 


Electrical wiring supplies, 25 items 


DEPT. E 


Machinery, 7 items 


DEPT. F. 


Cutlery (excluding pocket knives), 9 items 


April 14, 1958 
compared to 
April 15, March |, 
1957 1942 
.+2.46 + 95.36 
.+3.33 +116.96 
ee: .. . 43.66 +102.74 


4242 + 0892 


eo! a 
bse 3h +91 + 57.98 
41.46 + 93.18 


Guns, ammunition and accessories, 10 items 


Athletic equipment, 6 items 
Bicycles and supplies, 8 items 
Fishing tackle, 13 items 


DEPT. G . 


sae —" <. 


Automotive accessories and supplies, 19 items 


DEPT. H 


Di 


DEPT. P 


Paints, oil and glass, 18 items 


sats ene A ae 


umbing items (not including enamelware), 20 items 


.+1.66 80.04 


4- 
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CALL YOUR ATKINS WHOLESALER FOR 


COUNT ON HIS COOPERATION FOR 

















® Your Atkins wholesaler can do a lot more than _him tell you how others have set up saw displays. 
give you a fine selection of quality cutting equip- Follow his suggestions on combination sales and 
ment. He knows a lot about saws—but more im- __ special seasonal promotions—watch your saw vol- 
portant, he knows a lot about sales. ume climb, 

Your Atkins wholesaler salesman has a fine Depend on your Atkins wholesaler for merchan- 
background—knowledge, training and experience _ dising and sales help. And standardize with his 
with saws and saw uses. On top of that, he hasthe — Silver Steel line for complete coverage, fast sales, 
merchandising experience—and he knows saw __ repeat business and customer goodwill. 


users—to help you increase your sales. Ask him r ee 
for advice on window and counter displays. Let ag gy 


—A CUT ABOVE 


| THE REST! | 7 
ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


BRANCHES: Chattanooga « Philadelphia 
Chicago + Los Angeles + Portland, Oregon 


EXPORT: Borg-Warner International, 36 S. Wabash Ave., Chicago 3, Ill. 


*“Sharpie” is a Trade Mark of Borg-Warner Corporation 





















(1) No. 65 Perfection hand saw. (2) No. 75 Jun- 
ior Mechanic. (3) No. 2 back saw. (4) No. 25 
dovetail saw. (5) No. 20 curved pruner. (6) No. 
37 combination saw. (7) No. 36 nest of saws. 
(8) No. 38 compass saw. (9) No. 9 compass saw. 
(10) No. 50 coping saw. (11) Silver Steel files. 
(12) A-3 hacksaw blade assortment. 
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Multiply 
your rental 


prospects 


WITH 
Holt 





Here’ $s anew rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 


... greatly increases rental possibilities. The JW12 rents for 
@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


ji» MANUFACTURING CO. 


BETTER FLOOR MACHINES 
30 YEARS 

HOLT MFG. CO. Dept. P5 

669 - 20th St., Oakland 12, Calif., 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


FOR MORE THAN 





or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 














Better than 


T O% MARK-UP 


HARMONICA ASSORTMENT 
HOHNER POPULAR #1775 


You pay wholesaler 
. $17.75 


You se// retai/ at 
. $30.25 


This 5-color display for 
counter or window includes 


these fast-selling numbers. 


5 Marine Band 1896, ea. 
$2.25 ret. 


4 Old Standby 34B,ea. $1.75 








1 Echo 8362, ea. $2.50 
1 Echo 54, ea. $5.50 
2 AmericanAce 02, ea. $1.00 
2 Atta Boy 06, ea. $1.00 
For Attractive Sales Aids write to: 
M. HOHNER, INC. 
| [me sastest selling . 
wrought 
iron 
mailbox 
on 
the 
market! 





€<-=- == --M52 


Write for Catalog 
16 Different Models 


SOUTHERN FABRICATORS CORP. 


225 Aero Drive, P. O. Box 693 Shreveport, Louisiana 
Phone: 24671 
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was another down movement be- IMPORTANT — TEAR OUT FOR HANDY USE 


tween the spring of 1951 and the 
fall of 1952. 

The value of the order at the first 
pricing, March 1, 1942, was 
$2,872.89. This same order now, at 
$5,612, has increased 95.36 percent. 

The classifications that have 
gone up more than this overall | 

, average of 95.36 percent between 
1942 and 1958, are plumbing, build- 
ers’ hardware, small tools, steel! 

. and heavy hardware, contractor’s 
supplies and agricultural imple- 
ments. The other 10 classifications 
are under the general average. 





- ee 


FOR FAST SALES 
AND TOP PROFITS 



















Manufacturers’ activity 
declines during March 


The decline in business continues 
to be reflected at the manufactur- 
ing level. 

Manufacturers’ sales in March 
rose slightly to $26 billion from 
$24.5 billion in February, but sales 
were still nearly $4 billion lower 
than in March, 1957. 

New orders placed with manu- 
facturers also rose slightly in 
March to $24.8 billion, but this 
figure was considerably lower than 
the $29.3 billion in new orders 
placed in March, 1957. 

With deliveries continuing in 
greater volume than the inflow of 
new orders, unfilled orders on 
manufacturers’ books continued to 
decline. Unfilled orders in March 
totaled $46.6 billion. This compares 
with $47.8 billion in February and 
$63.2 billion in March, 1957. Near- 
ly all of the drop is in durable 
goods industries. 





PULL CHAIN 
SOCKETS 





PUSH -THRU 





Dun & Bradstreet has 
new management movie 


A new movie to guide managers | 
of small businesses has been re- 
leased by Dun & Bradstreet, Inc. 

The film is called “Small Busi- 

; ness U. S. A.—The Story of Main 
| Street.” 

The movie, based on actual case | 
histories from Dun & Bradstreet’s 
credit files, tells the story of anum- | 


ber of small businesses and why ALL ITEMS ULL. APPROVED 


they were successful. SOLD THRU WHOLESALERS ONLY 
The film is being distributed by | mWenaaya ha OT Tan oe ee 


Ideal Pictures, Inc., 58 East South LONG ISLAND CITY: P © NEW YORK 
Water St., Chicago 1. Rental fee is 
$2.75. 


MANUFACTURERS OF OVER 1500 QUALITY 
WIRING DEVICES AND SPECIALTIES 

















hi big aR 7 oaaien 


“Perkectiadt (3 uot aud rtcecideat 


HARDWARE AGE, MAY 22, 1958 113 









THREADED 
CLAMP FIXTURES 





SUGGESTED 

RETAIL 
No. 22—!/2" pipe... $2.44 
No. 24—%" pipe 2.76 





SUGGESTED 
RETAIL 
No. 26—34" pipe. .. 


* Threaded fixed head for permanent 
clamping 


* Sliding Jaw moves to any position 
* All metal. Finished in Blue Enamel 
* Nickel plated main screw 

Pipe Not Included 


$3.86 





QUICK 
ACTION CLAMPS 





SUGGESTED 
RETAIL 

No. 33—6" $3.42 | 
No. 33—8" 3.46 
No. 33—12" 3.60 
No. 33—18" 3.78 
No. 33—24" 3.94 
No. 33—36" 4.34 | 


* Designed for speedy operation 
* Steel beam (i"' x 5/16"') 

* Movable jaw will not slip 

* Finished in red enamel 

* Nickel plated main screw 


* '/,"" Acme thread screw 

* Sliding crosspin for close operation 
Dealers are doing a big job with B&C 
clamping fixtures. Easy sale, low cost and 
B&C quality can mean bigger sales for 
you, too. Get the facts, see your jobber, 
or write. 


THE 


BRINK & COTTON 


MFG. CO. 
33 POLAND STREET ¢ BRIDGEPORT, CONN 























onsumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





Whitlock prepares 3rd 
1958 consumer mailer 


Whitlock Corp., 
Yonkers, N. 
third 
dealers. 

The kit, based on the theme of 
“Bargain scoops for fun in the 
sun,” features an eight-page tab- 
loid-size consumer mailer. The 
mailer, printed in four colors, 
features more than 65 items. Two 
coupon specials are included. 

Items featured include lawn and 


wholesaler in 
Y., has prepared its 
1958 promotion kit for 





garden supplies, outdoor cooking 
and sporting goods equipment. 

In addition to the mailer, Whit- 
lock furnishes dealers with window 
trim kits, rain checks, price tickets 
and newspaper mats. 


Hardware wholesalers 
March sales are down 


Sales by hardware, plumbing 
and heating goods wholesalers in 
March were down 12 percent com- 
pared with the year before. That’s 
what the Commerce Dept. reports. 

For the first quarter of 1958, 
sales by these wholesalers were off 
11 percent from the corresponding 
quarter of 1957. 

However, sales in March were 
9 percent higher than in February. 








wy HORSE 









Patented 
The Wonder Horse—the orig- 
inal spring-suspended hobby 
horse—often imitated but 
never equalled. Look for the 
brand name. Six models. 


| Pious rnopucrs 
J 


MANUFACTURERS © COLLIERVILLE, TENN. 








New Merchandising Ideas 
Looking for more profits, 
better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 
Self-Service Salesmanship 1[0¢ ea. 
Selling in a self-service store re- 
quires a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 
order copies from 
Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 5éth Sts., Phila. 39, Pa. 
Cash must accompany order 

















Admiral 


Display Board 
makes SPRING 
selection INSTANTANEOUS 


and the handsome CABINET makes filling 
the order EASY. 





Write for free offer. 
ADMIRAL SPRING & MFG. CO. 
797 BROADWAY, NEW YORK 3, N. Y. 
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when you go Bulmay 





GLAMOROUS GIFTS... or PRACTICAL GOODS 


Compare! Bulman offers more exclusive features for 
instant flexibility and mass merchandising for every 
department whether it’s glamorous gifts or practical 
goods. Compare! Store operating expenses reduced. 
Compare! Proved sales increases average 31.2% in 
Bulman equipped stores. Comparison proves you go 
UP when you go Bullman. 


THE Bulrmman CORPORATION 
Grand Rapids 2, Michigan 


in Canada: Bulman of Canada 
28 Taber Road, Toronto, Ontario 


The Greatest Name in Self-Selection 


Kenberry GADGETS 
ARE PROFITABLE 


Sell fast, use 
little space 


Display as a family of 
gadgets in one piace 
en peg boards or 
counter bins for fastest 
eelf service sales. 
Serving Tongs in many 
sizes, styles * Cheese 
Slicers, Jar Wrenches 
Deluxe Chromium Roast 
Rack * Skewers in all 
sizes * Lacing Pins ¢ 
Pilate Hangers * Potato 
Bake Rack * Broom 
Clips * Food mixers, 
beaters * Many other 
Gadgets 


More than 50 
Kenberry GADGETS ' 
Ask your jobber 
Or write for List 








. 


Giant Tonge $1.10 ome Barbee 
JOHN CLARK BROWN '!#¢ 


ONE MONTGOMERY ST. 
BELLEVILLE 9,N.J. 








we and Kitehes 


hunbereg GADGETS 














NATIONALLY 


ADVERTISED ili AMERICA'S FASTEST 


SELLER BECAUSE 
IT’S SUPERIOR 










Proven through the years .. PERMANENT 


FOR SEALING TUBS, TILE, 
SINKS, WOOD, ETC. > 


Inquirers Invited © FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 


Blends, easy to use, never becomes 
herd or brittle, olways water- 
proof. Attractively packaged. 
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Assorted Moody Kits small tool sets. En- 
able you to discover best sellers for your 
store. 5 Kits on this display. All display 
pieces, prices and order combination details 
in catalog. 
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Write today for NEW tell-all catalog. 





SMALL 


Tiny Drill and Awl Tool 





TOO! MACHINE PRODUCTS CO. INC. 


2 CULVER STREET, PROVIDENCE 5, R. 1. 
Se a & SRS 


2 Ke 





Set — only one of 
many in Moody line — all are attractively 
merchandised top quolity, fast selling tiny 
tools. Get them in stock now. 


Old Fashioned Cork Screw. Aluminum 
handle. Merchandised in two ways: CS-; 
individually carded 12 to a carton, CS-12 
12 to a hang-up impulse selling card. 


Buy complete line from your Jobber. 








Promotions 


Manufacturers’ New 
Merchandising Plans 


Electrical housewares 
gift campaign planned 

The electric housewares industry 
is organizing a Christmas promo- 
tion with the theme, “Give better 
electrically.” 








The promotion will begin with a 


multi-page advertisement in the 
Nov. 15 issue of Saturday Evening 
Post. The ad will consist of a four- 
color center spread with 10 half- 
pages bound into the lower half, 
Dutch-door fashion. 

The full-page size spread will be 
a general “Give better electrically” 
ad. It will suggest that electrical 
gifts are best for Christmas giving. 
Each of the full-color half-pages 
will illustrate four electrical prod- 
ucts of participating manufactur- 
ers. 
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AMADA AMM, 
AB ARAAAAL 


No. F-2 ASSORTMENT $36.00 Each 


(Slightly higher outside continental U.S.A.) 
Packed one in a shipping carton. Weight 12 Ibs. each. 


Each Taylor F-2 Assortment comes packed with a beauti- 
ful streamer to post in your Store or Window to announce 


that you duplicate Foreign Car Keys, 
s--en----- PLUS 


A COMPLETE FOREIGN 
CAR KEY BLANK 
DEPARTMENT 


Gives You Many Extra Dollars 
of Profitable Business 


Here is what you get in the No. F-2 | 


Assortment 


@ Strong, colorful masonite board 
os em 


@ 4 each of 103 different key blanks 
e Fit 81 different European Vehicles 


@ Total of 412 key blanks—34 4/12 
dozen 


@ Hooks to accommodate 126 numbers 


@ Each hook will hold 14 to 17 keys 


@ All key positions are numbered 








AN ORDERLY SYSTEM FOR STOCK- 
KEEPING AND RE-ORDERING 
This Assortment and Key Board will 
pay for itself in a short while and 


will bring you up to date in a modern 
efficient manner. 














.our 24 Page Automotive Key Blank Cotolog # 30, 
illustrating 61 key blanks for United States Vehicles 
and 104 blanks for Foreign Cars, Motorcycles and 


Motor Scooters. 











Distributed by Wholesalers Everywhere 


KEEP YOUR 


EYE) ON TAYLOR LOCK 


if GSe) ai tele Giger ty tb 


PHILADELPHIA 32, PA 


MANUFACTURERS OF NIGHT LATCHES, PADLOCKS, DOOR KNOBS, KEY BLANKS AND BUILDERS HARDWARE SINCE 1922 





















Among the brand names already 
signed up for the promotion are 
Westinghouse, Knapp-Monarch, 
Universal, Toastmaster, Oster War- 
ing, Silex, General Electric, West- 
clox and Norelco. 


Eveready garden line 
promotion in 3 phases 


National Carbon Co. Div., Union 
Carbide Corp., New York, has pre- 
pared a three-phase promotion to 
introduce its new Eveready garden 
products. 

One phase of the promotion calls 
for full-color ads in Better Homes 
& Gardens, Flower Grower and 
Popular Gardening magazines. 

The second phase will be tele- 
vision advertising on Omnibus. 

The third phase will be a “Gar- 
dener-of-the-Year” contest aimed at 
the nation’s 25,000 garden clubs. 
City and state winners will be 
chosen to generate local newspaper, 
radio and television publicity. A 
national winner will be selected 
from among these. 


$250,000 radio, TV drive 
scheduled by Glamorene 


A $250,000 consumer advertising 
campaign on radio and television 
has been scheduled for the new 
quart-size Glamorene liquid cleaner 
by Glamorene, Inc., Clifton, N. J. 

Theme of the promotion is “A 
professional spring housecleaning 
for $1.89.’ The promotion features 
the quart-size Glamorene, which 
retails for $1.89, and a 98¢ pint, 
both for $1.89. 

Advertising will appear on Treas- 
ure Hunt on NBC-TV, Art Link- 
letter House-party on CBS-radio; 
Don McNeill Breakfast Club on 
ABC-radio, and Couple Next Door 
on CBS-radio. 


Derusto Spray campaign 
scheduled through July 


Master Bronze Powder Co., Inc., 
Calumet City, IIl., will introduce its 
new Derusto Spray with a series 
of ads that will run through July 
in consumer publications. 

The firm has scheduled 2-color, 
l-column ads in This Week and 
Parade newspaper supplements, 
Saturday Evening Post and Life 
magazines and radio and television 
commercials in key markets. 
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' Prize 
4, Winning 
Mores - Self-Selling 

—« Merchandise 
Display 





- Write for Details of BIG 
: FREE Goods Offer 


| Magic Iron 
a Cement Company, Inc. 


i 5427 BOWER AVENUE 
CLEVELAND 27, OHIO 











a8 eh MRO : 


| a3 339595 
y= 


selling Quick Wedge 


SCREW-HOLDING screwdrivers 


Unconditionally Guaranteed -—- Millions Satisfied 


938 76 screws 98. 90 
2 Nowe sated wets 


KEDMAN COMPANY > 











233 South 5th West ° 


ORDER TODAY — We'll Invoice Your Jobber 


Nationally Advertised in 8 National Magazines 


Salt Lake City 1, Utah 










Heavy Duty 
Friction 
Stays 


for casement windows 
and transoms 


No. 17—180° opening. 
Strong, self-staying to 
hold windows open in any 
position 0 - 180°. Protect 
against wind damage and 
provide adjustment for 
ventilation. Two adjust- 


Casement 














able friction heads at Bucket Transom 
elbow and sash bracket 

equipped with Bakelite 

friction washers. Reversi- Ask your hardware jobber 
ble for right or left hand or write us 


installation. Only 13” 
mounting space needed. 
Heavy cadmium plated. 


No. 174%—For ordinary 
casement sash and tran- 
soms requiring limited 
opening 20° to 35°. 

No. 17% for wide win-— IDEAL BRASS WORKS, INC. 


dows opening 20° to 90°. 250 EAST Sth ST © ST. PAUL 1, MINNESOTA 


Sdheal 
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GERBER HARDWOOD 
UNFINISHED LEGS 
REVERSIBLE 2-WAY TOP PLATE 
for STRAIGHT or FLARED <S 
wood smoothly sanded 
@ BRASS ACCENTED 


and ready for finishing 
SELF-LEVELING FERRULES 


in tempo with the latest trends 
@ EXTRA HEAVY TOP PLATE 
holds leg securely, 
prevents wobbling. 
@® A SALES BOOSTER 
for paints, stains, brushes .. . 
all related items. 
GERBER ALSO MAKES HAIRPIN, —— 
TAPERED STEEL AND FOLDING LEGS i) | 
lil 


SIZE & STYLE 








A high quality, low priced 
leg made of kiln dried hard 









































wo 6” | wo 8”| wo 2 WD 16" WD 22°] WO 28”] 














Retail (Set of 4)| $2.98 | $3.49 | $3.98 | $4.49 | $4.98 | $5.49 | 
CONTACT YOUR DISTRIBUTOR OR WRITE: 


GERBER -for all your leg needs. 


WROUGHT IRON PRODUCTS INC 





2540 FARRAR ST.. ST. LOUIS 7 
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SOUTH BEND TOY | QING 





HARDWARE SPECIALTIES 


QUALITY 
L 
























ADLES AND POTS; § 


<> 
a7, 











#373 _ & 


FORGED STEEL MELTING LADLES 


All sizes furnished either single or double lip as ordered. 
Thickness of bowls from l0GA to %". Lead Capacity 
1% to 50 lbs. Bowl sizes from 242” to 10". Also can furnish 
separate bowls to which your own handles can be 
assembled. 


GRAY IRON SOLDER 
POTS 


Made in sizes from 4” to 13¥2”. 
12” and 1342” furnished with pouring lip and 
lifting lug. #398 


WRITE TODAY FOR CATALOG 

















v. GUARANTEED @ SINCE 1830 
e mode! B1067 fea- 
white vinyl on a 23” x 42" WILLIAM JOHNSON INC. 


body. Matching aqua 
sea’ Vall ‘covered tee BRENNER AND KENT STREETS — NEWARK 3.N. J 


rail. Duchess gear. 









Keep Cool, mister! with 


ARCTIC 
BOY 


portable water 
coolers 








@ Rugged Construction 
... good everywhere 
men work! 

Store traffic zooms when @ Galvanized inset, hot 

you display this new Vanity : . 

Table. Has fold-out arms dipped after eens 

and full flounce. Height for flaw-free finish! 

20%"; 13” x 23%” top. : 

@ Large top opening, 
easy to ice, fill 


and clean. 
East—8th Floor, 1107 Broadway, New York. 
Midwest—South Bend, Indiana. 
Finn South—633-3rd National Bank Bidg., Nashville 3, Tenn. e Send for complete 
Denver & Pacific N.W .—2840 W. 93rd St., Seattle 7, Wash. : ; 
Calif. & S.W.—2330 W. 3rd St., Los Angeles 57, Calif. information and 
Canada—Toronto, Ontario. booklet “‘Care and 
Use of Your Cooler.”’ 
Sold by the most successfu/ stores everywhere. Write Dept. H-14. 








SOUTH BEND TOY 








THE SCHLUETER MFG. CO. + ST. LOUIS 7, MO. 
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Hardware store sales 
in March continue drop 


Snow storms, unseasonably cold 
weather, and rising unemployment 
throughout much of the nation in 
March hurt retail hardware store 
sales. 

Total retail hardware store sales 
during March were $178 million, 
the Commerce Dept. reports. 

That’s $30 million, or 14.4 per- 
cent, below the March, 1957, 
figures. The combination of bad 
business factors made March sales 
the lowest in seven years and the 
12th straight month in which sales 
have been behind the year-earlier 
figures. 

For the first quarter of 1958, 
retail hardware store sales totaled 
$504 million. That’s a drop of $61 
million, or 10.79 percent, from 
1957’s_ first quarter sales. Bad 
weather and rising unemployment 
were prevalent throughout much of 
the quarter. 

Here are the U. S. Commerce 
Dept. unadjusted estimates of 
hardware store sales: 

(millions of dollars) 


1958 1957 1956 
January 172 183 175 
February 154 174 171 
March 178 208 207 
Three-month 
totals $504 $565 $553 
April 221 227 
May 253 266 
June 248 275 
July 238 250 
August 234 251 
September 225 245 
October 240 258 
November 229 254 
December 283 314 
Totals $2,736 $2,893 


Price booklet prepared 
for plumbing, heating 


Elite Sales Corp., plumbers’ and 
tinners’ supply jobber in Brook- 
lyn, N. Y., has published a 40-page 
booklet giving the official list prices 
of various manufacturers for soil 
pipe and fittings, drainage fittings, 
galvanized and black malleable fit- 
tings, black cast iron steam fit- 
tings, standard and brass nipples, 
asbestos pipe covering, baseboard 
heating, radiator information, 
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heating accessories, copper tubing, 
galvanized and black steel pipe, 
lead traps, bends and pipe. 

Dealers can get a copy free by 
writing to Elite Sales Corp., 1051 
Irving Ave., Brooklyn 27, N. Y. 


Sears’ sales decline 
1.2 percent in April 


Sears, Roebuck & Co. reports 
sales in April were off 1.2 percent 
from the corresponding month of 
last year. 


Montgomery Ward & Co., on the 
other hand, reports a sales increase 
of 5.9 percent in April, compared 
with a year ago. 

The April sales drop brought 
Sears’ sales for the company’s first 
fiscal quarter to $303.7 million, off 
3 percent from the same period of 
1957. 

It was the first time since 1954 
that Sears suffered a decline in its 
first quarter sales. In 1954, Sears’ 
first quarter volume dropped 8 
percent from the like 1953 quarter. 














One of a series 


di / 4 a 
With offices in all principal cities and a ‘Ai 
nationwide staff of experienced store , | 
planners we service al! inquiries promptly 
Be right—Be sure—Decide after 5 )4%\! 
you have M &D quotations. 





44 standard color combinations are availabie 
Puy : in durable baked enamel finishes. 
ii ; A 
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M.D supply the fixtures of choice to the 


retail hardware trade at challenge prices. 












TEAR ME OFF AN MAIL ME TODAY 


To Our Neore 


' 
if you're “Garden Center” conscious MeD Store Fixtures, Ine. HAZ-| 
! 
| 


biforni 
M & D has the answers to. 245 Vineland Avenue, (City of Industry) La Puente, California or 


6 No. Michigan Avenue, Chicago 3, Illinois 
Call in the M & D man now to plan 


for increased volume and 
profits for your store. 


' 
! 
! 

Have your Store Planning Engineer contact me. | am interested in 
Complete Store installation () Upgrading or remodelin it 
Gondolas [) Platforms [) Wall Un a 
Regional sales offices in other important cities throughout the U.S.A 
NAME | 


STREET 


M & D Store Fixtures, Inc. 
>>>>> MODERN DESIGN 
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NEW SKIL SANDING DISCOVERY, 


PERMA-GRIT, 
A NATURAL FOR 
TIE-IN SALES! 


PERMA-GRIT, tough tungsten carbide 
brazed to long-lasting steel, makes ordinary 
sanding products old fashioned. And on-the- 
spot demonstrations—courtesy of SKIL’s free 
traffic-stopping counter display—lets shoppers 
prove PERMA-GRIT performance. 

Do-it-yourself fans— professionals, too—find 
it’s irresistible. Ties in perfectly with every 
supply order. All you do is let them try the 
new PERMA-GRIT Hand Sander... it’ll do 
the selling job for you! 

PERMA-GRIT Hand Sander, complete 
with sanding block and two tungsten carbide 
sheets, one rough and one medium, only $3.45 
retail. New PERMA-GRIT File, $2.25 retail. 


POPULAR MECHANICS, POPULAR SCIENCE, 
SATURDAY EVENING POST SELL SKIL! 


Skil’s big national advertising cam- 
paign is selling your customers. Be 
sure you're ready for them... con- 
tact your Skil supplier for details ... 
and get your order in soon! 











Made only by SKIL Corporation, 
manufacturer of famous 
SKIL and SKILSAW products, 
Chicago 30, Illinois 
In Canada: 

3601 Dundas Street West 
Toronto 9, Ontario 





OTTO W. SCHUELE 
started in the retail hard- 
ware business in Norwalk, 
Wis., on Jan. 16, 1908, 
with his widowed mother. 
They operated under the 
firm name, Mrs. J. Schuele 
& Son, and their opening 
stock was valued at $350. 
Six years later Mr. Schuele 
took over the business. 
For a hobby he collects 
antiques including old 
guns. He has served as 

village treasurer, member of the school board, 
and as supervisor on the county board. His 
brother, Walter, works in the hardware store with 
him. 


HUGH BARRETT CAR- 
SON of the wholesale di- 
vision of Barrett Hard- 
ware Co., Joliet, Ill., and 
a director of the company, 
joined Barrett’s in 1905 
when he was just out of 
high school. He held va- 
rious positions in the 
plumbing and heating de- 
partments and from 1920 
to 1948 was shop superin- 
tendent. In 1948 he joined 
the wholesale division. He 
is a Mason, and a member of the Sons of the 
American Revolution. He is a grandson of W. F. 
Barrett, founder of the company. 
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sell Air Power... 
boost Profit Power 





New Exclusive 
PRESSURE 
QUEEN 
4 cylinder 
Portable Paint Sprayer 





| PORTABLE 3-GALLON | 
MATERIAL 
TANK 


Professional results every time. 
Non-pulsating, continuous air flow 


-_— 


for fine finishes... spraying house 


or barn... fast, easy. Sprays paint 


undiluted, 4 or 5 times faster than 


Eliminates need 
for spray gun cup 
and refilling on 
big jobs. Safety 
valve, pressure 
gauge, 3-way reg- 
ulator. 


brushing — better too. 


ae 


portable air compressors and paint 





spray equipment. Stock up now for 











mee the big selling season ahead. 


The Campbell-Hausfeld Co., 215 Railroad Street, Harrison, Ohio 


CAMPBELL-HAUSFELD 








The “junior size’ anvil (8 Ibs.) for the 
home workshop! Just what home 
craftsmen have been waiting for! 
Beautiful display carton shows 6 an- 
vils, each a different brilliant color — 


very striking. Retails at only $3.98. 
Call, wire or write TODAY! 


e® HOME WORKSHOP — ideal for 
woodwork, metalwork, leatherwork, etc. 


e BOOK ENDS — sell in pairs 


~— Ground 
De. Surface 





~~ 






for a bit of early Americana in the home. 
@DOOR STOP — useful as well as decorative. 
e GIFT IDEA — the gift shopper's answer for the 
person who has everything. 


e CONVERSATION PIECE — for desk, table, shelves. 


eller MANUFACTURING CO. INC. COLCHESTER, ILLINOIS 








NATIONALLY ADVERTISED 


CIMO 


America’s Finest 


TACKLE BOXES 


Check these sales-making features exclusive 
with Simonsen! Streamlined styling * Patented 
adjustable tray dividers + Electronically 
welded piano hinges * Chemically treated to ‘ 

prevent rust and corrosion * Permanent baked Seamless, deep 
enamel finish * Solid brass, plated hardware SS 2” ate) eee "3 
ine te terion se aoe eee 


finish bright. zine ae enamel 
Dealers and Jobbers write for catalog of our . ; ane a. 4 A 
complete line of high profit tackle boxes. 


SIMONSEN INDUSTRIES, INC. 


look. Also in ie” (1627); 14” 
1414 South Michigan Avenue Gisees 5, illinois 
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Write for catalog on complete lineof | 








REVO UTIOWARY 





CUSHION 









































“Ma Dealen CASH IN NOW 











Bridgeport 
NEOPRENE 


GRIP. 


SCREWDRIVERS 


PATENT APPLIED FOR 


OIL & WATER RESISTANT NEOPRENE 

GRIP—PERMANENTLY BONDED 

TO TOUGH AMBERLITE 
HANDLES 


BOLSTERED 
‘ wingen SHANK 
FOR MAXIMUM 


Tests prove the CUSHION GRIP allows STRENGTH 


you to turn screws tighter than 
ordinary screwdrivers! 


SUPER COMFORTABLE 
Resilient neoprene grip never hurts the 
hand—no matter how hard you grip it! 


<r amen ner ieee eens Mette eee be 





NON-SLIP GRIP 
won't slip wet or oily, your hand 
t slip. 


UNBREAKABLE HANDLE id 
ed 
7 






BLADE OF 















HIGH GRADE, 
Hammerproof, shockproof and HARDENED 
; non-flammable. ALLOY TOOL 
CS GUARANTEED j STEEL 
2 veh eat ha BEAUTIFULLY 
| 7S | \ POLISHED 
oe fetal FOR EXTRA 
SALES 
Merchandiser Assortment +2700 APPEAL 
You get 24 Screwdrivers 
Retail Value $32.15 |» 
Dealer Cost 21.44 | oo 


Dealer Profit $10.71 


THE BRIDGEPORT HARDWARE MFG. CORP.. BRIDGEPORT 5. CONN 















PRECISION 
CROSS- 
GROUND 
POINT 


us 
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NASMD Stadies Conditions at Spring Meet— 
Sees Business Headed Into General Upswing 


That business is in the 
very early stages of a defi- 
nite upswing was the general 
opinion of the 48th annual 
spring meeting of the Na- 
tional Association of Sheet 
Metal Distributors, held May 
8 and 9 at the Sheraton- 
Blackstone Hotel in Chicago. 
Seventy - five members and 
guests attended. 

Speaking on the business 
outlook, George W. Cloos, 
Federal Reserve Bank of 
Chicago, cited evidence of 
our being in the very early 
stages of a business upswing. 
Employment figures are 
showing a good rise and in- 
dustry is now beginning to 
replace depleted inventories. 
This is helping to make sales 
show a slight and general 
improvement. 


L. S. Hamaker, general 
sales manager, Republic 
Steel Corp., Cleveland, said 
that with low steel inven- 
tories in most industries they 
must go back into the mar- 
ket for steel. 


Ways to stimulate em- 
ployees for self improvement 
were outlined by Edward M. 
Ryan, editor, Personnel Ad- 
ministration Service, Dart- 
nell Corp., Chicago. 

Joseph C. Hurley, Stand- 
ard Oil Co. of Indiana, Chi- 
cago, urged small business to 
study ways it can use to 
improve employee relations. 
It can do this by increasing 
some of the fringe benefits 
such as big industry gives. 
These plans would give em- 
ployees additional security. 

How his company plans its 
sales was outlined by Lee J. 
Haines, E. E. Souther Iron 
Co., St. Louis, NASMD ad- 
visory board member. A. M. 
Roberson, C. M. McClung & 
Co., Knoxville, told how his 
company uses sales promo- 
tion to stimulate sales. 


Thomas A. Fernley, Jr., 
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executive secretary of 
NASMD, outlined sales, in- 
ventory and accounts receiv- 
ables as reported at a recent 
meeting of the executive 
committee of the National 
Wholesale Hardware Asso- 
ciation. 

Sales for the first quarter 
of 1958 compared to the 
same period in 1957 were 
down an average of eight 
percent. April 1958 volume 
was one percent less than 
in April 1957. 

Inventories on March 31, 
1958, were eight percent un- 
der those of March 31, 1957. 
March 31, 1958, inventories 
averaged 13 percent more 
than those of Dec. 31, 1957. 
Accounts receivables as of 
March 31, 1958, equalled 52 
calendar days’ sales com- 
pared to 51 days as of March 
31, 1957. 

Forecasts for sales for all 
of 1958 compared with all 
of 1957 showed an anticipat- 
ed average of one-and-one- 
half percent lower for those 
reporting. 

The association will elect 
officers at its annual meeting 
to be held during the joint 
convention of NWHA and 
the American Hardware 
Manufacturers Association in 
Atlantic City, Oct. 5 to 8. 


New Haven Wholesaler 
Drops Small Appliances 


Bronson & Townsend Co., 
New Haven, Conn., whole- 
saler, has withdrawn from 
the appliance business. 

Walter W. Bronson, II, 
president of the firm, said 
that the decision was made 
when big companies dropped 
fair trade. The wholesaler 
is in no way critical of 
the manufacturers’ actions, 
pointing out that fair trade 
could not be enforced in 
much of the country. 


Geo. Worthington Co. 
Names Tony Rosalina 


Tony Rosalina has been 
appointed eastern district 
manager for the Geo. Worth- 
ington Co., Cleveland whole- 
saler. 

Mr. Rosalina joined Worth- 
ington as an order clerk in 
1934. He moved to the sales 
department and in 1947 he 
began covering the territory 
in and around Steubenville, 
Ohio. 

Willard Watson will now 
cover the Steubenville area. 

Mr. Watson came to 
Worthington in 1952 as an 





TONY ROSALINA 
order clerk and for the past 
four years he has been in 
the sales department. 





House Subcommittee Holds Hearings on Bill 
To Establish Fair Trade at National Level 


Arguments for and against 
a proposed national Fair 
Trade law were presented 
to a Congressional subcom- 
mittee in Washington early 
this month. 

The House Subcommittee 
on Commerce and Finance 
heard testimony from manu- 
facturers, trade groups, and 
economists in favor of strong 
national Fair Trade legisla- 
tion. Representatives of labor 
and farm groups, the Fed- 
eral Trade Commission and 
an economist spoke out 
against national Fair Trade. 

The hearings, held from 
April 30 through May 6, 
were on House Bill H. R. 
10527 which would allow 
manufacturers to establish 
retail prices on their prod- 
ucts. 

A subcommittee report on 
the hearings is expected soon. 
This report will be presented 
to the House Committee on 
Interstate Commerce. If the 
House Committee files its re- 
port, the bill will then be 
presented on the floor of the 
House of Representatives for 
action. 

Those in favor of Fair 
Trade pointed out that such 
a national law is needed if 


small business is to survive. 
They explained that the small 
retailer is hurt by unfair 
price competition, but whole- 
salers and manufacturers 
lose distribution channels for 
their products. Eventually 
this results in higher costs 
to the consumer, they ex- 
plained. 

Those against Fair Trade 
said that retail price fixing 
was unfair to the consumer 
and was not in keeping with 
a freely competitive economy. 

As an example given on 
the need for Fair Trade, 
Herman T. Van Mell, chief 
counsel of Sunbeam Corp., 
told the subcommittee of in- 
stances where 80 percent of 
small retailers discontinued 
lines invaded by discounters. 

“The price cutting now go- 
ing on because of the col- 
lapse of Fair Trade has fixed 
prices at such low levels that 
it is rapidly concentrating 
retailing in the hands of 
fewer and fewer giants,” he 
said. This, he explained, is 
creating “a retailing monop- 
oly.” 

Mr. Van Mell then went 
on to propose amendments 
by which the proposed Fair 

(Continued on page 124) 
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Washington Wholesaler 
Moves Seattle Branch 


Wholesale Div., Washing- 
ton Steel Products, Ince., 
Tacoma, Wash., moved its 
Seattle branch to a new lo- 
cation at 1120 West Ewing 
St., Seattle, May 19. 

The branch, Northwest 
Builders Hardware, Inc., is 
in a new building containing 
34,000 sq ft of warehouse 
space, 6000 sq ft of office 
space and has 4000 sq ft of 
sales and display area. 

A 60-ft counter area, a 
100-car hard surface park- 
ing lot and ample rail facili- 
ties are other features of the 
modern building. 


Steinman Names Herr 
Operations Manager 


Steinman Hardware Co., 
Lancaster, Pa. wholesaler, 
has made more moves in its 
reorganization to streamline 
operations. 

Harry M. Herr, buyer and 
assistant treasurer, has been 
appointed to the newly cre- 
ated post of inside operations 
manager. He will handle all 


internal management func- 
tions from buying to deliv- 
ery procedure. 

Mr. Herr joined the firm 
in 1928 as a biliing clerk 





HARRY M. HERR 


and has been a buyer since 
1946. 

Steinman Hardware also 
has appointed an executive 
committee to coordinate com- 
pany management. Members 
are: J. Robert Moore, presi- 
dent; Frederick Shand, vice- 
president; Mr. Herr; Ray- 
mond Herr, wholesale sales 
manager; Lewis Mease, in- 
dustrial division manager; 
Stephen Purdy, contract di- 
vision manager. 





DEALER BRIEFS: 


Modern Hartford Hardware Store Grew From 
Pawn Shop; Hollywood Store Changes Hands 


Hartford, Conn. — Green- 
spon’s hardware store re- 
cently moved from State St. 
to a new building at 36 Asy- 
lum St. A unique feature of 
the modern store is the rows 
of blue and grey rectangular 
glass panels extending high 
above the main entrance. 
The new Greenspon’s, which 
was built up from a small 
pawn shop by owner Charles 
Greenspon, is air conditioned 
and has 3000 sq ft of selling 
space. 


Hollywood, Calif. — Harry 
Perlman has purchased the 
hardware store at 5542 Hol- 
lywood Blvd. from Mr. and 
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Mrs. Paul Rompage. The 
Rompages have retired from 
business after operating their 
store on Hollywood Blvd. for 
44 years. When they first 
opened for business there 
were only three other stores 
on the block. 


Wichita, Kans. — Morton’s 
Hardware & Sporting Goods 
store has moved into a new 
building at Woodlawn and 
Lincoln Ave. Harold L. 
Morton had operated another 
store in Seneca Square. Ma- 
rine equipment is a feature 
of the new store. A. D. 


(Continued on page 126) 
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Strevell-Paterson Plans New Building For 
Offices and Warehouse in Salt Lake City 


Strevell- Paterson Hard- 
ware Co., Salt Lake City 
wholesaler, has announced 


plans for a new office and 
warehouse building on 6th 
West between 13th and 17th 
Sts. South. The single build- 
ing will provide warehouse 
and office space for em- 
ployees now scattered in six 
buildings. The firm antici- 


pates occupying the new 
quarters Jan. 1, 1959. 

The new quarters will be 
on a plot of more than 14 
acres and will provide park- 
ing space for customers, em- 
ployees and suppliers’ use. 

The new building will have 
more than 170,000 sq ft of 
floor space. 

(Continued on page 129) 





Janney, Semple, Hill 
Makes Buyer Changes 


Janney, Semple, Hill Co., 
Minneapolis wholesaler, has 
announced several changes 
in its buying staff. 

Harry M. Labree succeeds 
Earl Lussier as toy and re- 
lated lines buyer. Mr. Lus- 
sier resigned. 

Ray E. Sheridan has taken 
over Mr. Labree’s former 
assignment as housewares 
buyer. 

Charles Soderholm is 
plumbing accessories buyer. 

A. P. LaChance has been 
transferred from the generai 
office to the buying depart- 
ment, to assist J. J. Hozempa 
in electrical lines. 


Smith-Woodwell Elects 
J. R. Sommers To Board 


John R. Sommers, vice- 
president in charge of sales, 
was recently elected to the 





J. R. SOMMERS 


board of directors of Smith- 
Woodwell, Inc., Pittsburgh 
wholesaler. 

He represented the former 
Joseph Woodwell Co. in the 
tri-state area before forma- 
tion of Smith-Woodwell. 


Henkle & Joyce Makes 
Two Staff Promotions 


W. E. Henkle has been 
elected treasurer of Henkle & 
Joyce Hardware Co., Lincoln, 
Neb., wholesaler. 

He is buyer of tools, steel 
goods, wire products and 
plumbing items, and is a 
member of the third genera- 
tion of his family to be in 
the organization. 

John Olsen, formerly of 
the automotive department, 
has been named buyer of 
power tools, industrial items 
and electrical merchandise 
other than small appliances. 
He has been with the com- 
pany for 12 years. 


Supplee-Biddle-Steltz 
Names Harry Sussman 


Supplee-Biddle-Steltz Co., 
Philadelphia wholesaler, ap- 
pointed Harry Sussman 
sales manager of the floor 
covering division this month. 

Also, John Lindenmuth 
will now be responsible for 
all buying in the floor cover- 
ing division in addition to 
handling the duties of inside 
manager. 
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“Clueky” 
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clarity — uniformity — superior strength. Do-It-Yourself 
fans will come to you — and only to you — for Rogers 
Glue, to complete their favorite projects. Be sure you 
have enough on hand to meet the demand . . . and make 
extra profits on tie-in sales. Order Rogers Glue from your 
jobber right away. If he can’t supply you, write us 


e 


oor a - 


hen you X-hibit 
ROGERS GLUE 
You have X-clusive 
coverage of the hobby 
trade 
And make X-tra PROFIT! 


“Glueky” tells home craftsmen that ONLY 


YOU SELL ROGERS. 


. - the best liquid fish 


glue. National advertising in Do-It-Yourself 
publications informs customers and pros- 
pects that their Local Store can supply them 
with Rogers Glue. They know, too, that 
Rogers Glue is always easy to spread... 
ready to use. Just a little does a lot, because 


Rogers Glue 


immediately. 

Over 3,885 Ibs. 

Shearing Strength We anges? Glue - Cada $00 
. 


per Square Inch. 


is laboratory-controlled for 
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ANTI-SYPHON CHECK VALVE <¢ 





LIST PRICE 


Full water-way.No restriction, 34"’ pipe 


UNION VALVE (Non-Union $2.60) ¢ 


Swivel seat for long life, 4 "’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


Ideal for Siamese connections 


$ 


GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


f50 
360 


}° 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 


CHAMPION BRASS MFG. CO. 


1460 NAUD ST. 
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Subcommittee Holds 

Fair Trade Hearings 
(Continued from page 122) 

Trade law could be strength- 


ened. 















James R. Caldwell, presi- 
dent of Rubbermaid Inc., also 
presented the subcommittee 
with examples of how the 
lack of Fair Trade was lead- 
ing to the elimination of 
small business and how many 
small retailers were discon- 
tinuing lines which had been 
price-footballed. 

Melville R. Bissell, III, 
president of Bissell Carpet 
Sweeper Co., told how “many 
wholesalers and retailers are 
afraid to buy because of fear 
that they may have to liqui- 
date inventories at cost or 
below.” 

He told of retailers who 
were forced to return Bissell 
products because they could 
not meet discount house com- 
petition. 

These same reasons for 
Fair Trade were echoed in 
statements from the Na- 
tional Retai! Hardware 
Assn., the Bureau of Educa- 
tion on Fair Trade, the Na- 
tional Appliance & Radio-TV 
Dealers Assn., the National 
Assn. of Retail Clothiers & 
Furnishers, the Nationa} 
Federation of Independent 
Business, the California 
Pharmaceutical Assn., and a 
Harvard University law pro- 
fessor. 

Opposition to the bill came 
from the Industrial Union 
Dept. of AFL-CIO, The 
American Farm Bureau Fed- 
eration, the Federal Trade 
Commission, and a_ Boston 
College economist. 

The labor and farm groups 
argued that retail price 
maintenance was not fair to 
the consumer. 

The FTC said a 1945 study 
made by that agency showed 
“that resale price mainte- 
nance was unsound economi- 
cally, tended to destroy com- 
petition, and, at least in cer- 
tain areas, favored the large 
concerns.” 


New Lawn Mower Firm 
Called Wil-Mow Corp. 


The Wil-Mow Corp., Bridg- 
man, Mich., has been organ- 
ized for the manufacture of 
lawn mowers, according to 
an announcement by Robert 
M. Wiley, vice-president. 
The new company plans to 
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ROBERT M. WILEY 


specialize on a 22-in. rotary 
mower which will be sold 
exclusively through the 
wholesale hardware trade. 

Mr. Wiley was formerly 
director of sales for Pioneer 
Gen-E-Motor Corp. and, 
prior to that, sales manager 
for Johnston Lawn Mower 
Corp. 


Carl W. Geist Elected 
P & C Vice-President 


Carl W. Geist, treasurer 
of P & C Tool Co., Milwau- 
kie, Ore., has been elected 
vice-president of the com- 
pany. 

Mr. Geist will continue as 
treasurer of the company. 
He will also continue to 
supervise personnel and pur- 
chasing. 





CARL 


W. GEIST 


James E. Butler Joins 
Ridge Tool Co. Staff 


James E. Butler has been 
named manager, sales pro- 
motion, Ridge Tool Co., Ely- 
ria, to start an intensified 
sales program to aid distri- 
butors. 

Mr. Butler was sales man- 
ager at the Atkins Saw Div., 
Borg-Warner Corp., Indian- 
apolis. He started his hard- 


ware career as a salesman 
and area manager in the 
east and mid-west for Ni- 


cholson File Co., Providence. 
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Wm. M. Stout Forms 
New Consulting Firm 


A management consultant 
firm, which will specialize in 





WM. M. STOUT 


wholesale hardware opera- 
tions, has been formed by 
Wm. M. Stout. 

The firm will be known as 
Wm. M. Stout & Associates, 
and will have its headquar- 
ters at Suite 2311, First Na- 
tional Bank Building, Pitts- 
burgh, Pa. 

Mr. Stout, who is well 
known in the hardware trade, 
plans to offer consulting ser- 
vices to wholesalers to aid 
them if improving sales and 
profits. 

Thewrganization will place 
emphasis on improving sales 
and profits through such 
measures as reorganization 
of office procedures, improv- 
ing warehouse efficiency, de- 
veloping self-supporting con- 
sumer advertising and sales 
promotions for dealers, re- 
tail store modernization, and 
sales training at the whole- 
sale and retail level. 


Mr. Stout was president 
and general manager of 
American Hardware Supply 
Co., Pittsburgh, for one year, 
and executive vice-president 
for 19 years. Prior to that 
he was a leading salesman 
for the old Simmons Hard- 
ware Co. 


May Hardware Expands 
Into Baltimore Area 


May Hardware Co., hard- 
ware wholesaler at Washing- 
ton, D. C., has expanded its 
sales into the Baltimore area. 

May Hardware has taken 
over the staff of Atlantic 
Distributing Co., Baltimore, 
which recently went out of 
business. These men are Wil- 
liam Herman, Paul Richard, 
and Gil Feldman. 

May Hardware formerly 
went about half way between 
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Washington and Baltimore. 
Now the metropolitan Balti- 
more area is served, and 
orders filled from the Wash- 
ington, D. C., warehouse. 


National Carbon Elects 
Bergan Vice-President 


Raymond P. Bergan has 
been elected vice-president- 





RAYMOND P. BERGAN 


consumer products of Na- 
tional Carbon Co., division 
of Union Carbide Co., New 
York City. 

Mr. Bergan joined Union 
Carbide in 1925 as a dealer 
salesman-consumer products 
for National Carbon. In 1945 
he was named general sales 
manager-consumer products. 
In 1949 he was appointed as- 
sistant to National Carbon’s 
vice-president and _ general 
manager for consumer prod- 
ucts. 





Briggs Gets Top Post 
With Kraeuter & Co. 


Bruce Briggs has been | 


elected vice-president and 


general manager of Kraeuter | 


Newark hand | 


& Co., Inc., 


tool manufacturer. 


Mr. Briggs was flat wrench | 


division manager of Thorsen 
Mfg. Co., 
Before that he was 


of Buffalo. N. Y. 





BRUCE BRIGGS 





. 


Oakland, Calif. | 
sales 
manager of Barcalo Mfg. Co. 


| Maynard your one brand, complete line of sports equipment. 
| Write today for full information, catalogs and name of your 
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%* A complete line of sports equipment 
High-quality insures repeat sales 
Nationally famous brand name 

All price ranges 

Approved Youth League equipment 
MacGregor golf balls and tennis equipment 
Complete catalog presentation of line 

Quick delivery from wholesaler 


ee Oe OF 


Faster turnover — higher profits 


Why not send your sales figures up and up. Make Draper- 














nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. 











Cincinnati 32, Ohio 
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JOIN THE 
‘“Sean’t lose” 


Flexible Plastic 







ee 


FLEXIBLE PLASTIC PIPE 


«+e you may also win one 
of 4 trucks...in addition 





to one of 100 other prizes in the 
DU PONT PLASTIC PIPE CONTEST! 


Cresline is the proved right flexible plastic pipe. Proved 
right by grueling accelerated use tests. Checked for 
quality through every stage of production. Approved 
for drinking water use by the National Sanitation 


Foundation. 


Guaranteed 


right in writine! Because 


Cresline is made of Du Pont Alathon 25, the finest 
quality virgin polyethylene, those who handle Cresline 
are eligible to enter Du Pont’s easy contest. Entry cards 


are attached to each coil of Cresline Flexi- 
ble Plastic Pipe. Write today for literature 
and name of your Cresline representative. 


Investigate CreAinne -KL (Kralastic)... 


the superior plastic pipe for extra-rugged use! 






ie 


Write for 
FREE 

authoritative 
booklet... 


“HOW TO 
CHOOSE AND 
USE FLEXIBLE 
PLASTIC PIPE" 














Cresline KL pipe is made from 100% vir- 
gin Kralastic resin. The lightest of all semi- 
rigid or rigid plastic pipes, it is excellent 
for many home and industrial uses includ- 
ing drinking water service lines where 
working pressures permit. Because of its 
extra strength, it can be used in many ap- 
plications instead of metal pipe at a sav- 
ings of 50% to 75% on installation costs. 
Write for details. 


All Plastic Pipe Is Round, Black and Has 
a Hole in It... But There Is a Difference! 


CRESCENT PLASTICS, inc. 


Dept. A-8, 955 Diamond Ave. « 
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DEALER BRIEFS: 


(Continued from page 123) 
Bolinger manages the marine 
department. John Ramsey 
runs the hardware store. 
T. H. McCafferty is in charge 
of marine service. 





Wayne, Pa. — Conestoga 
Hardware store held an all 
day Lawn & Garden Clinic 
April 5. Salesmen from sup- 
pliers of seed, mowers and 
other items in the outdoor 
living field were on hand to 
demonstrate their products. 
Special features, such as 
demonstrations on pruning 
and talks by gardening ex- 
perts were high spots of the 
p 29#2zram. Owner Richard 
Filipone and his son, Dick, 
said that traffic was heavy 
at the store throughout the 
day. 


Jackson, Mich. — Leeke’s 
Hardware on Lansing St. 
has opened a branch store in 
the Michigan Center shop- 
ping center on Page Ave. 
David Leeke, Jr., heads the 
new branch. Mr. Leeke, his 
father, David, Sr.; mother, 
Anna, and brother, Robert, 
are partners in the business. 


Winnsboro, La. — Hooper 
Hardware & Furniture Co. 
opened for business under 
the Keen Kutter Stores ban- 
ner Oct. 17, 18 and 19. The 
grand opening was a big 
success. 


Yankton, S. D.— Collig- 
non’s Our Own Hardware 
recently held a_ three-day 
grand opening of its new 
branch. The firm also oper- 
ates stores in Woonsocket 
and Madison, S. D. 


Decatur, Ill. — Morehouse 
& Wells Co., retail division, 
was completely burned out on 
New Year’s Day. The retail 
store is being operated from 
a temporary office. 


Reidsville, N. C.—Hudson 
& Lester Hardware Co. re- 
cently held a formal opening 
of its new store at 112 Settle 
St. The business was located 
at Settle and Market Sts. 


Inverness, Fla. — Citrus 
Hardware, Inc., opened its 
new store on Main St. last 
month. Owen Eaton and 
Jack Reed are owners of 
the store located in the for- 
mer quarters of Anderson’s 
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Inverness Hardware. Mr. and 
Mrs. Eaton also own two 
stores in Canada. 


Salem, Ohio — Glogan 
Hardware, 665 E. State St., 
has a new manager. He is 
Ed Wilhelm, who worked at 
the store some years ago. 


Janesville, Wis.—A. R. 
Teske will operate the hard- 
ware store in the Creston 
Park Center, to be built by 
the fall of 1958. 


Walla Walla, Wash.—State 
Hardware recently moved to 
new quarters at 115 E. Main 
St. Lloyd Tyler is the store 
manager. 


Howard Lake, Minn. — 
Lang’s Hardware and Sport 
Shop will move to the Vern 
Anderson Building. 


Unican Plastics Names 
Warren F. O'Donnell 


Warren F. O’Donnell has 
been appointed general sales 





WARREN F. O’DONNELL 


manager of Unican Plastics 
Co., Inec., Northboro, Mass. 
He formerly handled the 
firm’s advertising production 
from outside the organiza- 
tion. 

Mr. O’Donnell will direct 
general sales for all Unican 
plants and will also super- 
vise public relations and ad- 
vertising programs. 


Berns Buys Finders 


Berns Air King Corp., 
Chicago, has purchased Fin- 
ders Mfg. Co., also of Chi- 
cago. Finders manufactures 
Holliwood Broilers and other 
household appliances. Berns 
will continue to produce all 
items in the Holliwood line 
without interruption. Produc- 
tion and sales will be han- 
dled at the main Berns fac- 
tory at 3050 N. Rockwell. 
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brief reports of 


MANUFACTURERS SALESMEN 


® Stanley Works, Stanley Hardware Div., New Britain, 
Conn.—John F. Hollfelder from Georgia and South Caro- 


lina to regional manager of the new southeast region which | 


includes Virginia, North and South Carolina, Tennessee, 
Alabama, Georgia and Florida; Samuel S. Culley from 
assistant representative to representative covering Georgia 
and South Carolina. 





e M & D Store Fixtures, Inc., La Puente, Cal.—Thomas 
R. Martin to store planning engineer in northern and 
western Pennsylvania, northern West Virginia and north- 
eastern Ohio. 





@ Standard Tool Co., Cleveland—Joseph A. Tetrault, 
former Detroit and New York representative, New York 
branch manager. 


@ American Window Glass Co., Pittsburgh—C. A. Van 
Winkle, formerly with West Coast glass distributors, to 
newly formed Seattle territory including Washington, Ore- 
gon, Montana and Idaho. 


@ Gale Products Div., Outboard Marine Corp., Galesburg, 
Ill.—Leonard L. Melson, previously with a boat manufac- 
turer and distributor in Dallas, to south-central district 
sales representative with headquarters at Denison, Texas. 


@ John W. Masury & Son, Inc., Baltimore—Russell J. 
Mayhugh, as sales representative for southeast Forida, 
with headquarters at Lake Worth, Fla.; James Stott, as 
sales representative for central New York state, with head- 
quarters at Syracuse. 


@ Portable Electric Tools, Inc., Chicago—Stanley C. Frook, 
formerly general manager of service division, to the Chi- 
cago sales department. 





@ Champion DeArment Tool Co., Meadville, Pa. — Dan 
Schmelzinger to Missouri, Kansas, Iowa, Nebraska. He re- 
places Frank Grooss who still covers Illinois, Michigan, In- 
diana, parts of Ohio, Kentucky and Wisconsin. 


@ American Screen Products Co., Northlake, Ill.—TIllinois 
and Wisconsin territory for the Har-Vey Hardware line to 
Homer S. Renaud, 30 N. LaSalle St., Chicago. 


@ Clayton Mark & Co., Evanston, Il1|—Carl D. Hanson, 
former sales manager in Texas and Louisiana for the 
Weatherhead Co., to unions sales representative in the 
Gulf Coast States. 


@ M & D Store Fixtures, Inc., Chicago—R. B. King from 
sales on West Coast and in the east, to Chicago as eastern- 
midwestern sales manager. 


e P. & F. Corbin, New Britain, Conn.—Ezra Craig from 
Philadelphia area to Maine, New Hampshire and Vermont; 
Roger Wigton to Iowa and Nebraska. 





R. G. Davis Directs Weyrauch, vice-president in 


National Mfg. Sales charge of sales, who died 
last February. 


Ralph G. Davis was re- 
cently appointed genera! 
sales manager of National 
Mfg. Co., Sterling, Il. ‘ 

Mr. Davis joined the com- Ajax Changes Name 
pany 37 years ago and is Ajax Hardware Sales Co., 
former manager of the com- Los Angeles, Cal., has 
pany’s order department. changed its name to Ajax 

Prior to his appointment Hardware Corp. No other 
as general sales manager changes have been made in 
he was assistant sales mana- the personnel or operation of 
ger associated with Hugo the firm. 
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“It’s been smolderin’ ever since we started 
suggesting ‘ScoTcH’ Brand Masking Tape 
with every paint sale!”’ 


—_—_—S~SE 














Say it with confidence: 


W yn he: [[ood 








Po MENDER 


rem, SEALER 





Fills cracks, holes, gouges 
Can be sawed, planed, sanded 

Holds screws and nails like hardwood 
Dries with minimum shrinkage 
Perfect “related item” for extra sales 
Full 40% dealer profit 


Another quality product by the makers of 
AMBROID and EVERFAST Liquid Cements 


In colorful dispensing cartons of 1 doz. 4-0z. cans 


Retail 40c ea. (Your profit per can, l6c) 


CALL YOUR DISTRIBUTOR NOW or write 
AMBROID CO. INC., &. WEYMOUTH, MASS. 
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NWHA Promotes Thomas A. Fernley, Jr. and 





THOMAS A. FERNLEY, JR. 


Two important changes 
have been made in the offi- 
cers of the National Whole- 
sale Hardware Association 
at its Philadelphia headquar- 
ters. 

Thomas A. Fernley, Jr., 
former executive secretary, 
has succeeded George A. 
Fernley as managing direc- 
tor. 

R. Bruce Wall has been 
elected secretary of NWHA. 

George A. Fernley has 
served the association in an 
official capacity since 1912. 
He will continue as a con- 
sultant. 

Thomas A. Fernley, Jr., 
has been an official of NWHA 


R. Brace Wall to Higher Association Posts 





GEORGE A. FERNLEY 





R. BRUCE WALL 


since 1940. 
Mr. Wall joined the or- 
ganization office in 1947. 





Midwest Hardware Show 
Replaces 4 State Shows 


The secretaries of four 
state hardware dealer asso- 
ciations — Illinois, Indiana, 
Michigan, Wisconsin — have 
announced that the annual 
hardware shows of these as- 
sociations are being discon- 
tinued. 

These secretaries also an- 
nounced that these state 
shows have been replaced by 
the Midwest Hardware & 
Housewares Show which will 
be held on Navy Pier, at 
Chicago, Sept. 7 to 10. 

The secretaries stated that 
there will be one instead of 
four shows and “wish to em- 
phasize that there will be no 
competing shows.” 


Ingraham Co. Names 
Rork Sales Manager 
Allen W. Rork has been 


appointed general sales man- 
ager of Ingraham Co., Bris- 
tol, Conn. 

Mr. Rork was midwestern 
regional manager for Clock 
and Timer 


Dept., General 
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ALLEN W. RORK 


Electric Co. He had also 
served in various capacities 
with the GE Telechron Div. 
beginning in 1946. 


Earl Lewis Now With 
Meyer Merchandising 

Earl Lewis has _ joined 
Meyer Merchandising Ser- 
vice, Inc., consumer catalog 
specialists in Chicago, as 
sales promotion manager. 

He was with Ekco Prod- 
ucts Co. in the same capac- 
ity. 


News of the Trade 


C. B. Mulliken Heads 
Dazey Corp. Sales 


Charles B. Mulliken has 
been named sales manager of 
the Dazey Corp., St. Louis 
kitchen appliance manufac- 
turer. 

Prior to his appointment 
he represented Dazey and 
Universal Products in parts 
of Iowa, Missouri and Illi- 
nois. 

He was housewares buyer 
for department stores in St. 
Louis and St. Paul. 








CHARLES B. MULLIKEN 





OBITUARIES 


Jonathan Yerkes 


Jonathan Yerkes, president 
and treasurer of Florida 
Hardware Co., Jacksonville 
wholesaler, died recently at 
his home. He had been with 
the company for about 50 
years. 

Survivors include Judson 
B. Yerkes, Jr., vice-president 
and secretary of the com- 
pany. 


Charles D. Joppe 


Charles D. Joppe, 54, part- 
ner in Alpine Hardware & 
Appliance Co., Grand Rapids, 
Mich., died April 25 after 
suffering a heart attack at 
the store. Mr. Joppe was 
a partner in the business for 
the last 10 years with his 
brother, Robert, and his step- 
father, John VanderVeen. 


Mrs. W. C. Heimerdinger 


Mrs. W. C. Heimerdinger, 
97, who served in recent 
years as official greeter at 
the W. C. Heimerdinger Co. 
store in Louisville, died Ap- 
ril 21. She took over man- 
agement of the store in 1918 
when her husband died. 

Survivors include two sons, 
William G. and Henry Hei- 
merdinger, who now operate 
the hardware store. 


Arthur G. Shannon 


Arthur G. Shannon, found- 
er and owner of A. G. Shan- 
non Hardware, Buckhannon, 
W. Va., died May 1 in Buck- 
hannon. 


Ty Catron 


Ty Catron, Dallas manu- 
facturers agent for Shake- 


speare Co., Kalamazoo fish- 


ing tackle company, died 
after an illness of several 
months. He worked as a 


young man for Cullum & 
Boren, Dallas, wholesaler, 
later joining Shakespeare Co. 
for whom he traveled for 
more than 31 years. 


Harry Buncher 


Harry Buncher, 82, foun- 
der of Buncher’s Hardware, 
Millburn, N. J., died recently. 
A native of Russia, he had 
operated a hardware store 
in Millburn for many years. 

Survivors include a_ son, 
Herman, who has operated 
the hardware store since 
1948. 


Frank J. Wetmore 


Frank J. Wetmore, 72, re- 
tired representative with Old- 
ham-Rust Co., New York 
manufacturers’ agents, died 
recently at his home in Long 
Island. Mr. Wetmore joined 
Oldham-Rust in 1930 and 
retired July 1, 1953. 


Paul La Poff 


Paul La Poff, 55, owner of 
United Hardware Co., Pater- 
son, N. J., died suddenly at 
Barnert Memorial Hospital 
April 28. Mr. La Poff estab- 
lished his hardware firm on 
2ist Avenue 29 years ago. 


John Christianson 


John Christianson, 90, re- 
tired Everett, Wash., hard- 
ware dealer, died recently 
after a brief illness. He was 
a native of Denmark, and 
entered the hardware busi- 
ness in 1901. 
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Fastener Firm Elects 
Jones and McCully 


Russell, Burdsall & Ward 
Bolt and Nut Co., Port Ches- 
ter, N. Y., has elected two 
top executives to new posts. 

W. Gould Jones has be- 
come vice-president in 
charge of sales and was also 
elected a director. He was 
with McKinsey & Co., Inc., 
management consultants. 

Harry O. McCully, former 
vice-president in charge of 


sales, has been elected senior 
He 


vice-president. will con- 





W. GOULD JONES 


HARRY 0. McCULLY 


tinue to be active in the for- 
mulation of sales policies. 

Mr. McCully joined R B 
& W 26 years ago after serv- 
ing as president of Erie Bolt 
& Nut Co. 


Pet Service Manager 


John Tracy, former Chi- 
cago city sales director, has 
been appointed general ser- 
vice manager of Portable 
Electric Tools, Inc., Chicago. 
Mr. Tracy will supervise the 
Pet Tool service department 
and its 28 authorized service 
stations. 





Strevell-Paterson 
Plans New Building 
123) 
Features of the new unit 
will be: air-conditioned of- 
fices and sales area: railroad 
side tracks and easy access 
to the Salt Lake City North- 
South Freeway planned for 
early construction. 
Established in 
Scott-Dunham Co.. 
is headed by F. S. 


(Continued from page 


1873 as 
the firm 
Walden, 


president and general mer. 

U. J. Kuhre, executive 
vice-president, addressed the 
October, 1957, convention of 
the National Wholesale 
Hardware Association in At- 
lantic City on the subject, 
Know Your Costs, Make 
More Money. 

Other officers of the com- 
pany are: F. M. Moore, vice- 
president; R. E. Mark, sec- 
retary and L. W. Mansell, 
treasurer. 


Architect's drawing of the new Strevell-Paterson warehouse. 
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News of the Trade 


Burgess Advances Two 
Top Ranking Officers 


Fred J. Kirkman, former 
executive vice-president and 
general manager of Burgess 
Battery Co., Freeport, IIL, 
has been elected president. 
He succeeds Dan W. Hirtle, 
who was elected to the newly 
created post of vice-chairman 
of the board. 


Mr. Kirkman, a 24-year 
veteran with the company, 


was also elected a director. 
He joined the company in 
the engineering department’s 





FRED J KIRKMAN 





DAN W. HIRTLE 





He is a for- 
mer general manager of the 
company’s Canadian opera- 
tions in Niagara Falls, Can- 


test laboratory. 


ada. Later he was named 
vice-president and _ general 
manager of U. S. and Ca- 
nadian plants. In 1955 he 
was elected executive vice- 
president. 


Oscar Reiss Manages 
ideal Stuffed Line 


Oscar Reiss has been ap- 
pointed manager of the 
stuffed toy division of Ideal 
Toy Corp., New York City. 

He was general manager 
of Knickerbocker Toy Co. 
for eight years and chief en- 
gineer of Hassenfeld Bros. 
for seven years. 


G. H. Stratton Promoted 


Dennis Mitchell Industries, 
Philadelphia shopping and 
laundry cart maker, has pro- 
moted G. H. Stratton, a 
member of its promotion and 
sales staffs, to sales promo- 
tion manager. 

Mr. Stratton will direct 
all promotion and advertis- 
ine for both housewares and 
juvenile divisions. 


Cook & Dunn's Clinic 


Cook & Dunn Paint Corp., 
Newark, N. J., recently held 
a paint selling clinic for 350 
dealers in four cities at the 
same time. A closed circuit 
telecast made it possible for 
Adam G. Dunn, president of 
the firm, to present ideas to 
the groups on how to beat 
“discount house competition.” 











Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words........... 
Each additional word........... 10 
Positions Wanted 
ro! Rate) set solid, maximum 9 


eee ee ee eee eee eer een eee ew eeen eee eee 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, 
catalogs, etc., 
number advertisers. 
sufficient postage for remailing. 


Thursday. 


“yy 
will not be forwarded to box 
unless accompanied by 


No agency commission allowed. 


HARDWARE AGE is published every other 
Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompony order in form 
of check or money order payable to Hard- 
ware Age—Classified Section, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 











REPRESENTATIVES WANTED 


Manufacturer of Aluminum Lawn Edging wants agents 

in all territories to the Hardware and Garden Supply 

2. Ba wy my actively calling on key retail 

m Supply accounts and selling 

inom Givest sartioulerty wanted. List territories covered 

lines carried and number of salesmen at present 
time 


Address Box E-43, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








HARDWOOD SLIDING CABINET TRACK 


Manufacturer wants representatives 
calling on hardware and building supply 
wholesalers. Write stating experience, 
lines carried and territory traveled. 
Address Box E-26, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 








Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





Distributorships Available 


It is seldom that distributorships are available or 
solicited by the makers of one of the top prestige 
paint makers . .. a company that has been in 
business for 124 years. 


Most independent dealers are feeling the pinch of 
discount houses .. manufacturer owned stores 

. and mail? order stores. This is the first time 
an invitation in this form has ever been made. 

ere we will present our story, it is our belief 
that in products, packaging, promotions, profits, it 
will be proven that no better proposition in paint 
was ever presented. May we suggest that you 
write immediately it may be that your 
territory is open. If so, do not delay . . . write to: 


JOHN W. MASURY & SON, INC. 
1700 Bayard Street, Baltimore 30, Maryland 


ESTABLISHED WHOLESALE 


distributor selling to key hardware and 
related retailers in all areas throughout 
the Middie West seeks one high quality 
line to add to its present exclusive rep- 
resentation. 

Ours is a tightly knit merchandising 
organization with a very capable sales 
force and good supervisory staff. We 
have an excellent contact with the hard- 
ware and related retailers. 

We are in position either to take over 
an established line or to develop a new 
proven one. Not interested in trinkets 
or untried inventions. 

Please write in detail. 


Address Box E-32, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








DISTRICT SALES REPRESENTATIVES 


Leading manufacturer of Power Mowers has excellent 
position available for representative to co-ordinate and 
develop distributor operations in eastern territory. 
Good knowledge of hard lines distribution along with 
sound selling experience in related field necessary. 
Competitive salary plus car 
detailed resume to: 


Address Box E-34, care of eee tog fas 
Chestnut & 56th Sts., Philadelphia 39, 


and expenses. Submit 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you ean bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 























EXCLUSIVE PROTECTED TERRITORIES 
for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
ale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





REP WANTED to cover established dealer 
accounts in Metropolitan N. Y. C. area. We 
offer Chisels, Star Drills, Wrecking Bars, Picks, 
Sledges, etc., at competitive prices. Address: 
Box E-37, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED BY MAN- 
UFACTURER of high quality line of wax appli- 
cators, buffing bonnets, imported chamois, and 
cleaning pads. Many fully protected territories 
open. Advise territory covered and lines carried 
in first letter. All replies strictly confidential. 
Address: Box E-33, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES 
WANTE Representatives now calling on hard- 
ware, lumber, and building supply dealers and 
jobbers. Competitive line of hollow METAL 
LEG KITS. High commission. Several valuable 
territories open, check and see if one is yours. 
State territory actively covered and all details. 





Wilkenson Mfg. Co., 2916 Lake St., Chicago, 
Illinois. 
CORD SHORTENERS. Representatives 


Wanted for Cord Shorteners. 
carried. Address: 
AGE, 


State Lines now 
Box E-38, care of HARDWARE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





EXCEL LENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 

rite: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 
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MANUFACTURER REPRESENTATIVES 
CALLING on Wholesale Hardware trade, exclu- 
sively to sell line of Rimlock Sets, Mortise Lock- 
sets, and shelf Hardware. In first letter give ex- 
perience, exact territory covered and other lines 
carried. Address: Box E-16, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED SALESMEN CALLING ON 
HARDWARE and Variety Stores to carry as a 
side line. Nationa] televised products. For de- 
tails write to: J] & D Sales Co. 100 East Wy- 
oming Ave., Philadelphia 20, Pa. 





SALESMEN—Excellent sideline for Hard- 
ware and Novelty salesmen: A sales-tested sharp- 
ener for lawn mowers or ice skates. Retail 98¢. 
Good potential. 
Pompton Turnpike, Newark, New Jersey. 


Write J. P. Wald, 278 Newark- 





Accounts Wanted 





EXPERIENCED AND CAPABLE SALES- 
MAN with over seven years of profitable sell- 
ing to all classes of jobbers and the OEM mar- 
desires lines of 
marine equipment, tools, or 
Inquiries also desired 


ket in La., Miss., 
hardware, fasteners, 
machinery for this area. 
from reputable manufacturer representatives. 
New Orleans resident. Address: Box 
of Harpware Ace, Chestnut & 56th Sts., 
delphia 39, Pa. 


and Ala., 





SELECT QUALITY LINES 


FOR aggressive concentrated coverage of Whole- 
sale Hardware, Industrial and Oil Field Supply 
trade in Arkansas and Oklahoma. 
D-38, care of HarDWareE AGE, 


Address: 





Sts., 


Philadelphia 39, Pa. 








E-30, care 
Phila- 


DESIRED 


Box 


Chestnut & 56th 





ACCOUNTS WANTED: Builder’s Hardware 
Representative, with single line, desires a non- 
conflicting, quality line to sell Hardware Dis- 
tributors and Contract Hardware Outlets in: 
Eastern Pennsylvania, Southern New Jersey and 
Delaware. For details and references, Address: 
Box D-17, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





AGGRESSIVE HARD-HITTING SALES 
ORGANIZATION desires to represent Manufac- 
turer of products for hardware distributors and 
volume buyers in New England and New York 
State—Over twenty years’ experience in contact- 
ing leading jobbers. Address: Box E-44, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





— 


WELL ESTABLISHED MANUFACTUR- 
ERS AGENT, traveling five men in the Upper 
Midwest. Want key line to develop to whole- 
sale hardware, industrial supply and wholesale 
plumbing trades. Address: Box C-11, 
Harpware Ace, Chestnut & 56th Sts., 
phia 39, Pa. 


care of 
Philadel- 





MANUFACTURERS AGENT CALLING ON 
HARDWARE and Grocery Jobbers, Alabama, 
Georgia, and Tennessee. Wishes line to carry 
with present lines. Write: J. E. Parker, Box 
25, Waynesboro, Tennessee. Saturday and Sun- 
day Telephone 7-4682, Week Days 7-2281. 





MR. MANUFACTURER, LAST YEAR I 
became tired of jobbers and their excuses, 80 
with two good lines went direct to the Trade- 
Hardware, Department Stores, Chains, Rack Job- 
bers, etc., and did a good job. Have you got a 
line that could run into volume and would like 
to get this business? Maryland, Virginia and 


Washington covered effectively. Address: Box 
E-31, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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Accounts Wanted 





Help Wanted 











Consistent, Conscientious, Concentrated 
coverage of metropolitan 
New York and New Jersey 

BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 








YOUR DOLLAR VOLUME 


Increased by greater sales effort, we 
have a proven Sales Program covering 
E. Penna., So. Jersey and Del. Full de- 
tails please. 


Address Box E-46, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














ACTIVE RETIRED SALESMAN OF 66 
desires several non-conflicting hard lines to work 
in limited but preductive area in Southwest Vir- 
ginia. Retired after twenty years’ satisfactory 
service with large wholesale hardware firm. Sat- 
isfactory references available. Would consider 
two seasonal lines statewide. Address: Box E-41, 
care of Harpware AcE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








EXPERIENCED MANUFACTURERS REP- 
RESENTATIVE getting started in Florida de- 
sires quality hardware lines, direct sales to job- 
bers or retail outlets. Travels southern Florida. 
References furnished. Address: Box E-35, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





WELL ESTABLISHED AGENCY SELL 
ING the Jobbers in Texas, Oklahoma, Arkansas 
and Louisiana for 15 years needs one more major 
line for Hardware, Building Material and Indus- 
trial Accounts. Warehouse available. Reply Ad- 
dress: Box E-11, care of HArpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





ABOVE AVERAGE AGENCY: Three sea- 
soned professional salesmen, experienced in build- 
ing volume prestige lines, seek limited number 
quality promotable lines to all levels hardware, 
houseware, appliance trade in Eastern Pa., Del., 
Md., D. C., Va. If you have the product and 
program, we can turn it into sales. Address: 
Box E-17, care of Harpware AGe, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





WELL ESTABLISHED MANUFACTURER 
REPRESENTATIVE in Ore., Wash., Northern 
Idaho, and B. C., Canada, wants one or two 
good lines for building trades field to sell whole- 
sale and jobbers of hardware, building supply 
or plumbing supply. Good coverage assured. Ad- 
dress: Box E-36, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





APPLIANCE, HARDWARE AND HOUSE- 
WARES LINES WANTED. After 18 years as 
Hardware Jobbers Salesman last five as Appli- 
ance Sales Director, establishing direct sales 
agency, covering hardware, department store, and 
appliance trade S. E. Ohio, S. W. Pa., and 
W. Va. Address: Box E-40, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





CAN GIVE YOU AGGRESSIVE, INTELLI- 
GENT REPRESENTATION in Wis., Minn., 
No. and So. Dakota. Can offer Best references 
and good understanding of promotional programs 
of housewares-hardware distributors and depart- 
ment stores. Address: Box E-39, care of Harp- 
— Ace, Chestnut & 56th Sts., Philadelphia 

» Fh 








MANAGER WANTED 


Industrial Supply Division of wholesale hardware 
firm located in southeastern Pennsylvania (not 
Philadelphia area). Successful distributor for many 
years of top grade industrial supplies now needs 
new leadership for anticipated expansion. Success- 
ful applicant would concentrate on sales manage- 
ment and merchandising policies. He will coordinate 
the efforts of two outside salesmen and one inside 
man as well as carry several accounts of his own. 
Salary plus bonus. Write giving background and 
experience. 


Address Box E-10, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














Business Opportunities 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising 
removal or closeout, get America's most re- 
liable and productive sale plans. Send _for 
prospectus today. 


J. H. VOLL SALES SERVICE 








115 West Main St. Madisoa, Wis. 








FOR SALE WHOLESALE HARDWARE 
AND SPORTING goods in the Ohio Valley. 
Splendid opportunity for man with experience 
and small capital. Address: Box E-45, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 








Help Wanted 





FIELD SALES MANAGER. Well established 
plastic pipe manufacturer needs capable man with 
successful sales experience in plastic pipe. Sal- 
ary and expenses. Excellent growth opportunity. 
Send complete business and personal resume. Re- 
plies confidential, Consolidated Pipe Co. of Amer- 
ica, 1066 Home Avenue, Akron 10, Ohio. 
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NEW YORK WAREHOUSE SPACE—3500 
sq. ft. Will ship—you bill. Paints—Hardware— 
Automotive—Plumbing—Kindred lines. Address: 
Box D-41, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





FOR SALE: Fine Hardware store in center 
of Suburban Jacksonville, Fla. Inventory and 
Fixtures at book value. Long term lease avail- 
able. Cod parking facilities. Poor health of 
owner reason for selling. Write: J. M. Barker, 
4456 Hendricks Ave., Jacksonville 7, Fla. 





RETAIL HARDWARE BUSINESS FOR 
SALE. Small New England town. For details 
write: Box 103, Bethel, Connecticut. 





Positions Wanted 


ESCAPE SOUGHT from a dead town. Sea- 
soned hardware dealer; college graduate; ac- 
countant; all-around mechanic; Notary Public; 
winner of Stanley award; accustomed to full 
charge; presently employed; 48; strong and 
healthy; single; no dependents. Will work on 
percentage or commission basis. Sales Super- 
ar P. O. Box 52, Howell Station, Evansville, 
nd. 








BUILDERS HARDWARE MANAGER OF 
Retail-Wholesale Paint, Shelf, Builders, and sev- 
eral Hardware stores would like to take charge 
of larger store. Accustomed to inventory control. 
Age 30. East Coast preferred. Address: Box 
E-42, care of HArpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





AVAILABLE—SUCCESSFUL SALESMAN 
ready for major responsibility, preferably Sales 
Manager. Presently traveling for major East- 
ern jobber. Possess valuable attributes for firm 
interested in progressive merchandising and sell- 
ing methods. Tremendous capacity for organiza- 
tion. Familiar all phases sales promotions, 
Proven Sales record past ten years. Address: 


Box E-20, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 























DO YOU 
WANT T0— 


® Sell or buy a store 








® Represent new ac- 
counts 


® Hire experienced hard- 
ware personnel 


® Dispose of surplus stock 
—distress inventory— 
job lot merchandise 


® Get sales representa- 
tion for your line 


© Get a job in the hard- 
ware field 


THEN — 


Tell It To The Trade 
In The Classified 
Advertising Pages Of 


HARDWARE AGE 











Classified Ad Dept. 


Hardware Age 


o6th & Chestnut Sts., Phila. 39, Pa. 




















How to improve your selling 


These Hardware Age selling aids for dealers 
will help you do a better selling job, as they 


have helped hundreds of other dealers. They 
can be used for 


- . . Sales training 


- « « Stock control 
- - - Planning co-op newspaper ads 
- . - increasing Lay-Away sales 
- - - Reducing lost sales due to outs 
- - + putting stock control to work 


- +. Setting up a rental department 


® Directory of Co-Op Ad Funds—Here is a 
list of manufacturers of Housewares who 
make available co-op money for dealer use 


in local advertising... . 


© A Guide for Setting Rental Fees—Here is 
a list of rates charged by typical dealers on 
78 most popular rental items. Also lists six 


most popular rental items... =.=. —s—s—ié‘(ts=éid‘ 


® Lay-Away signs and tags—Here is a com- 
bination of proven sales tools for seasonal 
lines, to get customers into your store early 
and to build store traffic throughout the sea- 


son. 


Lay-Away signs to post in your store, 


A ee tt 50¢ 
Lay-Away tags to identify purchases, 
ae $1.65 


Make checks payable to "HA Reader Service 
Dept." and send check and order to Hardware 
Age, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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FAMOUS *PATENTED 
REFLECTING HOUSE 
NUMBERS AND LETTERS 


SPARK SALES! 


WILL NOT RUST, STAIN, FADE 
OR LOSE REFLECTING QUALITY 


*REFLEXITE is the “miracle ma- 
terial” used to mark highways. 
Thousands of tiny lenses are per- 
manently molded in to produce 
intense reflection. 

Individually packed with rust 
proof screws. 

House Numbers 3%¢” high 

Letters 2%” high 


RETAIL 25¢ EACH 


Available in Gold or Silver. 
Specify which when ordering. 








Write today for Free Literature and Price List 


LUCE REFLEXITE CORPORATION 
Westport, Connecticut 











WHAT'S NEW? 


Turn to pages 85-86 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


IT’S QUICK—IT'S FREE 

















THERE’S MORE PROFIT WITH TREWAX:! 
FASIER TO SELL 


; ty Wax 


PROTECTED 


PROFIT 


COMPANY 


133 





MARSHALLTOWN TROWEL COMPANY MARSHALLTOWN, IOWA 











paneer ss MOS serene EMPIRE LEVELS coon retaners stock tHem 
evel Line since 1919 


10926 West Potter Road, Milwaukee 13, Wisconsin 


This impulse salesmaking All Metal Display 
FREE! Rack with each assortment of pele 


Most Complete & Best Selling Line” 


HOUSE NUMBERS & Speed King 


vi a real self-starter for continuously-selling : ROLLER SKATES 














Hy-Ko House Numbers—and Hy-Ko House A ae aon : 
keep on selling for you when they're placed on " =~ W-long-lasting ru 
homes. They're smart, good look- ~~ ——_ +e ~henke and double 
ing, easily read. Made of pre- ‘ ee ed ball 
mium quality aluminum, enamel ; row “Si 8” 
and reflecting beads—they won't , the new lent a ‘sales 
rust, break, fade or fall apart. . sensation! ohh Ske 
Spot 2 or 3 assortments in easiest tomas Spee 
windows - good — of all! Double your aus 
cations for easy - picking this quiet way! 
profits—they'll surprise you. sales q y 
Order from your jobber. 
“The Hallmark of 


Better Letters, 
Signs, Numbers" 














PERFECT Headquarters for 


Z GIFT FOR STAIR 
FATHER’S DAY! TREADS 
| Navigator Compass We auto or 
H ' . h 
ep op ae CARPET-LIKE Pri cst or wheter ox wits 


compass rose. Sturdy gray Ten- yA as jy Gitectly to: 
ite case, 24" in diameter. $6.95. 


aeiticetteaten Hace aaiien New Tile Treads 


cup mounting, 50¢. 
































All weights—all sizes 
Solid or Marble Colors 
Curved Nose or Full Riser RUBBER COMPANY 


Fremont, Ohio 

















Genuine 
Original 


INSULATED RUBBER CUSHIONED GLIDES . 
Wonderful for all WOOD and METAL Furniture | hoes 
Glide Softly, Silently, Smoothly . 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight , 
One Set of 4 Contains | doz. cards of either %"", %"" or I'"" DOMES. DOMES have une eee . 


Ne ape — 
F verte 


needie point nail. Case hardened steel, burnished nickel plated mirror 
on a 3-Color Card finish. 


prong! *". 4" *, - Both Container and Cards in 3 COLORS 
me TQM, 1%". 


Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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THE PERFECT BALANCE 


e Dependable Bolts 
e Sturdy Packages 








Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 


balance for repeat business. All sizes and thread types 
are available. : 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 

CAP SCREWS « WOOD SCREWS « PIPE PLUGS 

MACHINE SCREWS * NUTS « TAPPING SCREWS 
STOVE BOLTS e COTTER PINS 
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National 
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Fasteners Lb Hodell Chains 


Chester Hoists 
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Kerosene Ranges and Stoves 


Famous for flavorful cooking and baking, 
BOSS cooking appliances are... 


@ available in a wide choice of styles and sizes—the 
most complete line on the market 


equipped with famous Top-Speed, Blu-Hot, Prize or 
Azure burners 


priced to fit any budget 


easily installed anywhere with no expensive fuel 
connections needed 


finished in white porcelain or baked enamel, and 
table-top models in decorator-style pastel colors 


Stock the BOSS line . . . sell the BOSS line, leader in smart new 


kerosene ranges, stoves, ovens and heaters. Write for dealer 
literature and details now. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 











